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Frank Farrington 
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Rights of Manufacturers Under New Tariff 
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Force Feed Oiulers Standardized for Stock 


HE “Genuine Detroit” Force Feed Oiler, Model JTS, 

has been so designed that it is universally adaptable 
to all types of steam engines, gas engines, pumps, air com- 
pressors, etc. 


Manufactured in 1, 2, 3 and 4 feed sizes, with shaft extend- 
ing through the oiler permitting it to be driven from either 
end and furnished complete with the necessary connections 
for easy and substantial installation. 


IN ADDITION TO BEING SUPERIOR IN APPEAR- 
ANCE AND FINISH THIS NEW AND BETTER 
FORCE FEED OILER EMBODIES NUMEROUS 
OTHER DISTINCTIVE FEATURES. Let us tell you 
about them. Write for Catalog No. 100 and prices. 





Fork small steam engines and pumps where a correspondingly small 
sized oiler is desired we offer the Model LS. 


This oiler is manufactured in one-feed, one quart capacity only and like 
the Model JTS finished in lustrous black enamel, furnished complete with 
all necessary fittings for installing. 


THESE OILERS ARE, BECAUSE OF THEIR SUPERIOR FEA- 
TURES, READILY SOLD AND CARRY A HIGHLY SATISFAC- 
TORY PROFIT TO JOBBERS AND DEALERS IN MILL SUP- 
PLIES. 








DETROIT LUBRICATOR (OMPANY. 
” DETROIT, U.S. A. 














GILBERT WOOD PULLEYS 








Design 
Material 
Workmanship 
Finish 
Reputation 
Service 


Sell 
Themselves 





SAGINAW MANUFACTURING COMPANY 
SAGINAW, MICHIGAN 
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Sea Lion 


Waterproof 
Leather Belts 


HEREVER belts must sur- i 
vive the actions of water, | 


steam or moisture, our 
dealers throughout the world have in Sea Lion leather belting the best | 
th waterproof belting obtainable—more waterproof than rubber and will Ht 
| last infinitely longer. Even if run continuously in water, Sea Lion belts F 
will not lose their elasticity or come apart at the laps. They are 98.5% 
| efficient on every well designed drive and every inch of the leather they are | 
hs, made of is tested leather of aknown durability. Sea Lion belts last so long I 
| that you require fewer belts and in the end they are much the cheapest. 


Chicago Belting . e@ New York, Pittsburgh, i| 
c : ther Boston, Cleveland, New 
ompany EE Orleans and 45 other ] 
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Advertising to Boost YOUR BUSINESS 


In January, 1923, we began a definite program of na- 
tional advertising to consumers of industrial brooms 
and brushes. Already this campaign is bringing busi- 


ness to jobbers handling the CAPITAL Lines. 

















There is an opportunity here for you to increase your 
profits through our work. If you are not handling the 
CAPITAL Lines, and want to share in the profits from 
our advertising, write us at once. Literature describ- 
ing the campaign, and Catalog 17, describing the CAP- 
ITAL Lines, will be sent on request. 


Indianapolis Brush & Broom Mfg. Co. 
126 Brush Street, Indianapolis, Ind. 


CAPITAL Brushes Brooms 
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“SATISFIED” 


That Is What You Will Say After Trying 


== ~ C. D. RAILROAD UNIONS 


The Unions With the Brass Valve Seated Disc 
NO GASKETS REQUIRED 
DURABLE, ECONOMICAL AND SAFE 


ILLINOIS MALLEABLE IRON Co., CHICAGO, ILL. 


4 $ Manufacturers of a Complete Line of MALLEABLE AND 
Made of Heavy Pattern Alr CAST IRON PIPE FITTINGS Write for Catalogue 


Furnace Malleable Iron 
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File Insurance 







The Highest 
Grade File Made 


‘The File You Will Eventually Use’’ 


DELTA FILE WORKS, PHILADELPHIA, PA., U. S. A. 




















TOOL HOLDERS 


Leaders Now and For Twenty-five Years 
The Only Complete Tool Holder Line 


Often Imitated But Never Equaled 


OTHER TOOLS WE MAKE 
Drop Forged Wrenches, Chain Pipe Wrenches, Clamps, Ratchet Drills 





Have You a Catalog? 


Armstrong Bros. Tool Co. 
“The Tool Holder People”’ 
305 N. Francisco Ave. Chicago, U. S. A. 




















4 When writing to Advertisers please mention Mitt Supp tes. 


rr | 








KNLL QUPPLIES 




































“TOLEDO” POWER DRIVE 
IS A PROVEN NECESSITY 


Users of pipe threading and cutting tools are rapid- 
ly appreciating how the “Toledo’”’ Power Drive will 
save them both time and labor in operating their hand 
tools, and the demand for this remarkable drive is 
constantly increasing. 


Owners advise that they have paid for the Drive 
on one or two jobs, another that it has saved him 
$2,000 in labor in eight months, others that they 
would not do without it for twice the price paid for 
it, and one enthusiastic owner wrote us that the 
Drive ‘‘at first looked like a joke, but must admit 
it is the greatest labor saving device we have ever 
had for cutting and threading pipe.” 


The ‘“Toledo”” Power Drive offers you most un- 
usual sales possibilities, and we will be glad to send 
you circulars and further particulars so that you may 
post your salesmen and circularize your trade. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


New York Office, 50 Church St. 
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Sell 
More 
Clutches 


GUARANTEED TO CONTAIN NO ROSIN 


WIZARD STICK 
BELT DRESSING 


1s strictly a jobbers’ proposition. Friction Clutches are an indus- 

trial necessity. They are the 
, : ys link between the powerful 
WIZARD will make belt dressing a live item in ens engine or motor and the com- 
your stock because WIZARD is a helt preservative saaaicininin plicated and expensive machine 
and positively does what it is designed to do-— Friction which can easily be injured by 
eliminate | shpping entirely and keep the belt soft Clutches too quick a start. If you are 
and flexible. Consequently WIZAKD duplicates ; 











not selling many friction 


without effort ae clutches to industries in your 

OUR JOBBERS are liberally supplied with samples an territory, you are losing busi- 
and circulars, and we do not ask them to invest a Countershafts ness that you might have. 

dollar until they are satisfied WIZARD is all we utenied Edgemont Dealers have at their 

claim for it. " ikanio command a well developed line 

; gis Clutches of clutches, a constant stock in 

Write for our proposition — Dayton to draw from, and an 

7 pn engineering service that is 


RICHMOND BELT DRESSING always ready to serve. We are 


Special pte 5 
ee ae awalting an opportunity to 
MFG. CO., Inc. Clutches 


serve you. 
Seanad. We Engineering 
. " 


Service THE EDGEMONT MACHINE CO. 
Sample free upon request. DAYTON, OHIO 
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WALWORTH 


When they specify 
“Walworth Throughout’ 
can you fill the order? 


Men who specify Wal- 
worth Throughout for an 
installation of piping mate- 
rial are not interested by 
“just as good” substitutions. 


They specify Walworth 
with a purpose: to secure 
parts and fittings of uniform 
quality,.— standardized to 
work together. 


This kind of customer 
knows he can depend on the 
quality and completeness of 
the Walworth line of 23,000 
items. He naturally ex- 


Walworth Mfg. Co. 


Boston Vew York Chicago 


1 





pects that you can supply 
Walworth parts for every 
specification in his order. 


You can be sure that the 
man who knows Walworth 
quality and asks for it is a 
good customer to satisfy. 
And the best way to do that 
is to give him what he 
wants. 

If you are not now carry- 
ing a full line of Walworth 
products it will pay you to 


get in touch with our repre- 
sentatives. 


Boston, Mass. 


\ ane Plants in Boston and Kewanee, Ill. 

Philadelphia Seattle Kewanee, III. j ie WALWORTH INTERNATIONAL CO 

Portland, Ore. San Francisco Feet & NEW YORK, Foreign Representative 
WAlwoo > i e-rgmam 


23,000 different items 


Valves, Fittings, Tools for Steam, Water, 


Gas, Oil and Air 
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The M ARVEL Steel Hanger 


another reason for the superiority of 


The CHICAGO Line 


—_— 
Hest 






One Third the Weight 
of Cast Iron 


Rigid,'Light, Strong, 
Un breakable 


Now-a-days the trade demands that every Power Transmission 
Dealer be able to supply a Steel Hanger Frame. 
In the MARVEL of The CHICAGO Line the Dealer finds a modern 


steel hanger frame that meets every requirement. 
The Dealer also finds a sound “‘resale’’ proposition. 


Write for complete information. 


Chicago Pulley & Shafting Co. 


Main Office: Factory: 
30 So. Clinton St., Menomonee Falls, 
Chicago, Ill. Wisconsin 








There is also a MARVEL Steel Countershaft Hanger 
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Extreme Simplicity of Construction, Ease of Erection and Adjustment, Unequalled 
Strength and Durability Have Won For 


a 


“The WOOD SPLIT PULLEY CLUTCH 


From Jobbers and Users the Enviable Reputation 


“TROUBLE-PROOF” 


Read the statement of one dealer, just received, with- 
out solicitation on our part: 


‘“‘We expect to double our sales on Reeves Fric- 
tion Pulleys next year. They give less trouble 
than any clutch pulley we can handle. In 
quoting we always say, ‘Trouble left Out.’ ”’ 


(Name supplied on request) 


You too can double your clutch sales by handling 
“The Reeves’’ Wood Split Pulley Clutch and the only 
come-backs you will ever have will be when customers 
come back for more clutches. 


Write for Catalog No. 11 and Trade Discounts 


REEVES PULLEY COMPANY 


Columbus, Indiana 


Reeves-Bond Sales Co., 39 S. Clinton St., Chicago 
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and Kettles 


Unsurpassed in strength, dura- 
bility,and quality ofworkmanship. 


Write for Bulletin No. 21 


Showing our complete line with prices. Large 
stock of all styles and sizes enables us to 
meet your requirements without any delay. 








MULLINS BODY CORPORATION 


Successors to W. J. Clark Co. 


102 Mill Street Salem, Ohio 





Fig. 22 

















When writing to Advertisers please mention Mitt Supriies 














—OERNILYL, QUPPLIES 


E WesD LINE 


T. B. WOOD’S SONS CO., Chambersburg, Pa. 


Manufacturers of 


Power Transmitting Appliances exclusively and continuously since 1857 
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The Folly of Throwing Away 72 Percent 


F shenatae GH a shop bought—at a cost of 
$195.04—815 pounds of lubricant per year 
for protecting its plain-bearing line-shaft equip- 
ment against destructive friction. real protection 
was never obtained. Despite the fact that the 
bearings were literally bathed in oil. heavy loads 
and severe misalignment strains soon caused the 
oil film to break down. resulting in metal-to-metal 
contact. the destruction of the bearing linings and 


considerable wear upon the shafting itself. 


The 86 plain bearing hangers were replaced with 
Skayef self-aligning ball bearing equipment and 
it was found that only 198 pounds of lubricant 
per year at a cost of $29.70 were required. This 
amounted to a saving of $76.25 or 72 percent in 


lubrication costs alone. Added to this was a 


~~ HANGERS 


(IMPROVED TYPE) 





SKAYEF 


saving of over $900 in power and maintenance, 
exclusive of the elimination of ruined belts and 


goods. 


The SKF marked self-aligning ball bearings 
used in Skayef hanger equipment require oil 
only at infrequent intervals mainly to prevent 
corrosion and are so housed that the lubricant 
cannot escape. The inner race is securely fastened 
to the shafting and is free to turn with the balls 
and retainer in any direction to compensate for 
misalignment without the setting up of binding 


strains which so quickly destroy plain bearings. 


JOBBERS AND DEALERS: Territories offering 
good sales possibilities and attractive business are 


still open. Full particulars supplied upon request. 





165 Broadway 
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THE SKAYEF BALL BEARING COMPANY 


New York City 




















Always Good—Now Better 





After three years of tests. ex- where it will do the most good. 
periments and trials, O-B Engi- Non-heating handwheels have 
neers have added a number of heen adopted. Thru and thru 
new features which put our the Valves have been strength- 
Valves on a higher plane than ened and made more substan- 
ever before. tial. They were always good— 

More metal has been added now they're better. 





the Qhio 


Mansfield &YOhio.US A. 


NEW YORK, 50 Church Street PHILADELPHIA, 710 Witherspoon Bldg CHICAGO, 343 So. Dearborn Street 
WM. P HORN CO., Pacific Coast Agents San Francisco Portiand Seattle Los Angeles 














GEARS 


S MOOTH running; correct in design, 

accurate and true to pitch, Caldwell 
gears are bound to please you. We make 
all types — machine-molded, cut tooth, 
mortise gears, worm gears, etc. Learn 
more about Caldwell-Link-Belt Service. 





Get Our Prices Let us figure with you next time you are 
. ‘ in the market. 
Before Putting in 


Your Stock Order H. W. CALDWELL & SON CO. uinx-EeEtt Company, owner 


Dallas, Texas, 709 Main Street—Chicago, 17th Street and 
Western Ave.—New York, Woolworth Bldg. 
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What does 1923 hold for You? 























The Business Outlook 


for 1923 


NK TINETEEN twenty- 
- three opens with the 
general business situation 
substantially better than at 
the beginning of 1922. 


The country’s credit 
structure is stronger than 
it was a year ago, largely 
through the liquidation of 
bank loansand theaccumu- 
lation of adequate reserves 


Production is practically 
normal throughout the 
country as a whole. Un- 
employment is negligible. 
The extraordinary nation- 
wide activity in building 
continues. The general 
price trend is upward. In 
creasing demand for com- 
modities and services 
brings business expansion. 


Railway trafic is grow- 
ing in volume, and will 
necessitate a considerable 
addition to transportation 
equipment, which should 
benefit a large number of 
industries. 


The buying power of 
the farmers is substantially 
greater than at the begin- 
ning of last year, as a con- 
sequence of better crops 
and increased prices for 
farm products. 


The country’s foreign 
trade is well maintained, 
despite disturbed condi- 
tions and the slow eco- 
nomic revival in some ot 
the countries upon which 
American producers de- 
pend for markets. The 
commerce of the world 
Hlowsmore freely and its ex- 
changes ate more normal. 


There are, in brief, many 
evidences of economic 
strength and of further pro- 
gress at the beginning of 
the current year. And con- 
sequently there will be 
increasing need in 1922 
for such complete national 
and international banking 
facilities as this Company 
offers. 


Guaranty Trust Company 


of New York 
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"| oo forecast by one 
of America’s foremost 
financial institutions ap- 
plies directly to you. 


Any such general im- 
provement in business ob- 
viously means increased 
demand for the goods 
you sell. 


Railroads must buy. In- 
dustrial plants must buy. 
Building construction re- 
quires a wide range of 
products. 


You will benefit in pro- 
portion to the efforts you 
put forth. 


Your salesmen must be 
active, but they cannot 
be always with your cus- 
tomers—a catalog can. 


The right kind of catalog 
is your most productive 
investment. 


Why wait longer? 


Word from you will 
bring our Mill Supply 
man to outline in detail 
the advantages to your 
business of the best cata- 
log yet devised — 

THE COLUMN =) UNIT CATALOG 


National Standard Size 








WYNKOOP HALLENBECK CRAWFORD COMPANY 


Printing Headquarters 


Compilers and Printers of Mill Supply Catalogs 
80 LAFAYETTE STREET 


NEW YORK CITY 
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“Hart” Oil Pumps Bring 
Business to Jobbers 


Because “Hart” Oil Pumps are standard equip- 
ment in scores of power plants, jobbers who 
stock the ‘Hart’ are assured a steady volume 
of business. 


And with the Sherwood Manufacturing Com- 
pany cooperating with jobbers by extensive trade 
paper and direct-by-mail advertising, jobbers are 
enabled to take advantage of sales assistance that 
increases their profits. 


If you are not handling the Sherwood line, we 
will gladly tell you why we believe it will be to 
your advantage to centralize your sales efforts 
on Sherwood Engineering Specialties. 


SHERWOOD MANUFACTURING COMPANY 


BRASS FOUNDERS AND FINISHERS 


Sole Manufacturers of Sherwood Engineering Specialties 


BUFFALO, N. Y. (40) 














The Delray plant of the 
Detroit Edison Company 
is but one of this corpor- 
ation’s power stations 
where “ Hart’’ Oil Pumps 
are giving dependable 
lubrication service 


Have you received a copy 
of the Sherwood Book? 
It is well worth reading. It 
describes all Sherwood 
products including inject- 
ors, ejyectors, oil pumps, 
flue cleaners—a complete 
line of power plant equip- 
ment ranging from fusi- 
ble plugs to grease cups 
Write your name and ad- 
on the margin or 
this pase. Forward it to 
us, and we will send the 
Sherwood Book to you 
by return mail. 
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Are you still in the age 
of bolts and rivets? 


You are, if you are using 
them to join your tank edges, 
pipe ends and plates. 


Modern industrial pro- 
cesses demand improved 
methods and Oxwelding 
provides them. 


In the upkeep of machinery 
Oxwelding is also indispen- 
sable, remaking worn and 
broken parts at a nominal 
expense and with scarcely no 
lost motion. In salvaging old 
parts and in effecting quick 
repairs, it is saving industry 
a mighty toll. 

The same Oxweld outfit 


with slight adjustment, welds 
metals or cuts them. 


Oxweld, the world’s largest 
makers of Oxy-acetylene 
welding and cutting equip- 
ment, with its great organiza- 
tion of engineers and metal- 
lurgists, stands ready to aid 
with practical engineering ad- 
vice, without cost, no matter 
what methods or equipment 
you are using. 


Our vast experience is at your 
service—let us study your 
problems and point out Oxweld 
short-cuts to economy. 


Oxweld Resident Engineers, 
stationed in more than fifty 
important cities, are ready to 
work with you. 








OXWELD ACETYLENE COMPANY 
Newark, N. J. Chicago 


San Francisco 








Se 


WELDING AND CUTTING APPARATUS 





World’s Largest Manufacturers of Welding and Cutting Equipment 
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A Grinding Service (7 
Years in the Making 


For more than three-quarters of a century The Cleveland Stone Company has 
been the leading producer of natural stones. We have seen grinding develop 
from its earliest stages and during all of these years we have acquired a wider 
and more detailed grinding experience than probably is found at any other single 
source in the world. 


And it is most logical that we apply this knowledge and experience to the produc- 
tion of artificial abrasives—that this extraordinary service of ours be extended to 
the thousands of artificial abrasive users, large and small. 


The Sterling plant at Tiffin, which we have acquired and are operating, is espe- 
cially well equipped. The Sterling line of abrasives and grinding machines itself 
has thirty-five years of quality production and fair dealing behind it 


We have always done business through the jobber. Nearly every hardware 
jobber in the United States and Canada carries “Cleveland” Grindstones. In line 
with this long-standing policy, Sterling products will be sold through jobbers. 


Our organization has been strengthened by the addition of service men and 
ceramic engineers who, because we produce both natural and artificial stones, 
can give absolutely unbiased advice to customers. These men as well as the 
entire organization are ready to co-operate with our jobbers to the fullest extent. 
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A Canale 
Source of Supply 


“Cleveland”’ 
Grindstones 


Power or Hand Operated 
Mounted and Unmounted 
Iron and Wood Frames 
Commutator Stones, Oil 
Stones, Etc. 


Sterling Abrasives 


Sterlith Wheels 
Sterbon Wheels 
Vitrified Wheels 
Silicate Wheels 
Elastic Wheels of every 
size and shape 
Sterlith Round Knife 
Sharpeners 
Sterbon Scythe Stones 
Sterbon Abrasive Files 
Sterling Bricks 
Sterling Grinding 
Machinery 
Bench, Floor, Swing Frame 
and Wet Tool Grinding 
Machinery. 
The Sterling Grinding Wheel Co., 


Branch of 
The Cleveland stone Co. 

















‘The Cleveland Stone Co. 


1836 Euclid Ave., Cleveland, O. Branches: New York, Boston, Chicago 


L. Best Co., Inc., New York Selling Agents for Sterling Abrasives 


STERLING ABRASIVES 


AND STERLING GRINDING MACHINES 
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ACKING that lasts, packing that serves economically mutst 

possess Quality. It is poor economy to use cheap packing whose 
only recommendation is price. For 25 years GARCO ASBESTOS 
PRODUCTS have been recognized for their inherent Quality. 


GENERAL ASBESTOS & RUBBER CO. 


Main Offices and Factories: Charleston, S. C. 


Broadway Chicago, 14 North Franklin St. Pittsburgh, 311 Water St. 
CANADIAN DISTRIBUTORS: Canadian Asbestos Co Montreal-Toronto 
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Medart installation in plant of Wagner 
Electric Manufacturing Company. 
St. Louis. 
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A Specialized Organization 


iliac Handi A; The Medart Company is a specialized organiza- 
ap ee shiait ends tion whose 43 years’ concentrated experience cen- 
silat ters around the design and construction of every- 
thing required for the mechanical transmission 
of power. 

The high quality of all Medart products is as 
stable as the Medart organization—it is in fact 
Ne ree ( the foundation which firmly supports the high re- 
Four way adjustment, Drop 2, | gard that Medart equipment enjoys throughout 

j hie the industry of the United States. 


Everything in 
Line Shafting Equipment 


4 und uy to Boeeuzin. diameter shafting equipment. 
| Shafting, couplings, collars, hangers, bearings, bearing 

frames, gearing, friction clutches, rope sheaves, belt tight- 

eners, fly wheels—these and many kindred items form the 

basis of the Medart line and place the organization in a 

position to successfully serve every power transmission re- 


quirement—IMMEDIATELY! 


~t \ | 
You can & cf P 
mara | Get New Catalog No. 43 
wood fom stock the ¢ fA All} et New Catalog No. 
ordet- . Our new, complete catalog No. 43 is a handy iefer 
7 ence book for Engineers, Designers, Mechanies and 
Users. Send for your copy today and. submit 
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4 fron iron Fulley, 
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Medart means everything in line 
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Power 
specifications for estimate, 


The mewankT COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U.S.A. 


Office and Warehouse: 


Offices: 
Cincinnati Chicago and Philadelphia 


Beit your 
diffe, "lane . Whatever YOu 
“Slaccnt type O, 3 mitre Gearin Toupply the 
ack... Des ine ey Rice x ads, we ©® qin. 
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A glance shows you that construction is right— 
Dodge quality guarantees performance 


You can sell Dodge pressed steel hangers with assurance—first because 
your customer is quickly satisfied as to strength, light weight and work- 
manship by examination of the hanger itselt and second because Dodge 
quality is a recognized guarantee of service and satisfaction when applied 
to any appliance for the mechanical transmission of power. 


The Dodge steel hanger is light—strong—safe—easy to erect and low 


priced. Every point is of vital importance to the buyer and to you as a 
dealer. 


Dodge quality—Dodge distribution and Dodge advertising is a combina- 
tion that invariably means volume sales, steady substantial profits and 
satished customers. 


Write for dealer proposition—it is a winner. 


New York © ° 

Philadelphi D d M f C Atlant 
— odge Manufacturing Corporation oe tc 
Pn oneal General Office: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N. Y. yA 
Newark Dodge Mfg. Co. of Canada, Ltd., Toronto and Montreal Seattle 


Chicago San Francisco 
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Metal 


The Perfect Metal for Bearings 





Bearing 
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How to Save 47.4% of Your 
Bearing Waste 


To cut out bearings or bushings you must figure on waste. Practically 
all bearings are 2” or 3” long or multiples of these lengths, Then a 12” 
bar gives considerable waste because there is no allowance for tool clear- 
ance. Stewart 13” Bars give you 12 full inches of bearings, ample 
chucking and tool clearance and practically no waste. 

In addition to the 13” length, Stewart Bearing Metal Stocks are 
machined and finished all over, and made in 258 stock sizes to meet 
nearly all requirements. In ordinary practice, machining and chucking 
waste 55% of the metal. With Stewart Bearings it averages only 7.6%, 
an outright saving of 47.4%. 


The Finest Uniform Copper-Lead Bearing 
The diagram above which demonstrates 
beyond doubt how Stewart Bearings save Metal Ever Made 


47.4% of bearing waste, will be sent in 
blue print form upon request. 
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Absolutely uniform in its structure! Never breaks down! Improves 
Stewart Bearing Metal is made in four 


grades: 25 Brinell; ““C"" 40 Brinell: with remelting! Will not burn out in a bearing or score a shaft! Those are strong claims, 
*D"’50 Brinell; “E’’ 80 Brinell (a special and not lightly made. We can prove them conclusively. Stewart Bearing Metal is new — 

metal for heavy service}. altogether different — the solution of the secret of centuries. 

ISHED ALL OVER. 253 bsg manta Its records of performance are perfectly sensational —it is setting a 


Bars and bushings over 412” diameter on new standard of low operating costs. Our Service and Engineering Departments can 


furnish full details and willing assistance to those who are interested. 


order. Finished bars or bushings can be 
made to dimensions as specified. 


A few territories remain to be allotted to distribu- 


tors. Jobbers find our 13" bar a wonderful seller 


STEWART MANUFACTURING CORPORATION 
4504-82 Fullerton Avenue Chicago, Illinois 
& Or communicate with our nearest factory representative: 

L. RUPRECHT A. C. OLFS Cc. W. ROOT 

30 Church Street 7321 Woodward Avenue 57 Erie Street 

New York, N. Y. Detroit, Mich. Milwaukee, Wis. 

J. FRANK LANING & CO. E. P. GRISMER 
327 First Avenue Caxton Bldg., 800 Huron Rd. 

Pittsburgh, Pa. Cleveland, Ohio 
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Standards of Practice 
of A. B. P. Papers 


The Associated Business Papers, Inc., includes in its membership 
the most important business publications in practically all indus- 
trial and vocational fields. The members of the A. B. P. have ded- 
icated their best efforts to the cause of business and social service, 


and to this end have pledged themselves to abide by the following 
standards of practice— 


1. To consider, first, the interests of the subscriber. 


2. To subscribe to and work for truth and honesty in all 
departments. 


3. To eliminate, in so far as possible, his personal opinions 
from his news columns, but to be a leader of thought in his 
editorial columns and to make his criticisms constructive. 


4. To refuse to publish “puffs,” free reading notices or paid 
“write-ups”; to keep his reading columns independent of 
advertising considerations, and to measure all news by this 
standard: “Js it real news?” 


5. To decline any advertisement which has a tendency to 
mislead or which does not conform to business integrity. 


6. To solicit subscriptions and advertising solely upon the 
merits of the publication. 


~ 


. To supply advertisers with full information regarding 
character and extent of circulation. including detailed cir- 
culation statements. subject to proper and authentic veri- 
fication. 

8. To co-operate with all organizations and individuals en- 

gaged in creative work. 


9. To avoid unfair competition. 
10. To determine what is the highest and largest function of 


the field which he serves, and then to strive in every legiti- 
mate way to promote that function. 


The entire membership of the Associated Business Papers, Inc., 
has its circulation books, orders and cash audited by the Audit 
Bureau of Circulations. Every advertiser knows, therefore, exact- 


ly what circulation he is buying—and knows, too, how that circula- 
tion was obtained. 


MILL SUPPLIES is a member of the Associated 
Business Papers, Inc., Audit Bureau of Circulations, 
and Chicago Business Papers Association. 
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/s itA RIBBON? 


Yes a ribbon of 
“NATIONAL” 


PIPE > 
QUALITY <S/ 













N trimming the end of a length of 
“NATIONAL” Pipe this 6-foot cutting was 


the unintentional result. 







What better evidence could be secured as demonstrat- 
ing the exceptional uniformity of “NATIONAL” Pipe, 
which means unusually good threading—easy cutting—and satis- 


factory bending qualities. The user of “NATIONAL” 


Pipe gets a quality that runs from the surface of the 







outside wall clear through to the surface of the inside 





wall throughout every length. It is made that way and 





can be depended upon for any wrought pipe purpose. 






NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


s Fric k Building 











rect Pipe Threading 
Principles’ contains 
interesting information 
you can put to practi- 
cal use. A copy free 
upon request. 


Bulletin No. 27—Uses 
of “NATIONAL” 
Pipe—will be of inter- 
est to you also. Write 


for it today. 
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Dr. Coue says— 
“Every dav in every way—" 


We wonder if perhaps he hasn’‘t heard of 


LIMESTONE PULLEYS 





For they are used in Nancy, France, as well as in most other parts of the civ- 
ilized globe. And our countless customers all over the world are saying: 


“Every day in every way. LIMESTONE Pulleys are the best, Best, BEST”. 


Why not join the chorus? 


| The Ohio Valley Pulley Works, Inc. 


Maysville, Ky. 


. _. Forni’ Vanes 


Especially the White Star Valve 


CONTROLS ALL LINES ABSOLUTELY 


WHITE STAR GATE VALVES 


Iron Body—Bronze Mounted—Rising Stem 
Discs and seats of non-corrosive White 


“POWELLIUM NICKEL” 


Steam working pressure up to 150 and 250 lbs. 


DEPENDABLE SINCE 1846 
















Order from your dealer 
Write us for circular 


The Wm. Powell Co. 


CINCINNATI, O. 
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OUR INDUSTRIAL REJUVENATION. 

Kivery day, in most every way, to paraphrase a 
well known Frenechman’s philosophy, there is an 
improvement in the United States in the basic 
conditions that control our industrial and finan- 
cial life. Day by day facts and figures are pre- 
sented to prove it until we are lost in the maze, 
and are only left to wonder why in so many in- 
dividual cases the on@ard rush has failed to over- 
come inertia. 

It ought to be interesting and instructive to re- 
cite some outstanding facts. Money is in vast 
supply, loaning at reasonable rates, as evidenced 
by refunding operations amounting to millions of 
dollars in bonds alone. Building operations are 
on a seale never before known, the railroads are 
buying equipment liberally, the automotive in- 
dustry is operating at high speed, and as a result 
the steel companies are booked months ahead and 
are at the highest rate of capacity attained on the 
present forward movement. Even the farm im- 
plement makers report orders running more than 
fifty per cent above the figures of a year ago, and 
the expansion evident in the oil fields is making 
heavy demands on the steel mills. All farm prod- 
ucts are moving freely, and at prices practically 
twenty-five per cent above the low level of 1922. 
Cotton prices are booming, with the usual result 
that planters will receive more for the short crop 


than would have resulted from a bumper crop. 
As a result of all these things, labor is generally 
employed at peak wages, with the cost of living 
slightly higher all around than prevailed six 
months ago. 

A. few figures secured from many reliable 
sources are impressive. The total value of build- 
ing in 1922 was approximately $4,300,000,000, 
compared with $3,142,000,000 in 1921. There were 
2,527,000 automotive vehicles manufactured last 
year, compared with 1,768,500 in 1921. It is esti- 
mated this country now has 11,500,000 motor vehi- 
cles, or more than 90 per cent of all motor cars 
in the world. Replacements alone this year will 
require 1,800,000 cars. The Railway Age states 
that during 1922 more freight cars were ordered 
than in any year since 1912, more passenger cars 
than since 1916, and more locomotives than since 
1918. A total expenditure of approximately five 
hundred million dollars was involved, with indiea- 
tions that the total for 1923 will reach $700,000,- 
000. Notwithstanding these facts the construction 
of railway lines lags, with less mileage in actual 
operation than in 1921. 

While we seem to be sitting pretty in the sun, 
many of our dear brothers on the other side of 
the water are throwing monkey wrenches in our 
machinery and sand in our gear boxes, jolting us 
sadly as our gears are stripped every time we put 
the machinery into high speed. France says Ger- 
many is a liar and a thief, and despite the passive 
protests of all countries except Belgium, proposes 
to beat the Teutonic head to a pulp if reparations 
in cash and supplies are not forthcoming. Great 
Britain strongly opposed the French advance into 
the Ruhr basin, and refused to play. Italy, fear 
ful of results, stayed in the game, but refuses to 
take an active part. Berlin declares all treaties 
were broken when the advance became a fact, and 
all Germany is in a state of passive revolt. 
France is sitting on a vast store of dynamite, with 
Soviet Russia urging Germany to explode the 
works. Nothing is heard from the Turks, but if 
war comes, Russia, Turkey and Germany will play 
the game, together with the Balkan States seizing 
opportunities to profit as best fits individual 
needs. The German mark is fast seeking the com- 
pany of the kronen, the crown and the ruble. 





23 








WLLL QUPPLIES 








Meanwhile the frane declines, and the pound 
sterling alone among foreign currencies shows 
stability. 

No man knows the outcome of the French oeeu- 
pation, for she cannot oceupy all of Germany, nor 
operate all of her industries, and with the refu- 
sal of the government and all branches of labor to 
co-operate in any direction, must come industrial 
paralysis. This country is vitally concerned in 
the outcome, but cannot possibly take any active 
part. There is a possibility that industrial labor 
leaders in France and Germany, threatened with 
ruin, will take the matter out of the hands of gov- 
ernments and seek direct settlement, possibly 
through the friendly aid of the United States. To 
those who might say such a result is impossible, 
fairly recent events in Russia and Italy will give 
food for thought. We cannot possibly prosper 
with a world at war, even if we do not actively 
participate in it. 





WARNINGS WORTH HEEDING 

Warnings against the danger of unreasonable 
price increases have been issued by the veteran, 
I. Kk. Strong, and other prominent mill supply 
men Whose judgment has been ripened by long 
experience in business. These men speak from 
knowledge of conditions viewed in the light of 
past experience. Their prediction is that mill 
supply men have every opportunity to enjoy a 
long period of uninterrupted prosperity, provid- 
ing they use reason and do not kill the hen that 
lavs the golden egg. Failure to remain within 
the bounds of reason will mean the loss of the hen 
and the eggs already laid. This is an economic 
penalty. 

economics is a study of the wealth getting and 
wealth using activities of men and all the other 
phases of man’s life which affects his social activ- 
ity in this respect. It teaches us fundamentals 
upon which the whole structure of business is 
founded. From the earliest periods of history, 
when man depended entirely on his own efforts 
to gain a livelihood, and his wants were few, we 
can trace the upbuilding of the present intricate 
system of labor, production and distribution. Up 
through the centuries there has always appeared 
the unavoidable regulation through the laws of 
supply and demand. Interwoven in the sections 
of these laws is the interpretation of the effect of 
prices. 

Apply the theory to practice. 
in this country are sound. 
sion Is over. 
erally. 


Basie conditions 
The business depres- 
There is a renewal of orders gen- 
Labor is once more fully employed, and 
is again in a position to purchase liberally. This 
in turn means more orders, more business. The 
circle has been set in motion. Factories are well 
supplied with orders. There comes the human 
tendency to make more money while business is 
good, so up go the prices. Meantime, demand has, 


let us say, passed supply. Deliveries are slowing 


up. More establishments are opened. Jobbers, 
seeing great opportunities for profit if they can 
but get supplies, proceed on the theory that they 
should order in larger quantities than their imme- 
diate requirements demand. 

Meantime, the manufacturers have taken steps 
to inerease their production, but before the re- 
maining deliveries can be made, the effect of the 
increased prices has made itself apparent in the 
falling off of demand. There is a consequent de- 
crease in orders. Facing a heavy overstocking of 
products, cancellations follow. But meanwhile, 
production has been figured on the basis of the 
actual orders received, not on the amount of goods 
delivered. Result: The drop in demand and the 
cancellations resulting leave both manufacturers 
and jobbers heavily overstocked. Production 
slows down, labor is out of work, demand drops 
still lower, and we are in the slough of another de- 
pression, 

Therein lies the danger of unreasonable in- 
creases in prices. They add speculation to busi- 
The safe course, sound economies tells us, 
is to eliminate this speculation by teaching the 
business man to rely only on what he knows that 
he can do. Mill supply men know they have a 
splendid opportunity for making profit this year. 
They also know what happened in the past when 
speculation entered. Time will tell whether they 
have learned the lesson and have heeded the warn- 
ings. The prizes are worth the effort. 


ness. 





HARD HEADED BUSINESS 

If business is to sail on even keel during 1923, it 
must maintain a maximum of sound publicity 
through advertising. That is the advice which 
Charles R. Holden, a prominent Chicago banker, 
recently gave during the course of an address 
before the Chicago Business Papers Association. 
Speaking from the standpoint of a banker viewing 
business conditions in the light of practical eco- 
nomics, this thorough student of finance urged 
publishers of business papers to spread this mes- 
sage among the business men of the United States. 
Building up sales power is one of the main roads 
to sustained prosperity. 

Using as an illustration an example of sales 
power building in the financial world, this banker 
pointed to specimens of advertising that are 
familiar to all who follow the financial pages of 
the press. Very frequently one notices lengthy 
advertisements describing an issue of stocks or 
honds of some corporation, and at the bottom of 
the advertisement a notice to the effect that the 
entire issue has been sold and the advertisement 
is published solely as a matter of record. 

It may have puzzled many who read _ these 
notices why the banking institution underwriting 
the issue had spent money publishing the adver- 
tisement when it had nothing to sell. Mr. Holden 
clarified the situation by explaining that there was 
hack of the policy the idea of building sales power 
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for future use. Later on the bankers might have 
another issue to offer the public, and the way had 
thus been paved. The publie knows the character 
of the issues handled by the house and the stand- 
ing of its clientele. 

‘‘Bankers are hard headed business men and 
not in the habit of throwing away their money,’’ 
remarked Mr. Holden. How applicable is his 
example to all business houses. Many a corpora- 
tion in days when orders are piling in and ‘‘busi- 
ness is fine,’’? curtails its advertising with the 
explanation that ‘‘we don’t want any more busi- 
ness; we have more now than we can take care of, 
so why spend any of our good money.’’ 

This is a common policy with many business 
houses, and while the fallacy of such action has 
been pointed out time and again by experienced 
advertising men, few better examples of the need 
for building up in good times for times of stress 
have been offered than that of this hard-headed 
banker, trained to study sound investments. 





MAKE YOUR PLANS NOW 

Mill supply men should arrange their business 
plans now to attend the big triple convention at 
Cincinnati, May 17, 18 and 19. There will be im- 
portant discussions on matters of vital interest to 
them. Last vear, due partly to the fact that the 
Southern Supply and Machinery Dealers’ Asso- 
ciation and the National Supply and Machinery 
Dealers’ Association each held separate conven- 
tions, there was a very marked falling off in the 
attendanee. This vear’s return to the ‘tone for 
all?’ idea merits hearty support from all. 





STUDY EXPANDING MARKETS. 

In the machinery trade 1923 promises to be a 
vear of exceptional opportunity for the export 
manager, but in making his plans he should care- 
fully analyze the whole field and devote his ener- 
gies to the expanding markets as never before. 
That is the opinion of the chief of the industrial 
machinery division of the department of com- 
merece as expressed in a market report under date 
of January 22. 

Records show that the United States in the last 
decade has increased its export business in ma- 
chinery nearly five-fold. The average machinery 
plant, reports tell us, now exports nearly 20 per 
cent of its product, and the ratio is rising very 
rapidly. In order to place before manufacturers 
the present status of American machinery abroad, 
the department of commerce has tabulated in 
form for ready comparisons the value of the for- 
eign markets for this product. A study of these 
tables shows clearly that Canada is our best for- 
eign market, with Mexico second. In 1921 there 
were 29 different countries each of which ab- 
sorbed more than $1,000,000 worth of American 
machinery. 

The industrial machinery division holds that 
the information available ‘‘indieates clearly that 


there are splendid opportunities for the sale of 
American machinery abroad’’ and emphasizes 
that ‘‘it is far better to employ constructive sales 
effort in the markets that are expanding.’’ 

It is advice that is just as pertinent for domes- 
tic sales managers as for export managers. A 
study of markets and a tabulation of data on ex- 
isting conditions should make it possible to see 
where there is a natural contraction or expansion 
of demand. It then becomes a conclusion that the 
best results will accrue from devoting the maxi- 
mum amount of energy in that direction in which 
the natural expansion exists. 





AN ALL YEAR INTENSIVE DRIVE 

We believe that this year will be a banner one 
for us, and with this feeling of optimism, we are 
completing our plans for an intensive sales drive 
to last through the entire twelve months. That is 
the message which several progressive mill sup- 
ply jobbers have sent to ‘‘ Mitt Suppuies.’’ We 
believe it is one worth passing along to all mill 
supply jobbers, not merely to read the news of 
what the other fellow is doing, but to embody the 
idea of the other fellow into their own plans. 

Yes, everything points to a banner vear but 
only for those companies which are in the winning 
class. To get into this class it is necessary to 
buckle on the armor of battle and go forth to fight 
for business. Intensive sales constitute the 
weapons. The battle is not to be won in a short 
drive. Continued efforts, untiring marches, care- 
fully maintained equipment, proper assistance 
back of the lines—all must keep up to top-notch 
throughout the entire year. 

It may sound like ranting to stand on the side- 
lines and preach the gospel of eternal vigilance 
to those who must bear the brunt of the battle. 
Nevertheless, we do not hesitate to predict that 
those companies who sent us the message will, if 
they carry out their present plans, win the right to 
flv the banner of success at the close of the vear. 








SOMETHING THEY MISSED 

A quip that has teeth in it appears in a recent 
issue of an official organ of the American Cham- 
ber of Commerce in Berlin. ‘‘It is gratifying,”’ 
says the editor, ‘‘to know that some part of the 
human race somewhere operates on a gold basis. 
A genius, name unknown, has estimated that the 
amount of gold in the teeth of the population of 
the United States, if subject to a normal tax, 
would yield sufficient returns to provide positions 
for approximately 150 government inspectors of 
both sexes.”’ 

We must confess that the politicians must have 
overlooked a bet. Let us hope that they do not 
discover what the unknown genius has so unwit- 
tingly disclosed. Meanwhile the rest of us had 
better keep our mouths shut tight and our gold 
crowns hidden. ' 
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Warns Against Temptation to Increase Prices 


Prominent Mill Supply Jobber Points Out Danger of Action That 
May Make Business Boom Short Lived and Bring Back Depression 


\dditional testimonials that business conditions are 
sound and that the current year holds forth splendid 
promises for mill supply distributors are contained in 
statements from prominent jobbers. The statements 
arrived too late for use in the ANNUAL Review, which 
was published in the January issue. One of these 
sounds a warning to manufacturers and dealers 
against the temptation to advance prices to an unrea- 
sonable extent. 

E. E. Strong, president, The Strong, Carlisle & 
Hammond Co., Cleveland, issues the warning in the 
following statement: 

“While the year just closed has not brought all that 
was hoped, its record has been much better than that 
of the one preceding, and much that was uncertain a 
year ago is now cleared away. The undesired surplus 
in many lines of machine tools and in some lines of 
supplies which existed then has been largely absorbed, 
and that which still remains cannot be as much of a 
factor during the present year as it has been. In the 
machine tool line there is still enough of it in some 
lines to make it somewhat disturbing, but on the 
whole the situation is much better. Sales in both the 
machine tool and supply line have shown a steady 
monthly increase for the entire year and the manu 
facturers all appear to be doing a satisfactory busi- 
ness. In some of our principal lines, we find it neces 
sary to anticipate our wants to the extent of awaiting 
the filling of our orders from four to eight weeks. In 
a large percentage of supply lines prices are materially 
higher than at the beginning of the year, and stocks 
in the hands of manufacturers much smaller. 

“If we could consider the situation entirely with 
reference to conditions existing in the lines them- 
selves, it would be the safest thing imaginable to pre- 
dict a very prosperous year, but there are so many 
outside influences that may have a very pronounced 
influence that it becomes very difficult to see with 
certainty what the outcome will be. The attitude of 
congress toward business and the taxation legislation 
which will be enacted, it is impossible to foresee or 
provide for, but there is another factor of very great 
importance which is in the hands of the manufac 
turers and dealers, and upon whether this is handled 
wisely or otherwise depends very largely the result 
of the year’s business. I believe that a considerable 
shortage in many lines is to be met and the temptation 
will be strong to advance prices to an unreasonable 
extent. I can see but one outcome to that—-a short 
lived boom and another period of deflation and de- 
pression. I believe, however, that enough of us have 
had our lessons in this direction so that wiser counsels 
will prevail and prices be kept from inflation. If this 
is done, I believe that the New Year will be prosper- 
ous. 

W. M. Pattison, president, The W. M. Pattison Sup- 
ly Co., Cleveland, comments on the situation as fol- 
“With reference to the conditions prevailing 
in the supply business at this time, locally there has 
been a very marked improvement in recent months. 
The extreme depression experienced by al! during the 


year of 1921 continued during the early part of last 
year with only a slight improvement from month to 
month. This depression was most marked in our ma- 
chinery department. This improved situation became 
quite pronounced as we entered into the third quarter, 
and our business during the past six months has been 
quite satisfactory. We have passed through the pe- 
riod of deflation and the enhanced values in many 
lines during this period may make it possible to show 
a profit on the year’s business. 

“We are anticipating that this improved condition 
will prevail during the greater part at least, of 1923. 
While there have been practically no factory extensions 
during the past year, building conditions have been 
excellent in other lines, and this situation will un- 
doubtedly continue for an indefinite period. This situ- 
ation encourages us to anticipate a satisfactory busi- 
ness for 1923, which only labor trouble or some un- 
foreseen condition may prevent.” 

Stanley D. Petter, sales manager, Henry A. Petter 
Supply Co., Paducah, Ky., states: “Our business, 
like that of any other supply house, is affected by the 
condition and operation of the industrials in this ter- 
ritory. The first three months of last vear, in antici- 
pation of the strike, the coal mines of the Southern 
[linois field cut down on their buying. On the first 
of April their buying entirely disappeared. However, 
at the same time, the Kentucky mines, after a period 
of little operation, began working to capacity. Thus 
the increase in Kentucky business helped to offset the 
depression in Illinois. 

“When the Illinois mine business dropped off, we 
worked the plumbing and heating trade over our ter- 
ritory more thoroughly and opened up new territory 
in Missouri. As a result, the months after April first 
proved to be not months of little business, as we first 
anticipated, but months with sales exceeding our for- 
mer best year of 1920. 

“Upon the resumption of the Illinois coal mine 
operation, we found ourselves, because of the backed 
up orders from these mines, with the job of buying 
more difficult than that of selling. Only by diligent 
and careful search of the market were we able to 
quickly replenish our stocks and maintain our service. 

“To date, our sales have exceeded the total of any 
previous year. Nineteen twenty-two has been most 
gratifying, not only because of profit derived but also 
because of our success in bucking depression in our 
territory, expansion to a wider range of service and 
greater impression on our trade as to our value to 
their operations. 

selieving that 1923 will hold better things for us, 
we have made extensive improvements, additions to 
our main building and constructed a new steel ware- 
house. Doesn’t that indicate our optimistic belief in 
the coming year? 

“Months ago the writer ordered Mitt Supp.ies sent 
to each one of our salesmen. Undoubtedly sugges- 
tions gleaned from your splendid publication helped 
our sales force to make the past year a banner one for 
sales.” 











NT 





Rt Se 





ULL QUPPLIES 





EE AS ST 





Bronze Bars Important Mill Supply Stock Item 


Survey Shows That Jobbers in All Sections of the United States 


Are Profitably Distributing 

Solid and cored bronze bars are very generally a 
standard stock item in mill supply houses. The im- 
portance of the jobber as the proper distributor of 
this product, the extent to which bronze bars enter 
into the total annual sales, and the opportunities of- 
fered to jobbers who do not now carry them in stock 
become apparent from a study of a survey made dur- 
ing the past month by MILL Supptirs. 

In this survey a questionnairre was sent to many 
representative jobbers in various sections of the 
United States. The replies proved that the mill sup- 
ply jobber is the proper agency for distribution of 
bronze bars, that the demand for this product is in no 
sense a Strictly sectional one but extends to practically 
all industrial sections, that annual sales of this ma- 
terial by individual houses run as high as $30,000, and 
that more and more jobbers are beginning to find a 
profitable business in this item. 

A Detroit jobber reports: “There is no doubt in our 
mind that the mill supply jobber is the proper man 
to distribute this class of merchandise. We have sold 
more than 60,000 pounds of bronze bars in the past 
year. We carry in stock a minimum of 10,000 pounds 
and a maximum of 15,000 pounds, carrying all sizes 
of solid from 1% to 1 inch, one-eighth sizes from 1 to 
3 inches, and one-quarter sizes from 3 to 6 inches. In 
the cored bars we carry all sizes from ™%x1 to 3x6, 
variations being the same as in the solid bars. 

“The reason why we stock this material is because 
we took up the sale four or five years ago, and have 
built a very satisfactory business. Some of our indus- 
tries in Detroit buy direct from some of the local brass 
foundries, but in most cases we can prove to them that 
even though they do buy for less than we charge them, 
it is economy for them to purchase our material be- 
cause we absolutely guarantee our bars. With this 
assurance on our part, it is very difficult to combat our 
argument that our material will save them money in 
the long run.” 

Another Detroit jobber answered the questionnaire 
as follows: “During the past twelve months we have 
sold between 30,000 and 50,000 pounds of bronze cored 
bars, and with conditions improving in every branch 
of the mill supply business, the sale of this material 
should be greatly increased during the present vear.” 

Still another Detroit jobber reported: “During the 
past twelve months we have sold at least 50,000 
pounds. We specialize on a high grade material, but 
also carry in stock another grade selling at a price 
one-third lower. The bulk of our sales, however, is 
on the better grade.” 

From Cleveland came the following reply from a 
prominent jobber: “We handle bronze bushings to 
the extent of $6,000 to $8,000 a year, and carry them 
in one inch to four inches outside diameter. We also 
handle solid bars.” 

\ Boston jobber replied: “We sell many tons of 
bronze cored bars, and carry practically the entire list 
of sizes in stock in quantities which our stock experi- 
ence over several vears has shown us, from our stock 
records, to be a fair quantity in order to make prompt 
delivery from stock. We are firmly of the belief that 


Them im Large Quantities 

there are few items of the supply line that it is not 
ethical, economical and proper to sell through the nat- 
ural channels of the supply jobber, and this particu- 
lar item—bronze bars—stands the test.” 

A Richmond, Va., house reports: “We have car- 
ried bronze solid and cored bars for several years, and 
our business on this line alone runs from $4,000 to 
$5,000 a year, which is a good business on bearing 
bronze in this section of the country, because of the 
lesser number of industries as compared to more pop- 
ulous sections of the country. We carry in stock solid 
bars from ¥% to 2 inches, inclusive, and cored bars 
from 1x¥4 inch to 3x2 inches, inclusive, all 12 inches 
long. We believe that the great bulk of this material 
sold through the southern states is distributed through 
the jobbers.” 

A large New Orleans house has just taken on a line 
of bronze bars, and has made a market survey with 
interesting results as is proved by the following state- 
ment: “We have just taken on the handling of a 
bronze in cored and solid bars. What missionary 
work we have already done has shown us that price 
plays a determining part in the sale of bushings and 
solids. There are quite a number of brass foundries 
making this stock in this section, and as there is not 
the manufacturing here as in the north—most of this 
material being used for repairs—there is not the same 
particular attention given to the quality of the bush- 
ings. As a consequence, there are foundries selling 
their casting at an exceedingly low price, which makes 
one wonder what can be in it, and the average buyer 
cannot see the difference in quality between the low- 
priced article and that made entirely from virgin me- 
tals. 

“Our investigations lead us to agree that the mill 
supply dealer is the logical distributor for this ma- 
terial. He is in closer touch with the actual consumer 
than is the manufacturer, and where a stock is car- 
ried and salesmen cover a wide territory, he is na- 
turally in a better position to keep the line before the 
trade.” 

A prominent New York jobber states: “We have 
worked up a very nice business on bronze bars, not- 
withstanding the fact that there are several other 
somewhat similar bushings sold at lower prices. We 
sell our product strictly on a quality basis and have 
been very successful in securing repeat orders.” 

From a Pittsburgh jobber came the following re- 
port: “We believe that the live mill supply dealer is 
the most logical source for the distribution of bronze 
cored bars. We took on a line of this product the 
early part of last year, and so far have secured fair 
results. Our business approximates $500 a month, 
and considering that this is an entirely new line which 
we never handled in the past, we feel that with the 
right kind of attention, it can be increased very con- 
siderably. We carry the bronze cored bars in sizes 
from 1x% inch to 4x234 inches, and the solid bars 
from 4 to 5- inches. This is one of the lines which 
our supply department is endeavoring to push, and we 
feel that our efforts will result in a very much larger 
volume. We are decidedly of the opinion that the one 
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Helping the Dealer to Sell 


Every manufacturer appreciates, in 
some degree, the importance of 
helping the dealer sell his product. 
And yet in many instances that 
degree is very small. It can hardly 
be compared in importance—so 
thinks a certain type of manufac- 
turer—with selling the product to 
the dealer. 


It is nothing short of a false as- 
sumption, unsound and _ untrust- 
worthy, to think that merely stock- 
ing up the dealer with a product 
constitutes effective distribution. 
Effort of that kind, it is true, may 
dispose of a lot of goods, but it does 
not sellthem. Unless the consumer 
comes in prepared or disposed to 
buy them they will remain on the 
shelf of the dealer, re-orders will be 
impossible, and the whole product 
will be a failure. 


The safest alternative is for the 
manufacturer to create a consumer 
demand through Advertising. This 
will help the dealer move the goods, 
and then he will order more. 


Advertising is as much a basic 
part of the business of the manufac- 
turer of any specific trade-marked 


product as is production and dis- 
tribution. It is not somethmg that 
can be considered merely as an ex- 
pense to be curtailed to the mini- 
mum. It is a creative influence 
which, more than any other thing 
after the merit of the product, deter- 
mines the extent of the consumer 
demand. 


Too often the manufacturer 
thinks of his advertising as a clever 
means of impressing the dealer with 
the desirability of stocking up with 
his goods, and he does enough to 
accomplish that effect, and then ex- 
pects the dealer to move the goods. 
This is a mistaken use of advertis- 
ing and it quickly reacts upon the 
manufacturer. 


It is the business of the dealer in 
mill supplies to provide the goods 
which the industries demand. He 
would be foolish to do otherwise, 
and would soon cease to be a dealer. 
It is the business of the manufac- 
turer — meaning specifically, the 
manufacturer of a _ trade-marked 
article, or one that might be trade- 
marked—to create a consumer de- 
mand by means of Advertising. 


Published by MILL SUPPLIES in co-operation with 


The American Association of Advertising Agencies 
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best source of distribution for bronze bars is through 
mill supply houses, as hardware and other dealers ap- 
parently do not seek this class of business.” 

A Fort Wayne, Indiana, jobber replied: “Our rec- 
ords show that we have had a number of inquiries 
from our customers for this material. We have not 
carried a stock of bronze bars in the past, but it is our 
intention to stock them within the near future. Our 
salesmen report that a great many of our customers 
are buying this material direct, and that it would pay 
us to put in a stock of some of the sizes.” 

A San Francisco jobber answered the questionnaire 


as follows: “We have handled bronze solid and cored 
bars for bearing purposes and have enjoyed a satisfac- 
tory business in this line. We might say that this is 
a commodity that is handled by every supply house on 
the coast, some of whom do a great deal more business 
in this line than we do. We consider this item a very 
attractive one for jobbers to handle.” 

All other replies on the subject were, with few ex- 
ceptions, similar to the above. The exceptions were 
houses which do not stock the bars and even they in- 
dicated that they believe them an item that lends it- 
self to mill supply house distribution. 
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Another Dodge Consolidation 


Parent Company Will Distribute Through Its Own Sales Department 


The Dodge Sales & Engineering Company, Mishawaka, 
Indiana, which has for the past eight years been operating 
as the selling subsidiary of the Dodge Manufacturing 
Company and Dodge Steel Pulley Corporation, has now 
been consolidated with the parent company, Dodge 
Manufacturing Corporation, which was organized and 
began business last July. 

The Dodge Manufacturing Corporation at that time 
took over the two long established manufacturing con- 
cerns, Dodge Manufacturing Company, organized in 
1880, and Dodge Steel Pulley Corporation, organized 
in 1897 as the successor of the Oneida Steel Pulley Com- 
pany which began the manufacture of steel pulleys in 
1900. Since July, 1922 the manufacture of Dodge, 
Oneida and Keystone power transmission appliances and 
Dodge heavy oil engines has been conducted by Dodge 
Manufacturing Corporation. 

The distribution of Dodge products, which has here- 
tofore been done under the name of the Dodge Sales & 
Engineering Company, will hereafter be conducted by 
the sales department of the Dodge Manufacturing 
Corporation with Duncan J. Campbell, general sales 
manager, in charge and John A. Beynon, assistant 
general sales manager. 

The district sales organization of the Dodge Sales & 
Engineering Company will be continued as branches of 
the sales department of the Dodge Manufacturing 
Corporation. Their activities will be considerably in- 
creased and the service to dealer and customer from 
branch warehouse stocks will be kept up to the high 
Dodge standard of efficiency. 

The advertising department of the Dodge Manufactur- 
ing Corporation will be under the direction of William 
W. French, advertising manager, and the activities of 
this department will include a complete program of 
dealer co-operation. The entire resources of this depart- 
ment will be the disposal of dealers for developing local 
campaigns on Dodge products, and extensive plans are 
under way for direct-by-mail and other forms of dealer 
helps. 

The Dodge Manufacturing Corporation is the largest 
manufacturer of power transmitting appliances in the 
world, and is equipped to furnish stock products such as 
iron, steel and wood pulleys, pillow blocks and hangers, 
as well as complete rope drives, fly-wheels and water 
wheel harness especially designed and constructed to 
meet the requirements of every industry. 

Distribution of Dodge products is made through four- 
teen branch warehouses in power using centers, as well 


as hundreds of representative mill supply dealers. 

The Dodge Manufacturing Corporation also controls 
the Dodge Manufacturing Company of Canada, Ltd., 
with head offices and works at Toronto, Ontario, and 
sales office at Montreal, Quebec. 

The consolidation of the sales organization with the 
parent company is another of the steps in the reorganiza- 
tion of the Dodge interests. It will be recalled by readers 
of Mitt Suppwies that the August, 1922, issue contained 
a story of the retirement of Melville W. Mix as president 
of the Dodge Manufacturing Company and the organiza- 
tion of the Dodge Manufacturing Corporation to take 
over all the Dodge interests. 

further changes were announced shortly afterwards. 
These included the retirement of W. B. Hosford as vice- 
president, Harry Bell as superintendent, Charles Endlich 
as treasurer, and W. L. Chandler as assistant treasurer. 
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NELSON MFG. CO. HAD GOOD YEAR 


All Old Officers Re-elected at Annual Meeting—Built Three Neu 
Branch Buildings During 1922 


N. O. Nelson Mfg. Co., St. Louis, manufacturer and 
jobber of plumbing, steam, waterworks and mill sup- 
plies, held its annual meeting at the company’s offices 
in that city on Monday, January 8th. The old board 
of directors, consisting of L. D. Lawnin, A. B. Pierce, 
J. A. Senkosky, W. H. Baker and William Shaw, was 
re-elected. The directors re-elected all the old officers 
as follows: President, L. D. Lawnin; vice-president. 
A. B. Pierce; treasurer, J. A. Senkosky; secretary, W. 
H. Baker. No special business was brought before the 
stockholders. 

Reports at the meeting showed that business for 1922 
had been very good, and that the company had erected 
three branch house buildings of their own, one at Dallas. 
Texas, one at Houston, Texas, and the third at Daven- 
port, lowa. At the two latter cities the company has 
operated branches for several vears, but the Dallas 
branch is entirely new and was established to take care 
of a large business in Texas that could not be properl, 
handled from Houston or St. Louis. 

Each of the new buildings erected by the company 
during the past vear is located on a private switch, and 
is fully equipped with overhead trolleys and labor saving 
devices for the rapid and economical handling of in- 
coming and outgoing freight. The directors of the 
company look forward to 1992 as being an excellent vear 
in the building trades, barring labor disturbances. 











HULL QUPPLIES 























Sa 


A REAL FEELING OF 
PRIDE 


We want you, Mr. Jobber and Dealer, 
to feel the pride in selling ‘Clipper’ Belt Lacing 
that we, the manufacturers, feel when we make it. 


We want you to feel and know that 
every ‘‘Clipper’’ you sell is making for you a sat- 
isfied customer, and that is the most valuable asset 
any institution can have. 


In selling and recommending “Clipper” 
Belt Lacing you know that you are absolutely 
protected with an ironclad guarantee and that 
when the machine leaves your store it’s more than 
sold, for one “Clipper” sells another, and then 
comes your real profit, for only ““Clipper’” Hooks 
can be used satisfactorily in ‘‘Clipper’’ Machines. 
There is no argument; no sales talk— it’s simply 
another steady customer added to your list. 


A chain is no stronger than its weakest 
link, and the same theory applies to belt lacing. 
With the “Clipper’’ there are no weak spots. The 
belt lacing is uniform, and regardless of the num- 
ber of revolutions of the pulley, there is a smooth- 
ness and quietness to the belt which insures safety 
and service. 


We simply could not build “Clipper” 
Belt Lacing any better, regardless of price, and 
isn't that the kind of a product you are proud to 
recommend and sell to your customers? 


Will you help us to make this THE 


“Clipper” year of all the years you have been 
acting as one of our authorized Dealers? 


Clipper Belt Lacer Co. 


Grand Rapids, Mich., U. S. A. 
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Urges Less Federal Interference in Industry 


Statement of Facts and Conclusions on Some of the Important 
Problems of the Day, Including Immugration and Coal Situation 


CHARLES 


PIEZ* 


President, Link-Belt Company, Chicago 


Never before in our history have we been so beset with 
the selfish interests of organized and clamorous minori- 
ties as we are today, and never before have we stood in 
such need of sound unselfish opinions as we do today. 

Engineers as a class occupy largely the middle ground 
between capital and labor, and their political opinions 
are the results of thought, rather than inheritance, preju- 
dice or self-interest. On this account, our large engi- 
neering societies constitute the very best forums for the 
discussion of the topics of the day, and they ought to add 
them to their roster of subjects. 

We have our agricultural bloc, our labor bloc, our in- 
dustrial and other blocs, all spelled in the new-fangled 
way-blocs. Let us take the “k” out of the engineering 
block and become a real member of the political bloc 
family, so that we can oppose aggressive assertion of sel- 
fish purpose. 

Running a republic takes a lot of talking, and it is a 
pity that a large and influential thinking class would 
sooner wear a muzzle than assume its proper position in 
the chorus. Don’t be afraid of a few mistakes. Mr. 
Bryan has survived a lot of them. And don’t be afraid 
of names. You are too practical to be called “highbrows,” 
too intelligent to be called “intellectuals.” 

The first problem of the day, and one that ought to be 
of keen interest to the engineer, is the problem of secur- 
ing an adequate supply of labor to meet the needs of our 
industries. You may not be conscious of it, but even in 
these days when industry is running at not over 75 per 
cent of capacity, common labor is hard to get. 

Congress, remembering that America had a very large 
number of unassimilated aliens to embarrass it during 
the war, and recognizing that post-war conditions in 
Europe might lead to a very considerable increase in this 
number, has placed restrictions on both the number and 
character of immigrants. 

Congress was sound in its intent, and though I am con- 
scious that the lack of pick and shovel men is an em- 
barrassment to industry I question whether unrestricted 
immigration is not a more serious embarrassment to the 
nation. 

We can’t build up a strong, homogeneous nation by 
admitting large numbers from racial strains that have 
shown no capacity to adopt American ideals, and no 
ability to rise to the responsibilities of American citizen 
ship. But if we find restriction desirable, even in the 
face of urgent industrial demand for men willing to work, 
why impose a literacy test that admits the Red propa- 
gandist, who can read but won’t work, and excludes the 
man who wants to work and can’t read? Why admit the 
peddler to still further congest our cities and add to our 
social overhead, and exclude the peasant who would join 
our producers? And why, above all, do we cut out de- 
sirables by assigning part of our admissible quota to lands 
which contain too large a percentage of undesirables ? 

If public policy will prevent Congress from meeting the 
needs for industrial labor by removing the restrictions on 
immigration, then three steps should be taken: 

1. Congress should be asked to modify the tests so 
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ning of January 22. 


that none except those that come here to work will be 
admitted. Let our immigration authorities advertise for 
labor in countries that have furnished us with readily 
assimilable material for citizenship in the past, examine 
them for the necessary tests before they embark, and 
then dispose of them quickly when they arrive at Ellis 
Island. 


2. Improve industrial methods and enlarge the appli- 


cation of labor aiding machinery, so as to release labor 
for transfer to industries in which labor-saving ma- 
chinery cannot be readily applied. 

3. Find some method of improving conditions in in- 
dustries that are known to be over manned, so that the 
surplus labor may be diverted to industries that will offer 
better opportunity for employment. 

The first of these three steps could, I believe, be solved 
promptly if Congress, through such agencies as this so- 
ciety, could be convinced of the real needs of industry, 
and could be presented with a plan that would meet that 
need within the restrictitons as to the number of immi- 
grants annually admissible. 

The second step depends largely on the ingenuity of 
the engineering profession in improving processes and 
devices in industry. Because restricted immigration will 
probably continue to be a national policy for some years 
to come, I believe that this second requirement offers 
boundless opportunities to the members of our profes- 
sion. 

There still exists foolish opposition to the unrestricted 
use of labor saving devices in industries controlled by 
organized labor, and here the sound sense, and unpreju- 
diced reasoning of the engineering profession can help to 
wear away this opposition. 

Coal mining, though a basic industry, second in im- 
portance only to agriculture, stands today in such low 
public esteem, that it has became the target for caustic 
and decidedly unfriendly criticism. High prices of coal, 
wages that in comparison with other industries seem un- 
justifiable, an apparent inability to establish any kind of 
co-operation between labor and operators, frequently 
strikes with their consequent fuel shortages and exorbi- 
tant coal prices have alienated from the industry every 
vestige of good will on the part of the public, and have 
made the industry the subject of an inquiry by the United 
States Coal Commission recently appointed by the Pres- 
ident. 

So strong is public resentment, that unless the facts 
finding commission, as it is called, will clear up many of 
the popular misunderstandings concerning the industry, 
the Government will step in and establish some form of 
control, to the loss of the industry, and the everlasting 
cost of the public. 

The situation is so critical, and the results of unwar- 
ranted conclusions on the part of the commission would 
be serious to all coal consumers, that the subject is well 
worth the thought and study of the engineering societies. 

The question of providing an adequate supply of coal 
at a reasonable price, with a reasonable return to the 
miner, is an economic one, and it must be freed from re- 
sentment, from charges made by the uninformed, from 
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WICKWIRE WIRE ROPE 


FROM ORE TO FINISHED PRODUCT 


From Wickwire mines in Michigan, across the Great Lakes in Wickwire ore boats 
to the Buffalo steel mill, and the process of making Wickwire wire rope is begun. 


Selected steel, carefully drawn and tested wire and correct construction insure you 


a stock of wire rope that will please your present customers and make new friends for 
your business. 


You can count on Wickwire Spencer service at all times. 
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political interference, and studied on its merits as en- 
gineers would study a technical problem. 

| haven’t time to enter into a detailed discussion of this 
question this evening; in fact, that wasn’t my aim when 
1 accepted your invitation. My purpose was to arouse 
your interest in it, to present it to you, stripped to its 
essential facts, point out your eminent fitness to carry 
on its further consideration, and convince you that its 
overwhelming importance to the industry and to the pub 
lic vou serve, justifies you in making it the sole order of 
business in your meetings for the next few months. 

When the coal commission reports, the public will 
want its soundness judged by the intelligent and unbiased 
opinions of the engineering profession. 

Now for facts. 

The American Railroad Association in its recent re 
port to the coal commission, called attention to the fact 
that in 1920 a total of 14,766 bituminous coal mines were 
in operation, an increase of 154 per cent over the total 
number in operation in 1910, while coal production in- 
creased only 37 per cent. 

“This shows a continual decrease in the production 
per mine,” the report says, “Had the 1910 tonnage pro- 
duction per mine been maintained in 1920, the tonnage of 
that vear could have been produced by 7,950 mines in 
stead of 14,766.” 

Under the ruling of the Interstate Commerce Com- 
mission, the railroads must distribute their cars in pro- 
portion to the rated ability of the mines to produce, which 
means that the railroads were called upon in 1920 to di 
vide the available cars among 6,800 more mines than 
would have been necessary had the average production 
per mine been maintained on the 1910 basis. 

As compared with 1910, owing to the excessive expan 
sion of the industry through the stimulus of war demand 
and war prices, the average output per mine was reduced 
something over forty per cent. The effect was that fixed 
charges had to be carried by a reduced output, with an 
increase in cost, which, I am told by experienced opera 
tors, averaged from 40 to 50 cents per ton. 

The first fact established, therefore, is that the coal 
mining industry has in the last ten vears been greatly in- 
flated, that the average output per mine has been reduced 
and the cost increased, and that free competition for su 
premacy in the market, and the weeding out of the inef- 
ficient mines, is absolutely stopped by the rule controlling 
the distribution of the available railroad cars. 

No doubt this rule was laid down to prevent discrim- 
ination against the weaker producers, at a time when the 
producing capacity more nearly equalled the demand, but 
today, when the producing capacity is double the demand, 
the rule merely continues a condition which makes for 
high cost and discontent. 

No matter how efficiently organized a mine may be, 
no matter how excellent its product, how capable its 
sales and distributing force, its business is limited, not 
by its ability to produce, or by the demand for its prod- 
uct, but by its ability to ship. 

Mr. Ford has established himself in his unique posi- 
tion in the industrial world, because every step in the 
manufacture, sale and shipment of his product is within 
his control. And when car shortages and railroad em- 
bargoes interfered with the conduct of his business, he 
found some relief in sending his product out under its 
own power. But the operator has no such relief. 

A second fact is that there are prolonged periods in 
each vear when even a considerable reduction in price 
will not tempt people to buy coal and store it. The rea- 
son is that the average householder either hasn’t the nec- 
essary funds to invest, or doesn’t think the saving of suf- 


ficient moment to warrant the outlay. The smaller in- 
dustries rarely have the space to carry their storage, and 
decline to burden themselves with the extra cost of stor 
ing and the extra investment. 

This apathy on the part of the public to insure itself 
against interruptions to its coal supply, results in the ex 
treme and sudden demands for coal, after a strike, or 
when cold weather approaches. It is then that the sup 
ply of railroad cars proves wholly unequal to the de 
mand, the amount of free coal, viz:—that not sold under 
contract, is limited, and the coal speculator, both dealer 
and operator, cashes in heavily on a sellers’ market. 

IXvery interruption to coal mining, every period of car 
shortage, or railroad difficulty, is followed by the same 
wild scramble for coal and by the same inflation of price. 

The trouble lies, not with the operator or dealer, but 
with a consumer who declines to insure himself against 
a possible shortage. 

In the middle west there is considerable seasonal vari- 
ation in the demand, and a partial stabilization of the bi- 
tuminous coal industry could be attained if the large con 
sumers would store more heavily in the open season. 

The railroads of the country consume about twenty 
five per cent of the coal mined, and yet, by reason of the 
sad condition of railroad finances, they are either unable 
or reluctant to incur the expense of storage. Bitumi 
nous coal can be stored with very little deterioration in 
size or loss in heat value, and it can be stored, when care 
is exercised in piling it, without much danger of spon 
taneous combustion. 

I believe that stored coal, under certain safeguards, like 
those obtaining in warehouses, would be acceptable as 
collateral for loans, and I am confident that the railroads 
serving the coal mines would save money if they stored 
at least a sixty days’ supply, and released their coal cars 
in times of peak demand to supply the demand for do 
mestic coal. 

The cost of storing is from thirty to forty cents per 
ton for the round trip, and this expense, plus the interest 
on the investment in coal, would be justified several 
times over by the earnings of coal cars released for pay 
ing service. 

The third fact that can be accepted is that the aver 
age industry will not, or cannot store coal, and that such 
storage is necessary to effect a partial stabilization of 
the Coal Mining Industry must be done by the large in 
dustries, the public utilities, the railroads, and perhaps 
by the coal producers themselves. Limited storage at the 
mines to balance shipments, or to overcome a temporary 
shortage of cars, is gaining ground, but no great relief 
from this source can be expected. 

With a total annual output of 450,000,000 tons, stor 
age facilities for at least 50,000,000 tons located at or 
near the market, would be necessary to equalize the load 
on the carriers and permit the efficient mines to get a suf 
ficient car supply to operate with some degree of uni 
formity. 

Organized labor today absolutely controls a very large 
proportion of the coal production of the country. No 
where has so complete a monopoly of labor been estab 
lished and nowhere are the evils of monopoly so well 11 
lustrated. 

Our present system of government seems to be based 
on the theory that the interest of the public is subordi- 
nate to the interest of any minority that has organizing 
ability and solidarity enough to maintain its supremacy, 
and the miners’ union, under its present leadership, is 
certainly working on that theory. 

Conditions in the industry are, of course, deplorable, 
for the men are never certain until the whistle blows in 
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the morning, whether there will be work or not. The 
number of men engaged is determined by peak demands, 
rather than by uniform demands, and is in consequence, 
largely in excess of normal needs. Employment for more 
than 60 per cent of the total working time is unusual, and 
the industry is compelled to carry the very heavy burden 
of paying the expenses of the men for 365 days out of 
the earnings of 180 days. : 

We need go no further to establish the fact that lack 
of uniformity of operation is at the very root of the 
trouble in the industry. If through a decided increase 
in storage of coal, a decided increase in the uniformity 
of operation at the mines could be secured, it would give 
more regular employment to the men in the industry, 
would result in higher annual earnings, with lower day 
rates and lower costs per ton, and would release at least 
one-third of the men now engaged for useful occupation 
in other industries. 

It would improve the ability of the railroads to handle 
the volume required without excessive investment in cars 
to meet the past demands. 

It would automatically eliminate uneconomical, high 
cost mines, and those producing poor grades of coal, be- 
cause these are able to exist only through the exorbitant 
prices secured, and lack of discrimination exercised when 
coal is scarce. By increasing the output of the efficient 
mines, it would lower the overhead burden per ton and 
lower costs. But this result can only be achieved through 
co-operation between the operators, the men, and the in- 





telligent aid of the Government representing the pub- 
lic. The operators alone are powerless to achieve this 
result. 

If vou want the operators to cure the troubles, put the 
railroads in position to give the mines an adequate car 
supply, and you will get a coal supply at the market that 
will give the buyers their inning. Permit consolidation of 
properties in the same field to reduce overhead burden, 
and give the fit the chance to survive in the scramble that 
will follow. 

Free and open competition is after all the best safe- 
guard against inflation of industry in normal times, and 
the best cure for inflation when unusual economic con- 
ditions have brought it about. 

The European war gave rise to a wholly unjustified 
expansion of the coal industry, and this expansion has 
been maintained and fostered by the impoverishment of 
the railroads through unintelligent government control, 
by the rule of the interstate commerce commission con- 
cerning the distribution of available cars, by discriminat- 
ing wage rates fixed by the unions, and by the opposition 
of organized labor to the introduction and manning of 
labor-saving devices. 

The industry is suffering from the effects of govern- 
ment control. Don’t look for a solution of its problems 
by extending government interference. 

Study the subject, and if vou find my statement of 
facts and my conclusions right, then put vourself on 
guard and resist further government encroachment on 
industry. 


—tor 


Another Big Steel Merger 


Youngstown Sheet & Tube Co. Acquires Steel and Tube Co. of America 


One of the outstanding features in industrial news dur- 
ing January was the announcement that the Youngstown 
Sheet and Tube Co. had acquired the Steel and Tube 
Company of America. The merger makes the Youngs- 
town company the third largest steel producer in this 
country. The United States Steel Corporation and the 
sethlehem Steel Corporation are the only two outrank- 
ing the new consolidation. 

President J]. A. Campbell of the Youngstown Sheet & 
Tube Co., in making the announcement of the merger, 
stated that the attorney general of the United States and 
the federal trade commission have been advised of the 
agreement and that they have also been advised that full 
details of the terms of the merger will be submitted to 
them as soon as they are prepared. Meetings of the 
stockholders and directors of the two companies inter- 
ested will be held in the near future to ratify the agree- 
ment reached. 

The Steel and Tube company has assets of $114,409,- 
(00, according to its latest balance sheet. The company’s 
plants are scattered throughout the Chicago steel district, 
with properties at Indiana Harbor and South Chicago, 
-vanston, Ill., Zanesville, Ohio, Mayville, Wis., and Kal- 
amazoo, Mich. The company owns a majority of the 
stock of the Rogers-Brown Ore Co., operating mines in 
the Cuyuna range, and also owns extensive holdings on 
other ranges. Its total holdings include ore reserves ex- 
ceeding 40,000,000 tons, coal reserves in excess of 50,- 
000,000 tons, 228 by-product coke ovens, eight blast fur- 
naces, nine tube mills, Bessemer and open-hearth steel 
plants and blooming, bar and skelp mills. 

The’ appraisal value of the Youngstown Sheet & Tube 


Co. will now be about $250,000,000. The company will 
have an annual ingot capacity of 3,060,000 gross tons. It 
will be recalled that the Youngstown company in Decem- 
ber purchased the Brier Hill Steel Co. 


ANNOUNCE ARRIVAL OF JERRY 


Reeves Pulley Company Has Distributed its Latest Calendar in 
Highly Artistic Picture Series. 

Reeves Pulley Company, Columbus, Ind., has been 
distributing an artistic calendar, which features a baby 
picture. In calling the attention of recipients to the 
calendar, the company has made use of an unusually 
clever letter, containing an appeal worthy of study. 
The Reeves Pulley Company has annually for several 
vears distributed calendars which have featured highly 
artistic pictures, all of them studies of babyhood and 


motherhood. Here is what it says about its latest 
baby: 

“Terry is without doubt the greatest baby picture of the 
century. 


“You can study the cut of his hair, the twinkle of his eye, 
his fists and his mouth, by the hour. You can lie awake at 
night thinking about him and the next morning you will see 
something altogether new and more interesting than before. 
After a while you will get to thinking of Jerry, not as a pic- 
ture, but as a real baby and your arms will instinctively reach 
for him. You will want to give him a little love pinch. 

“He is, we confidently believe, the most artistic and satis- 
fying calendar we have ever sent you. We can make no 
promises that we shall ever equal Jerry. Perhaps he may 
discourage us in making an attempt. 

“We want you to enjoy Jerry with us and at the same 
time are wishing that all good things will come your way in 
1923.” 
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The shaft | revolves ona 
film of oil 





An infallible natural law plus Dodge design and quality 
construction logically identifies the capillary bearing as a 
sales builder and profit producer for the dealer, who selects 
his stock with utmost care and with a discriminating eye 
for highest values in materials, workmanship and proved 
performance. 


There is no speed known to commercial practice too 
fast for the Dodge capillary bearing. It is essentially 
adapted for high speed service 


Nature’s unfailing law of capillary attraction provides 
and maintains a positive uniform and unbroken film of 
oil between revolving shaft and bearing lining, thus pre- 
venting bare contact between metals at any time. When 
once filled with oil this bearing will perform satisfactorily 
for months without further attention. It will give a life 
time of efficient service and is so guaranteed. 


Write for full information. 


Dodge Manufacturing Corporation 


General Office: Mishawaka, Ind. Works: Mishawaka, Ind. and Oneida, N. Y. 






Everything for the 
Mechanical Transmission 


of Power Dodge Manufacturing Co. of Canada. Ltd., Toronto and Montreal 


——— 














When writing to Advertisers please mention Mitt Suppiies 


} 


BLL QUPPLEES 











Solving Mill Supply House Collection Problem 


Some Unusual and Very Effective Methods Employed by Dealers 
to Secure Payment of Delinquent Accounts Without Offending 


HARRY 


For several years | was in a position where | grew 
rather intimate with most of the problems of the mill 
supply dealer. In particular, | was able to get some 
very clear glimpses of the latter’s collection problems. 
In my small way | helped solve some of these problems 

| was only a cog in a big machine whose sole aim 
was to make the way easier for the dealer in sales and 
collections. We worked on the very sane and_ sen- 
sible assumption that a sale wasn’t completed until the 
dealer got his money for the goods. Our attitude was 
entirely connected in an executive 
way with one of the biggest manufacturers of power 
transmission machinery in the United States. 

We verified the ancient hunch that the American 
business man is the best salesman in the world and 
the poorest collector. Here and there however, among 
our hundreds of dealers we found outstanding excep- 
tions to this rule—some of our dealers, we found, were 
not only prime salesmen, but mighty good collectors. 
We went to these dealers and frankly asked them how 
they did it. Out of the mass of information which we 
collected | am going to select a dozen or more collec 
tion plans which were especially effective, and which 
can be used by any mill supply dealer with profit. 

I smile every time I think of the unusual but very 
effective collection plan used by a dealer in Erie, 
Pennsylvania. I happened to be in his office around 
the fifteenth of the month, and I asked him how he 
managed to keep his collections so well in hand. 

“You're here at the right time.” he smiled, “I'll give 
you a practical demonstration of how I do it.” 

He showed me a list on his desk of all the delin- 
quents on his books, together with the amounts they 
owed him. “All of these delinquents were billed on 
the first of the month,” he explained. “They are 
good customers although most of them are small 
accounts and | cannot afford to offend them.” 

He lifted his desk phone and called a number. 
Blank ? 


selfish, as I was 


“Mr. 
This is Mr. Grover of Grover & Company 

I wonder if it would inconvenience you to 
a check for $32.437 We've got some bills to 
meet today, and we are a little short of cash and I 
thought vou wouldn't mind helping us out. 1 will 
send a boy right over for it.” 

He had hired a half dozen messenger boys for the 
morning, and within a few minutes after the call a 
boy would call and get the check. I watched that 
effective and clever plan bring in 92% of his local 
accounts that morning. I consider any plan that will 
bring in that percentage in one morning to be un- 
usually effective. This dealer uses this plan month 
after month, with results which average about the 
same. The effectiveness of the plan hinges, as I see 
it, on the fact that it is a straightforward appeal 
couched in direct man-to-man language that leaves 
no alternative to the debtor but that of saying that he 
does not have the money. Any debtor hates to admit 
that! The facet that the check will be called for within 
a few minutes makes the call all the more imperative. 

The commonest method of collecting money, we 
found, is by mail. We found every known type of 
collection letter being used by our 


speaking. 
g1ve us 


dealers. Some 


BOTSFORD 


were downright insulting to the debtor—they had the 
virture of collecting the account, but the vice of arous- 
ing the indignation of the debtor to such a point that 
he would never be a customer again. We found that 
too few dealers realized the vital truth that a debtor 
was simply a customer who had not paid. Simply 
because a man or a firm does not meet bills on a 
specified date is no sign that there has been a wilful 
attempt to dodge payment or that the honesty of the 
debtor is to be questioned. Every man— especially 
customers of a mill supply house—is inherently honest. 
\VWhen they make the purchase they mean to pay— 
often the matter would be straightened out if the 
debtor would only be frank with the creditor, but it 
is a human failing to dislike to admit inability to pay. 
The writing of a collection letter that will really col- 
lect without offense is an art of the highest order. 

The collection letter starts out under a handicap 
unless the writer uses a lot of tact. 
money but you do not want to 
Hlow are you going to do it? 


You want your 
lose the customer. 
Are you going to beg 
and plead tearfully for what is due you, or are you go- 
ing to the other extreme and assume a tone of lofty vir- 
tue, talk patronizingly and then bluster and threaten ? 
In any of these cases you will fail if you adopt one 
of these methods, for you will probably strip the 
cloak of self-respect from the debtor and cause him 
to detest you; or you will arouse his resentment and 
fighting spirit and lose his good will forever and three 
days after. 

The collection letter that gets the money must be 
frank, terse and friendly. Most accounts are lost 
because the debtor feels sheltered by the mass 
because your letter is only one of many—all as alike 
as nail files!) Make vour letter get close to your man. 
In your letter “talk it over” with him personally. 
Make the debtor feel your presence. Make his debt 
a matter between neighbors. Let him know you are 
keeping a shrewd but friendly eye on him. Let your 
letter show him precisely and undemiaply why it is an 
advantage to him to pay you in particular. Write 2s 
nearly as you can the kind of a letter he might send 
you under similar circumstances. 

Here is an example of what I mean. It is a letter 
used by a Southern dealer relating to an account past 
due for several months. 

Dear Mr. Debtor: 

Yesterday our treasurer called me into his office and said: 

Mr. Man, | see that John Debtor of Burgville has not yet 
settled his account. In fact he hasn’t made a payment on it tor 
three months though I’ve written him several times. I do not 
wish to bring suit, for they’ve had pretty hard times in that 
section during the past two years. 

“Now, however, conditions are better there. J] wish you 
would write Mr. Debtor and ask him to clean up this account. 
We have been more than fair with him and I think that you 
will find that he will want to be equally fair with us.” 

| thought I could do no better than to tell you just what our 
treasurer said to me. We have waited a long time, you know 
So 1 am going to ask you to write and let me know just what 
you can do for us. 

On the face of it, this letter looks just like an ordi 
nary letter and not strikingly original either. Read 
it again and again and see if it does not have something 
Which makes it stand out from the mass. It is not a 
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JONES DUPLEX RING OILING 
RIGID PILLOW BLOCK JONES STANDARD FLANGE COUPLING 


The QUALITY Line 


Leading dealers in mill and factory supplies realize 
the importance of handling a transmission line of 
unquestionable merit. Our dealers are granted 
exclusive sales rights and real selling co-operation. 


Catalog 20-A Shows Our Stock Line 
Ask for It 
3-182 
W. A. Jones Foundry & Machine Company 
Vain Office and Works: 
4411 West Roosevelt Road, CHICAGO 


BRANCH SALES AND ENGINEERING OFFICES: 


26 Murray St. Union Arcade 2482 University Ave. 
New York, N.Y. _ Pittsburgh, Pa. St. Paul, Minn. 


184 Main St. Ist Wis. Nat'l Bank Bldg. 
Buffalo, N. Y. Milwaukee, Wis. 


Cast-Iron Pulleys + Friction Clutches + Shaft Hangers - Boxes - Couplings 
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faney letter—-no frills or big words. Just a real good 
letter! In passing | might say that this letter got 
results which were very satisfactory in every respect. 
In another field there is a record of such a letter being 
sent to six hundred delinquent accounts, and bringing 
in two hundred and sixty-two checks. When you con- 
sider that these accounts had been dunned in_ the 
usual way time and time again you will see that this 
letter is crammed with virtue. 

Our Detroit dealer used to sell hundreds of thou- 
sands of dollars worth of our line each vear besides 
the other lines which he handled. This agency is one 
of the biggest in volume of sales in the United States. 
Their treasurer once said to me: “Botsford, the most 
annoving accounts on our books are the little accounts. 
We have a multitude of them—just little bills that 
probably will average around $5 or $6. In the aggre- 
vate they amount to a large sum, but treated indi- 
vidually they do not permit of any collection expense. 
How are we going to cash in on these items 2” 

\ month later | stumbled on the very collection 
letter for this dealer. It was a letter used by a small 
dealer in Ohio. Tle had been using it for years, so he 
stated, and an examination of his books convinced me 
that it certainly cleaned up the small accounts. I sent 
it to my friend in Detroit, and told him that I suggested 
a try-out on this letter, When I came back to my 
desk at the end of the month IT found a box of cigars 
there with the compliments of the gentleman in 
Detroit. His letter said in part as follows: “Your 
letter is a pippin—it brought in 87% of those little 
accounts.” Tere is the letter: 


Dear Mr. Debtor: 
We enclose a memorandum of your account, which has been 
past due for some time, Probably the fact that the account is 


so small has made you overlook it. .\s these accounts are incurred 
: 


for the benefit of our customers, and do not permit of expense 
in the way of collecting, | am writing to you personally. Please 
make out your check for this sum and send it to us immediately. 

Don't bother about writing, as | understand how these over- 
sights occur, Just pin your check to this letter and mail it to me 
in the enclosed stamped envelope. Thank you. 

\nother simple little letter which secured the money. 
You will note that it keeps the “You and 1” attitude 
throughout, which prods the debtor into payment 
without resentment. Fair play talk opens the letter 
and continues to the last line. Payment is made easy 
by the third paragraph, which saves the debtor the 
bother or humiliation of writing and the mechanical 
obstacles are removed by supplying the stamped and 
addressed envelope. It is casy to understand why this 
letter pulls! 
about 
face of one or 
idea of his 


the debtor 
two letters? 
situation or his 


llow who remains silent in the 
You haven't the slightest 
frame of mind—and you 
would give a great deal to get some expression from 
him. How are vou going to deal with him? Here is 
a letter which may help vou out in a case like this 
a mill supply dealer in Kentucky used it to excellent 
advantage in a number of cases: 
Dear Mr. Debtor: 

| know it’s the usual thing when no answer is received to a 
collection letter, to pretend that the matter was overlooked by 
the other party. 


But | am going to be frank enough to admit that | believe the 
reason vou didn’t answer my last letter with a check was because 


you perhaps didn’t have the money right then, Am I right? 
You see, I'm taking it for granted that vou feel just as we 
would feel if conditions were reversed. So, I'm just appealing 


to your sense of fairness. 
Don’t you think it would be only fair to let us have what is 
due us, after we have waited so long? 
Think it over, Mr. Debtor, and if vou cannot possibly 
us a check today, let us know when we may look for one. 


send 


This 





little courtesy won't take much of your time and we will certainly 
appreciate it. With every good wish, we remain, 
Yours very truly, 

This letter, so I was told, brings in on the average 
of 360% results. This return may seem very low but 
stop and consider, please, that this letter was sent to 
those delinquents to whom many other letters had 


been sent and who had maintained an_ obstinate 
silence. Every mill supply ‘dealer has some few 
accounts on his books of this nature. Aside from 


proving a distinct annoyance these accounts represent 
a considerable investment—they represent money due 
you—-and they are worth going after. 

There may come a time in the life of an account 
when it behooves the dealer to talk “turkey” to the 
debtor and put the matter of the debt up to him in 
no uncertain language. Here is a letter which accom- 
plishes this and it is the very best of all examples 
which ever came to my desk. 

Dear Mr. Debtor: 

lf a customer owed you $ and for two years had paid 
nothing on it, how would you feel? 

But now suppose you had known that customer was up against 
hard conditions all of that time, so you had put yourself in his 
place and decided not to appeal to the law to collect your money. 

Then, when things picked up with the customer, suppose you 
wrote to him as man to man asking him to treat you as fairly as 
you had treated him. Wouldn't you feel certain that, as a busi- 
ness man and a gentleman, he would respond? Wouldn't you? 

There are laws that regulate business, Mr. Debtor, but the 
biggest thing that keeps business clean and above-board is the 
fact that most men helieve in the square deal. Business would 
vo to smash if we couldn't depend upon the sacredness of a 
commercial agreement. 


That is all we ask from you, Mr. Debtor,—a square deal. You 
believe in that just as we do, don't you? Then let’s settle this 
thing as between friends and gentlemen. A check from you 
by return mail would confirm our belief that you do believe 
in the square deal. 

This letter is a straightforward appeal to a man. It ts 


bound to get under the skin of a man who is not a con- 
firmed or chronic scoundrel. There is nothing of bluff, 
or threat or unpleasantness about it, unless the debtor 
admits that he is willingly attempting to evade the pay- 
ment of an honest debt. It is a splendid example of a 
collection letter that calls a spade a spade and vet gives 
the debtor an opportunity of justifying himself as a busi- 
ness man and a gentleman by sending a check. 

Something like ten thousand collection agencies exist 
and profit exceedingly by reason of the fact that the 
American business man is a poor collector. If the aver- 
age business man—and this strikes you, Mr. Mill Supply 
Dealer—would only give his collections the same measure 
of effort in the business of collecting that he does in 
selling, collection agencies would not profit so much on 
their charges of 25 per cent or more on what they col- 
lect. Their methods of collection are by letter, and the 
same means are at your command. The difference is 
this: You can collect your own bills and do it in such 
a manner as to retain the friendship and respect of the 
delinquent; the collection agency will get your money 
but they do not—as a rule—give a whoop about retain- 
ing the good will of your customer. They live on per- 
centages and not on your customers! 


—+or 


Re-elected All Old Officers 
G. W. Giannini, Inc., 437 West 42nd street, New York 
City, jobber of mill, engineers’, electrical and allied sup- 
plies, ‘held its annual meeting in January and re-elected 
all of its old officers as follows: President and treasurer, 
G. W. Giannini; vice-president, Albert W. Venino; secre 
tary, Pierre W. Giannini. 
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Gandy Belt superiority is the result of Gandy manufacturing methods— 
materials and workmanship of the best, and the special Gandy weaving and 
stitching processes. 

Ordinary canvas belting doesn’t possess the qualities of Gandy. It can't 
give the service a Gandy Belt gives. 

For long wear and satisfactory operation, Gandy, the original stitched 
cotton duck belt, leads. 


Full particulars of dealer contracts sent upon request to established 
dealers. 


“It's the Belt with the Green Edge” 





GANDY BELTING COMPANY 


MAIN OFFICE AND FACTORY: 757 WEST PRATT ST., BALTIMORE, MD. 


New York: 36 Warren Street Chicago: 552 West Adams Street. 
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Have you ever considered what your customers, the 
buvers you call on, would say to the sales manager about 
you if he should happen to make a trip around your ter- 
ritory sometime in your wake? 


Could those buyers tell the sales manager anything 
vou have said or done, that might cause him to lose 
faith in you and in your loyalty to the house’ Would 
they be likely to tell him of things vou have said and done 
that reflect discredit upon you? 

Perhaps it is not unfair to say that there are a few 
salesmen who are given to laying the blame on the house 
for everything that goes wrong. If shipments are slow 
coming through, instead of discussing the difficulties of 
the transportation situation, the salesman may blame the 
shipping department. If there are mistakes in filling 
orders, somebody in the house gets blamed, even though 
the salesman has an inkling that he may have copied his 
order wrong. If the bill comes through with different 
terms from those he promised in making the sale, again 
the house gets the blame when the salesman is at fault 
for promising terms he knew could not be given. 

One trouble with habitually passing the blame along 
to the house is that the customer really buys from the 
house. You are simply the representative of the house 
back of you, and if you persist in finding that house 
suilty of all the things the buyers complain about, they 
are going to decide to buy no more from that source. 
Your personal ability and popularity may hold trade for 
a time, but in the end you will lose it if buyers come to 
think that your concern is shiftless, careless and_ irre- 
sponsible. 

lor the sake of the continuance of orders, it is best 
to foster the belief that your house is all right. Accept 
the responsibility for some mistakes yourself and show 
that you are not going to repeat those mistakes. You are 
on the ground before the buyer, and you can convince 
him that the mistake vou made last trip will not be re 
peated this trip. If you lay that mistake to the house 
back home, you will have difficulty in creating the same 
belief in your ability to prevent a repetition of the error. 

It is not to your own credit to be the representative 
of a house that is always making mistakes. You might 
hetter accept some blame for mistakes, assuming the 
responsibility. vourself, than to get the reputation of 
traveling for an irresponsible concern. 


Your own repu- 
tation is not going 


to be much better than that of the 
concern behind you, no matter how good a salesman you 
may be individually. 

Mere loyalty is a valuable characteristic. Buyers 
doubt the sincerity of any salesman who is disloyal to 
the hand that feeds him. There is an inevitable reaction 
against disloyalty on the part of anyone. You cannot 
hold the and the trade of customers who see 
vou disloyal to the house, and if the blame vou attach to 


respect 





Being Prepared for a Check-Up 


uccessfdl Salesmanship 


By Frank Farrington 
All Rights Reserved 


the house is justified, then vou certainly cannot expect to 
hold trade for such a concern. 

It is always pretty easy to pass the buck. The house 
is an abstract sort of entity a long ways off. Why not 
make it as easy as possible for one’s self right on the 
spot by shoving the blame along to somebody that is 
too far away to object? 

You would be greatly embarrassed to discover that the 
salesmanager had been over your territory and that 
customers had repeated to him all the things you had 
said about the management of the house—if you had 
been allowing your tongue to run away with your judg- 
ment in that particular. 

I have heard salesmen complain that certain members 
of the concern they represented were old fogies, that 
they would not listen to the recommendations of the 
selling force, but persisted in doing business all wrong. 
This is because the house does not see fit to accord to its 
salesmen the privileges for which they ask. When out 
on the road it is easy to forget a lot of the things that 
have to be considered in the management of a big busi- 
ness. Things the salesman thinks could be done easily 
enough cannot be done at all without sacrificing profit 
or otherwise hampering success. 

Unfortunately the buyer is not always in a position to 
know that the salesman who says these things is just 
talking for the sake of developing personal prestige at 
the expense of the reputation of the house. Prejudices 
are created against certain of the house personnel or 
against certain of its policies and practices. 

Such salesmen, if they remain long with their present 
job are sure to find that they have been throwing a 
hoomerang when criticizing their own concern. They 
have been undermining the confidence they have pains- 
takingly built up. They are making it easier for com 
petitors to come along and get orders by claiming to give 
better service. 

The salesmanager following in the trail of some sales 
men would not recognize them as he has known them, 
if he depended upon the reports ot what they have said 
here and there. 

Sometimes it is only a temporary grouch against the 
house that causes a salesman to go out and say things 
he ought not to say. Sometimes it is only a physical 
indisposition that makes him feel disgruntled with every 
body. The influence of what he says, however, is the 
same whatever the reason for his saving it. 
does not differentiate. 

I think there is sometimes an idea in the salesman’s 
mind, as he sides with a complaining buyer in the dis 
cussion of some mistake that has caused trouble with 
the goods, or trouble in getting them, that he is strength- 
ening his position with that buyer, making it more likely 
that the buver will regard him as personally friendly, 


The listener 
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BENCH DRILL STAND 
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and perhaps stick by him if he finds it desirable to change 
to another house. The salesman wants to develop a 
personal following. — It is not good business to seek to 
develop a personal following at the expense of the house 
vou represent. The thoughtful buyer realizes that the 
supplies he buys are made by the house behind the sales 
man, and that the salesman is only carrying out the 
policies of that house, and can offer only such advan- 
tages as the house permits. The careful buyer, while 
ready to take advantage of opportunity, buys from the 
house rather than from the individual representative. 
He thinks twice before he allows a changing salesman 
to transfer his business, knowing as he does that the 
salesman is prejudiced in his judgment as to the re 
spective merits of past and present employers. 

So much for what buyers you have called on could say 
to the salesmanager about your conversation with them 
relative to difficulties. What about the buyers you have 
not called on? 

When a purchaser of mill supplies writes into the 
house for information or prices, or when such a buyer 
calls at the factory or city office, or when the sales 
manager calls on him in the field and finds that, though 
located in your territory, he has never seen you; what 
then: I believe IT would almost rather have the sales- 
manager find me criticizing the house before a customer 
than he should tind me failing to call on all the good 
prospects in my territory. 

It isn't an agreeable thought that one is being checked 
up from the office, either as to what one says or as to 
where one calls. Most salesmen need no checking up. 
But the exceptional ones who do need it cannot be neg 
lected, and in order to pick them from the rank and file 
the good men have to be checked over too. This matter 
of being watched ought to be regarded philosophically 
with the certainty that if vou are all right, watching not 
only will do you no harm, but will show the house how 
good vou are and give them a chance to see how well 
vou stand with vour customers. 

The man who is afraid of being checked up is apt to 
be aman who knows that the checking will show him at 
a disadvantage. The man who has done his utmost, 
even though he has not always succeeded, is not worried 
about what the salesmanager will find out by going over 
his territory after him, or by talking with buyers who 
come into the house. 

In connection with the matter of being checked up and 
found negligent in calling on certain prospects, possibly 
those in smaller towns, or in places not easily accessible, 
it is worth while for the salesman to bear in mind that 
failure to comb his territory closely enough might result 
in his having part of it taken away from him, in order 
that he might be able (or compelled) to give closer atten 
tion to what he has. 

I have known salesmanagers to cut down a man’s ter 
ritory for no other reason than that he was not seeing 
all the prospects, perhaps owing to a reluctance to make 
the small towns, perhaps owing to a belief that he could 
make the most money and the best showing by concen 
trating on the big fellows. 

It is a pretty wise thing for an ambitious salesman to 
meet the salesmanager half way by asking about other 
prospects than those he is calling upon. The salesman 
who asks the salesmanager to give him a list of any pros 
pects known or conjectured in his territory in order that 
he may not miss anyone, does a good stroke for himself 
and puts himself in a position to dig up some business 
previously unsuspected. 

There are salesmen who seem to regard the sales 





manager a good deal as a schoolboy regards the teacher, 
as someone to be outwitted if possible. Salesmanagers 
can be fooled, for a time at least, but certainly not with 
any advantage, for the interests of salesmanager and 
salesman are identical and are based on the most pos 
sible business from the salesman’s territory. 

The chances are that no one is going to cover your 
territory behind you to ask buyers about you, and about 
your methods and how you are liked. It is only now and 
then that a check-up of that sort takes place. But you 
will do well as a salesman if you conduct yourself and 
exert yourself just as if you fully expected something 
of that sort to happen to you in the near future. 


—~—tor 


SALES CONVENTION SUCCESS 


Central Supply Company Introduced Novel Plan at 


Gathering of Its Sales Representatives. 


Annual 


A novel plan of assigning a special subject to each 
one of its sales representatives and having him deliver 
a talk on it was tried out by the Central Supply Com- 
pany, Minneapolis, during the week of January 8 to 13, 
when the company held its annual sales convention at its 
main ofhce. The talks proved very interesting and in- 
structive, and were enjoyed immensely. According to 
reports, the salesmen pronounced the convention the 
best they had ever attended. Executives of the com- 
pany and several manufacturers also delivered 
talks to the men. 

Following the sales talks, the men were taken on a 
close inspection tour of the plant and given an oppor- 
tunity to see the large stock of merchandise and the fa- 
cilities for handling it. They were also permitted to wit- 
ness the manufacturing processes employed in the large 
and well equipped pipe fabricating plant. At the close 
of the convention the company tendered the sales staff 
and department heads a banquet at the Minneapolis Ath- 
letic Club. The Central Supply Company is a large job- 
ber of mill supplies, as well as a manufacturer and jobber 
of plumbing and heating supplies. 


sales 


The following is a list of our men and the subjects 
which were assigned to them: <A. J. Huch, sales man- 
ager, presided over the convention, Mr. Madden spoke on 
steel and genuine wrought iron pipe, Mr. Bever on pipe 
bending and cutting, Mr. Mulcahy on closet seats carried 
in stock, Mr. Rose on vitreous china, porcelain, and 
enamelware, Mr. Mueller on Mueller pressure systems. 
Mr. Lies on water closets, Mr. Andresen on Teck flush 
valves, Mr. Reichow on plumbers’ brass, Mr. Walsh on 
water supply systems, Mr. Blethen on “Why you should 
sell more bathroom specialties,” Mr. Lukkason on Amer- 
ican radiators and boilers, Arcolas, Mr. George Frey on 
brass and iron valves, Mr. Raymond on pipe covering, 
Mr. Bergerson on range boilers, Mr. Helstrom on “Items 
to sell and margin of profits obtainable,” Mr. Halstead 
on plumbers’ specialties, Mr. W. K. Ambrose on pipe fab- 
ricating, and Mr. J. P. Frey on advertising. 

The Johns-Manville Company had a lecture and mo- 
tion picture of the mining of asbestos and manufacture of 
asbestos products. Mr. Gaylord of Hoffman Specialty 
Company gave a talk on their whole line. V. Mahler, 
vice-president of Empire Brass Company, spoke on his 
line of brass goods, and Mr. F. Odell of H. Mueller Mfg. 
Company on Mueller pressure systems. 

At the banquet addresses were made by P. J. Frey, the 
president of the company; A. C. Ekman, vice-president ; 
Geo. A. Mitchel, secretary; A. J. Huch, general sales 
manager; A. D. Barton, office manager; and Rey. Roy 
lL. Smith, noted lecturer, who chose as his subject “At 
the Foot of the Rainbow.” 
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You Can Quicken Your Plating 
and Have a Better Finish 


You can produce a mat finish or satin effect—you 
can heavily frost or place a design or lettering on 
your goods with 


LEIMAN BROS. 


PATENTED 


SAND BLAST 


whether you work in metals, wood, celluloid, hard 
rubber, glass or other materials— 


Clean castings of every kind instead of acid pickling— 
remove scale from metal—remove corrosion or rust 
from laboratory utensils—hundreds of uses will sug- 
gest themselves. Continuous feed of sand—a pailful 
lasts for many days. Can't get out of order, and no 
experience whatever needed to operate it. 


You simply hold each article under the nozzle 
and the sand flows like water out of a faucet 
always under instant control by foot pressure 
—we have an outfit for every class of work— 
chandelier, electric fittings, carburetors, bottles, 
silverware, jewelry, hardware, toilet articles, 
powder boxes. 








The Simplicity of Leiman Bros. Blowers and Vacuum Pumps 
here shown. The wings slide in and out. No springs. 
They scoop up the air and none escapes. Nothing to get out 


of order—few parts 


Air Pressure and Vacuum 


for feeding paper in printing presses, folders, rulers, 
wrappers, banders, labellers, bottle fillers, liquid agi- 
tators, testers, oil burners, gas burners, vacuum clean- 
ers, blowing dust from machinery, blowing chips and 
stampings from presses, sand blasting. 


LEIMAN BROS. 


Pressure AIR PUMPS Vacuum 


PATENTED 








ROTARY POSITIVE 


NOISELESS 


They take up their own wear and can't get out of 
order. Made in 9 sizes. They are very easy running 
and such good and reliable performers that they are 
now used by the world’s principal industrial corpora- 
tions, factories in every line, and all the leading manu- 
facturers of automatic machinery—the vacuum or 
pressure does the work unerringly. 


LEIMAN BROS., 81-03 Walker St.. NEW YORK 


MAKERS OF GOOD MACHINERY FOR 35 YEARS 
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Rights of Manufacturers Under New Tariff Law 


Protection of Interests of Producers Afforded in Permitting 
Them to Intervene and Protest Any Rate Levied by Appraiser 


JUDGE MARION DE VRIES* 


Associate and Presiding Judge, United States Court of Customs Appeals, 1910-1922. 


I-very manufacturer and producer should realize the 
new and highly important rights secured him by the 
Fordney- McCumber tariff law and be prompt to avail of 
them. The protection of his interest and that of his 
emploves so demands. 

The long struggle of American manufacturers and pro- 
ducers for equal rights with importers in matters of tar- 
iff construction before the departments of the govern- 
ment and the courts has, by that act for the first time, 
been rewarded by the therein provided methods of asser- 
tion of these rights. By what means of logic they had 
heretofore been denied is difficult of understanding. 

While American manufacturers had for years con- 
tended in the courts and before Congress for the exer- 
cise of the right of contesting rates of duty and construc- 
tions of the tariff law, it has never before in its fullness 
or in any adequate measure, been granted. Many years 
since an American manufacturer, after several unsuc- 
cessful attempts, was finally upheld by the United States 
Court of Customs Appeals in protesting in favor of a 
higher duty than that levied by a collector of customs. 
The Underwood Tariff Act, however, soon thereafter by 
express legislation denied this right to American pro- 
ducers. 

Karly in the hearings upon the present act, in January 
and February, 1921, the subject was clearly elucidated 
and forcibly presented to the ways and means committee 
of the House of Representatives by A. Cressy Morrison 
of New York. Unto his advocacy and persistent effort 
we are much indebted for the enacted law. His clear 
epitome of the situation in his testimony before that 
committee may well be quoted as a concise analysis of the 
rights contended for and by the law now provided. He 
stated : 

\ protective tariff involves three parties, though perhaps a 
revenue tariff may involve but two. In the case of a revenue 
tariff the two parties are the importer and the United States. In 
the case of a protective tariff the three parties are the United 
States, the importer, and the industry affected. 

| have gone through the report of the United States Tariff 
Commission on the revision of the administrative features of 
the tariff laws. [| am not an expert and could not qualify on 
that at all; and am therefore passing no opinion as to the char 
acter of this proposed modification, except to say that a careful 
xamination of this revision discloses the fact that it is built 
ipon the assumption of a revenue tariff; that is, a two-party 
tariff, involving only the Government and the importer. 

So far as I can there is nothing in this report of the 
tariff commission which gives the domestic industry, even by 
inference, any contact with the customhouse, any rights or any 
pportunity to aid the Government in the collection of 
or to protect itself. 


occ, 


revenues 


| feel that such rights should he accorded, especially in the case 
a protective tariff. 
| wish to make the point now that some consideration under 
a protective tariff, should be given to the American industries. 
' urge you in simple justice to give the same rights of 
information, protest and appeal to the American producer that 
are now accorded to the importer and the agent of the foreign 
nanufacturer, 


opt 


As pointed out by Mr. Morrison, this tariff act directly 
and vitally affects the immediate interest of three parties, 


the Government, the manufacturer, and the importer. 


Heretofore, manufacturers were, after presenting their 


“Article prepared for bulletin of National Association of Manufacturers 


needs at Washington, denied any effectual participation 
in the construction of tariff acts. Thereafter, while the 
importing interests were empowered by law to protect 
against any appraised value, or any rate of duty, or any 
construction of that law, as applied to any imported mer- 
chandise, before the Board of General Appraisers and 
the courts, manufacturers were not so empowered. In- 
deed even indirect intervention was denied them. In con- 
sequence, assaults to tear down the secured protection to 
manufacturers were immediately inaugurated by the im- 
porting interests, without any legal right provided the 
manufacturers and producers to resist, intervene, oppose 
importer’s claims, or to assert a similar right. These con- 
stant assaults upon previous tariff acts by importers nec- 
essarily resulted, in many cases, in a destruction of in- 
tended protection. Some idea of these activities will be 
had by the fact that since the Board of General Ap- 
praisers was created, June 1, 1890, 1,192,707 protests were 
filed against collector’s assessments on classification. 
Many protests so filed never reached the board in due 
course of administration, being held by collectors for re- 
view, or awaiting decision of similar protests by the 
board. That such was their moral as well as legal right 
is not denied. On the contrary it is asserted and justi- 
fied, for every interested party should have his day in 
court as to any law affecting his interests. That is sim- 
ple American justice. But while rightly accorded one 
party in interest it should not have been denied another 
party in interest. 

While the government was represented from the reve- 
nue standpoint, the legal theory of that representation 
was rightly one of neutrality in so far as the conflicting 
interests of importers and producers were concerned. 
But the protective features of the act had no legally au- 
thorized champion. Nor was it just that the burdens of 
conflicting interests of either importer or manufacturer 
should be borne or asserted by the government. 

This one-sided bombardment during the life of a tariff 
act necessarily resulted in greatly breaking down of its 
protective features. 

It must be borne in mind that the government counsel 
in charge of its customs legislation has not now and never 
has had the right of protest. The functions of such gov 
ernment counsel now and ever have been to defend suits 
brought by importers. It never was and is not now its 
duty or legal right to study the act and insist in court 
upon higher rates of duty being levied. They can and 
could only defend a rate or construction assailed by an 
importer. While the importers of legal and moral right 
studied the act, word for word, selected the provisions 
they deemed most favorable, protested and asserted their 
views before collectors and in the courts, neither govern 
ment counsel nor the American manufacturers had that 
right. That right, however, is by the current act granted, 
as well as the right to oppose importers’ claims, and, 
without doubt, if vigilantly exercised by manufacturers, 
sustaining Congressional intent, will result to their tre- 
mendous advantage. 

This act expressly accords the right to all manufac- 
turers and producers to intervene and protest any rate 
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‘HE extraordinary service rendered by Indestructible Conveyor Belt- 
ing in handling heavy, abrasive materials, is the result of wear-defy- 
ing construction that comes through the test with lowest tonnage cost. 


It is primarily a heavy duty belt, designed for your toughest conveying 
job. The fact that so many Indestructible Belts are employed in this kind 
of work is the best proof of their superiority. 
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levied or construction had by a coliector or value as- 
sessed by an appraiser. For the first time in history, in 
this particular, American manufacturers and producers 
are put upon the same legal footing with importers and 
can intervene in upholding in its integrity the enacted 
law. 

Hundreds of thousands of protests have been filed by 
importers against every tariff act of recent years. A 
great percentage of these have been sustained by the de- 
partments or courts. For several decades the court rec- 
ords show on final decision between forty and fifty per 
cent of importers’ claims to have been sustained. It 
stands to reason that if this vast number of errors were 
made against importers, a multitude were likewise 
made against the manufacturing interests which, with the 
present right of intervention and protests, could have 
been asserted in the customs tribunal and courts and cor- 
rected by the interested manufacturers. And _ without 
doubt, many contentions of importers could have been, 
with more diligent scrutiny of customs administration and 
the added opposition afforded by this act, defeated. 

It therefore vitally behooves every manufacturer, as 
an individual or by joining with those of like and simi- 
larly interested industries, to be vigilant of, assert and 
defend before the customs officials, tribunals, and courts 
the protection accorded them by the existing law. 

Further relief is afforded manufacturers and producers 
by the elastic or flexible, the dumping, and the counter- 
vailing provisions, sections 315, 316 and 317, of the cur- 
rent act. 

In fact, assembled in these provisions are all the powers 
of Congress to secure this protection for the interests of 
American manufacturers, through the remedies therein 
provided and the functions delegated the United States 
Tariff Commission and the President. These provisions 
are open to be availed of at any moment when a rate of 
duty is found insufficient to protect any particular or 
class of industries, or there is discovered an unfair trans- 
action affecting any particular trade or business. Full 


procedure is now provided by rules of the Tariff Com- 
mission at Washington for manufacturers or producers 
to have raised under certain conditions the rates appli- 
cable and to have changed an unfair, unequal or unjust 
classification. Or, wherever foreign duties, discrimina- 
tions or regulations close to the American manufacturers 
or producers the markets of any competing country, com- 
plete procedure is now provided whereby on application 
of American producers such may be relieved. 

By this act complete guaranty is given our manutac- 
turers and producers of the intended and the just pro- 
tection afforded by the act, and fair treatment by foreign 
trade competitors and by foreign governments. 

American manufacturers and producers should awaken 
to these new and tremendous possibilities thus secured 
them, and avail themselves of these accorded rights. They 
should be swift to know how the act is being adminis- 
tered as to their competitors, what of foreign legislation 
and administration unjustly inures against them, and 
what in detail of the provisions of our laws will most 
conserve their interests and, when so known, appropri- 
ately enforce them. By a close study of the terms of all 
previous tariff acts importers have spelled success. At 
least, they have discovered, asserted and received their 
just rights under the law. Manufacturers now for the 
first time have the same legal rights and should do like- 
wise insisting upon and enforcing before the appropriate 
tribunals the recorded purposes of Congress to protect 
and upbuild American industries and each and every of 
them. For this tariff act is an American measure, cal- 
culated to foster American industries, feed American 
mouths and employ American labor; and should, there- 
fore, be defended and upheld as to every American in- 
dustry and class of industries to the fullest extent ac- 
corded by the act. That is the accorded right. The in- 
terest and the patriotic duty of every American producer 
demands it be exercised in their own and the behalf of 
the millions of American workmen employed by and de- 
pendent upon them. 
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Jobbers Report Lower Costs 


Expense of Doing Business in 1922 Nearly Five Per Cent Less Than m 1921 


The cost of doing business during the year 1922 was 
appreciably lower than during the preceding year. 
This is evidenced by a study of replies received to 
questionnaire sent out by the National Supply and 
Machinery Dealers’ Association. The figures were 
based on the records of mill supply houses for the 
first nine months of the year. While replies were re- 
ceived from a comparatively small number of distribu- 
tors, the fact that practically every jobbing house that 
replied reported reductions makes the results indica- 
tive of general conditions of the mill supply business. 

There was also a reduction in the percentage of cost 
of both city and country salesmen for 1922 as com- 
pared with the previous year, the average reduction 
being about 1.3 per cent. The figures submitted in an- 
swer to this question are somewhat confusing in view 
of the fact that some houses considered both city and 
country salesmen under the same heading, and also 
because of the fact that some of the salesmen were on 
specialty work. 

Seventeen houses reported on the question of per- 
centage of cost of doing business for the year 1922 up 


to October 1. The average cost of doing business, 


based on these 17 reports was 19.81 per cent. The 
average cost for the same 17 houses for the corre- 
sponding period of 1921 was 24.5 per cent. These 
figures show that there was a reduction of cost of 4.7 
per cent in favor of 1922. 

The individual percentages submitted by the houses 
reporting are as follows: 1922—21.88, 20.46, 16.2, 16.8. 
14.15, 17, 21.8, 26.25, 23.8, 20.30, 23.00, 19, 18.27, 20.6, 
22, 17.3 and 18. 

Compared with these are the following percentages 
of costs for 1923: 21.91, 29, 30.6, 22, 16.52, 19, 22.44. 
31.1, 23.75, 28, 29, 22, 20.1, 24.21, 27.98, 29.5 and 20. 

Reports on volume of net sales up to October 1, 
1922, calling the volume for the first nine months of 
1921 one hundred per cent, showed increases varying 
from 3 to 125 per cent in the business of 13 reporting 
houses, while but 2 houses reported decreases. The 
average increase in volume reported was 27.2 per cent. 

The answers to the question of percentage of ma- 
chine tools to the total volume of sales showed that 
machine tool sales are responsible for from 10 to over 
52 per cent of the total. 
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HILL 
Friction Clutches 


(Smith Type) 


Do customers in your territory know you can supply 
them with Smith Type Hill friction clutches? 


Get your share of the business. 


Write for Bulletins, and Clutch Catalog, too. Every 
Dealer should have them for reference. 


THE jou CLUTCH co. 


Cleveland, O. New York Offices, 50 Church St. 























Our Belt Lacing Products 


for the Dealer 
Mechanical Rawhide Lace Leather 


JSELECTED™ Cut Lacing 
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The highest grade belt lace made. 


Indian Tan Lace Leather 


Genuine “Indian-tanned” in sides and cut lace 


Round Rawhide “Safety”? Lacing 


The “rawhide wire” belt lace 
Strong, Compact, Convenient and Safe 


Twisted Rawhide Pins (Peg Rawhide) 


Used with Clipper, Alligator, Bulldog and Jackson 
wire lace 


The Chicago Rawhide Mfg. Co. 


1301 Elston Ave. Chicago, IIl. 


PRO Branch—Lewis E. Tracy Co. 

by a 127 Broad St., Boston 
Mechanical Leathers, Ltd. 

79 Front Street East, Toronto, Canada 
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“At Supply Houses 
Everywhere” 





—the significance 


it holds for you 





HIS phrase, or one similar, 

appears in Jenkins Advertis- 
ing—advertising that is circu- 
lated regularly to valve buyers in 
every locality. It directs the 
man who buys Jenkins Valves to 
your store. 


A liberal and regular use of ad- 
vertising in power plant, engi- 
neering, architectural, plumbing, 
heating, industrial, and trade 
magazines covering practically 
every industry using valves serves 
as a constant reminder of Jen- 
kins superiority. This wide 
spread publicity makes Jenkins 
Valves easy to sell. 


Engineers and others who use 
valves are “Standardizing on 
Jenkins,” for they find true valve 
economy in such practice. 


The demand for Jenkins—gen- 
uine Jenkins “Diamond” Valves 
—is ever increasing. Can you 
supply this demand in your local- 
ity? 







JENKINS BROS. 


New York Boston Philadelphia Chicago 
Montreal London 
FACTORIES: Bridgeport, Conn.: 
Elizabeth, N. J.; Montreal, Canada 
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Making Belt and Pulleys Work Harmoniously 


Professor in Department of Farm Mechanics at the University of 
Illinois Gives Extension Service Study on Practical Belt Care 


Professor C. A. Scholl of the department of farm 
mechanics at the University of Illinois, Urbana, II, 
recently addressed a large gathering of farmers interest- 
ed in the extension service of the university. His sub- 
ject was “the selection, installation, care and operation 
of belts,” and he emphasized the need for a better under- 
standing of this subject by farmers who are more and 
more becoming large users of belting for transmission 
purposes. Here is the substance of his remarks: 

The purpose of a belt is to transmit power trom one 
revolving pulley to another, with the least possible loss 
of power. It is not always a simple problem to determine 
size and type of belt to secure the best results. Practically 
all types of belts have considerable merit, but a certain 
type may be adapted better to certain conditions than 
another tvpe. Belts must be selected according to ma- 
terial, width, and thickness. 

In selecting the belt to be used it is wisest to state 
conditions for which the belt is to be used to the dealer. 
\n intelligent decision concerning the proper type ot 
belt to use requires a knowledge of the following facts: 

1. Horsepower to be transmitted, a 
c— Most. 

2. Diameters of driving and driven pulleys 
3 kK. P. M. of one—state which one, 

4. Distance between pulley centers 

5. Vertical or horizental drives. 

6. Whether tight side is on top or bottom. 


Least, b—Average, 


, 


7. General operating conditions, moisture, temperature, fumes 
varying load, twist, kinds of pulleys used, 

I vpes of Belts 

1, Fabric belts—a, solid woven, cotton or camel's hair; b, stitch- 
ed canvas; c, rubber, or balata; 2, rope belts; 3, metal belts ; 
4, leather belts—a, single ply, b, double ply 

Successful operation of belting of any type depends 

upon five factors: Belt tension, speed of belt, condition 

ot belt and pulley, are of contact, arrangement of belts 

and pulleys. 
Tension 


’ 


The pull of a belt depends upon its tension ; 
excessive tension, however, puts a heavy strain on bear- 
ings and consumes abnormal amounts of energy in fric- 
tion, as well as decreasing the life of the belt and increas- 
ing loss of time due to breakages. It 1s generally better 
to make use of a wide belt with less tension, than a nar- 
row belt with excessive tension. A tight belt stretches 
rapidly, bends the shaft and causes a ruinous vibration. 
Belts that are too loose slip, overheat, harden up and 
soon wear out, besides being very hard on the machinery. 

The working tension per inch of width of belt will 
depend upon the grade of material, thickness, and speed 
if belt, which tends to throw belt away from pulley. The 
etfective tension for a single ply leather belt which are 
of contact 180 degrees is approximately : 


Belt Speed Effective Tension 


1000 ft 72 Ib. per inch 
2000 it 68 Ib. per inch 
3000 ft 65 Ib. per inch 
4000 ft. 60 lb. per inch 
5000 ft 53 lb. per inch 
6000 ft. 45 Ib. per inch 


lhe tension of a belt over pulleys at rest is equal on 
both sides, and is known as the iutial tension. Once the 
belt is in motion and transmitting power, the tension on 
the slack becomes less than while at rest, while on the 
tight side the tension becomes greater. The tension on 
the tight side while a belt is in motion is called the total 
load; while the difference between the tight and slack 


side is known as the effective tension. The tension of a 
belt is always given in pounds pull per inch of width. 

This allows for a factor of safety. For a 2 ply belt 
multiply by 1.6, and for triple belts by 2. It is well to 
remember that a working pressure on a babbitt bearing 
should not greatly exceed 80 pounds per square inch—and 
an excessively tight belt will exceed that amount on the 
average journal. A four ply fabric belt is generally con- 
sidered equivalent to a single ply leather belt and 6 pl 
to a double leather belt. Belts that are clean and in 
good condition are too loose if they have a tendency to 
slip. The slip will be manifested by a screeching noise 
and a jerking effect of the pulleys. Under normal and 
favorable conditions a belt will slip %-2% ; this, however, 
cannot be detected except by accurate test. The ten 
sion on belts is frequently maintained by idler pulleys 
Slippage tends to overheat a belt making it brittle and 
shortening its life. Slippage may be caused by an 
overload, the belt being too loose or tight, being in poor 
condition, or having too small an are of contact on 
pulley. Heavy, inflexible belts with high speeds will slip 

A new belt can be injured by forcing it on the pulley 
when it is too tight. It is often advisable with a new 
belt to insert an extra 6 inch strip of belt with two joints ; 
when the new belt slackens, take out 6 inch strip and 
replace with a 5 inch strip. This is very readily done in 
a mill or factory where patented belt fasteners are used. 
A stock supply of these strips kept on hand makes a 
very simple job of tightening up a new belt. Another 
method is to trim off one end of the belt one inch at a 
time until the belt is set. 

Speed of Belts—The horsepower transmitted by a belt 
depends upon its speed and is measured by its effective 
pull multiplied by the speed of the belt in feet per minute. 
divided by 33,000. The maximum speed for efficient 
operation is 4000-5000 feet per minute. However, the 
speed that machines should run and the size of pullev- 
used are such that any speed from 200-5000 feet per 
minute may be required. 

At a very high speed a belt is thrown out from the 
pulley by centrifugal force and tends to slip. Flopping 1s 
likewise pronounced at high speeds, which is injurious 
to belt and bearings. 

Manufacturers always state the speed at which any 
given machine is best operated, and in all cases belts 
and pulleys should be operated so that that speed is ob 
tained. Belt speed is found by multiplying the circumfer 
ence of the pulley by its R. P. M. 

Where the effective pull and speed of a belt are known, 
the power transmitted can be determined by formulae, 
based upon supposition that the are of contact on the 
smaller pulley is 180 degrees. Where the are of contact 
is different, the amount of power will vary about as 
follows: 

\rc 240 degrees—power 150% 
Are 180 degrees—power = 100% 
Arc 120 degrees—power = 60% 
\rc 90 degrees—power = 50% 

The speed of a belt will depend greatly on local con- 
ditions. Speeds over 4000 feet per minute are not de- 
sirable as the slippage becomes greater and the interna! 
bending resistance of the belt likewise increases. The 
are of contact is also decreased in a fast helt. For 
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“THE PIONEER’, as its name indicates, was the first successful : 

steel shaft hanger ever made. : 

Having graduated from the school of experience, the | 

‘*PIONEER”’ of today is perfect—hence its wonderful success as | 
testified to by several competitors recently following our lead. 

Stock the ““P IONEER”’, the original, the genuine steel hanger. | 

We also make Bench Legs, Pillow Blocks, Couplings, Collars, 
etc. Ask for catalogues and prices on the full line. 
Standard Pressed Steel Co. 
Jenkintown, Pa. 
(THe “PIONEER” STEEL HANGER PEOPLE) 1 
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ordinary farm operations, speeds of 2200-3200 feet per 
minute seem to be most advantageous. For very high 
speed belts have to be considerably wider. 

Condition of Belts and Pulleys——This is one of the most 
important items in connection with efficient operation. 
The aim is to secure as great an effective tension as pos- 
sible, and this depends greatly on the arc of contact. The 
belt and pulley should be in closest possible contact, and 
that calls for a smooth surface on pulley and a flexible, 
smooth belt. A polished surface has very little advantage 
over a smooth pulley. Lagging a pulley frequently gives 
a very good friction surface and may even double the 
grip of a belt on a pulley. Wide belts traveling at high 
speed tend to trap the air between the pulley and the 
belt, thus causing slippage. The remedy is to drill a 
series of small holes either along middle line of pulley 
or along center of belt. An accumulation of belt dress- 
ing on the belt or pulley is not conducive to effective oper- 
ation. A bulky or improperly made lacing causes con- 
siderable trouble. A belt flops or runs off when the 
pulleys are out of line, or improperly crowned, when a 
machine is not aligned or level, when bearings are too 
small or poorly babbitted. A light long belt also causes 
trouble in this fashion. 

A belt runs crooked, or runs off, when the ends are 
not properly squared off before lacing, uneven lacing, or 
stretching one edge or a stepped or flanged pulley causes 
same trouble. Cleanness of belts and pulleys, flexibility 
of belt, smoothness of pulley, are essential conditions for 
proper operation. 

Are of Contact—The amount of the pulley that is in 
contact with a belt at any instant is the arc of contact. 
lor two equal sized pulleys, with no sag in belt, the arc 
of contact is 180 degrees. Where two unequal pulleys 
are used, the are of contact is more than 180 degrees 
for the larger pulley and less for the smaller. When a 
belt slips, it is generally on the smaller pulley, hence the 
are of contact is a deciding factor in the operation of a 
belt. Allowance must be made for the are of contact 
in determining the power transmitted by a belt, and where 
tighteners or idler pulleys are used, the are of contact 
may be as high as 230 degrees. 

Arrangement of Belts and Pulleys—Where possible, 
belts should always be run horizontal rather than vertical. 
The lower side of a belt is always the driving side, 
that is, it runs toward the source of power; this arrange- 
ment tends to increase the are of contact. For efficient 
operation, the shafts of a 2 inch belt should be at least 
15 feet apart; for a 6 inch belt at least 25 feet. 

Idler pulleys are placed on the slack side of belt, about 
one-fourth of distance away from the driven pulley. A 
crossed belt drives in the opposite direction has greater 
driving power, but will wear out sooner than a straight 
belt. For open or crossed belts it is very important that 
shafts lie in the same plane, and are parallel to each 
other. The pulleys must also be directly opposite each 
other with respect to line. All machines must be prop- 
erly placed and leveled up. 

Where belts are spliced they should run so that the 
thin edge of the splice on inside of belt is the first part 
of splite to run pulley. The same holds true for rubber 
belting. 

The best practice is to run the hair side next to the 
pulley with a leather belt. This prevents cracking as the 
flesh side is more flexible and should run out. The hair 
side, however, tends to cause slippage next to the pulley. 
With rubber and Balata belts, run seam side out, or the 
way belt is coiled. 

A belt shift should have roller arms, or else curved 
arms. Narrow, flat prongs are very hard on the edges 


of the belt. Belts should not be shifted by hand as a 
rule, but under field conditions this is often necessary. 
Caution should, however, be exercised in this case, as 
numerous accidents result from lack of care. Don't 
shift a belt with the pulley running at high speed. 

CARE OF BELTS AND BELT DRESSINGS 

1. When a leather belt is new, it contains grease, but 
is not greasy. While it is firm to the touch, it is yet 
flexible, mellow and smooth, and a leather belt should be 
kept in that condition. It should never be allowed to 
become harsh and hard. Any inflexible belt is an ineffi- 
cient belt—and the purpose of a belt dressing is to keep 
the belt flexible without injuring its durability. 

2. Belts require systematic care and inspection, espe- 
cially where they are in continuous operation or under 
severe conditions. If dirt, grease, or dressing have ac- 
cumulated on a belt, they should be wiped or scraped off 
the pulley side with a blunt metal scraper. [Excessive 
grease can be removed with gasoline applied with waste. 
The leather belt should then be washed with warm water 
and a mild, neutral soap—castile, saddle, or a white soap 
—never a strong laundry soap. Wash and dry rapidly 
to keep belt from becoming soaked. Once wetted the 
belt will stretch and slip. Belts should be kept clean at 
all times. A belt that remains dirty or greasy soon 
hardens, cracks, slips continually and wears out quickly. 

3. <A good belt dressing tends to keep the belt suffi- 
ciently flexible and at the same time causes it to cling 
to the pulley, without later stiffening or injuring the belt 
in any way. <A good belt dressing should be liquid at 
ordinary temperatures ; it should be applied on outside of 
leather belt with a soft brush or waste and rubbed in 
until it begins to show on inside of belt. If absolutely 
necessary a very light dressing may be applied to pulley 
side of belt. Dressing should not be applied until a belt 
is clean. 

4. <A belt dressing or grease containing rosin should 
never be used on any kind of a belt. No kind of a min- 
eral oil should be used on a belt. Both, while they may 
prevent slipping temporarily, only stiffen the belt, cause 
it to decay rapidly, and get very poor service out of a 
belt—the cure is worse than the ailment. Do not use 
any type of belt dressing excessively—as they will cause 
undue stretch and loss of grip. Leather belts should never 
look or feel greasy. An accumulation of hard belt dress- 
ing on a pulley or belt is very hard on the belt, as well 
as on the bearings and machinery. A belt properly in- 
stalled and adjusted doesn’t need such dressing. 

1. It pays to get the belt best suited to the work and 
conditions under which the belt is to run. An improp- 
erly chosen or installed belt is a continuous source of 
trouble, causing breakages and shutdowns as well as 
wasting power. The losses thus incurred soon total 
more than the entire cost of the belt. A belt that breaks 
at an inopportune moment is an expensive proposition. 
Satisfactory service cannot be expected from a belt that 
is too tight, too loose, too heavy or otherwise not adapted 
to the work or properly installed. 

2. <A belt should always be sufficiently flexible to cling 
closely to the smallest pulley over which it passes. An 
inflexible belt, or a belt too thick for its pulley, causes 
trouble through slippage, running off and losing power. 
The slippage causes belt to heat, crack, and greatly 
shortens its life. 

3. It is good general practice to favor width over 
thickness in any type of belt. It is more economical 
to use a wide slack belt than a narrow, tight one; it is 
easier on belt, bearings and machines. 

4. Single leather belts should not be over 8 inches 
wide. Don’t use too thick a belt for the pulley diameters. 
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Renewable Tool Steel 


Jaws 


PINNED ON 
Cannot Work Loose 


HERE are many types of re- 

newable steel jaws; but the 

Parker, adopted very early in 
their vise making experience, has 
never been equaled. It is milled to 
fit and pinned on, not a face jaw that 
can work loose and not a cast-on jaw, 
but one that covers the entire top of 


The CLARK GRINDER for lathe 


or tool post is just the tool for the average 


vise with steel. machine or auto repair shop. 
When faces become worn points of this nature? If For grinding flat or round surfaces, and fin- 
it is a simple matter to not, send for the Parker ishing semi-finished pistons, it is ready, by 
drive out the pins and re- phantom folder describ- throwing the switch, to turn out the work 
place the jaws with new’ ing this and all other accurately and quickly. 
ones, thus greatly pro- Superior features. Write for complete catalog of Clark Drills and 
longing the usefulness of Grinders with built-in motors. 
the vise. THE CHARLES PARKER CO. 

. . Master Vise Makers JAS. CLARK, JR. ELECTRIC CO. 
Are you selling vises on Meriden, Conn., U.S.A. INCORPORATED 


PARKER VIS é S Factory and a Offices, i ky. 


Grip Like a Grizzly 








GRINDERS 








LONG — THIN — LIGHT 


W A M 9 
ILLI S “THESE long, light wrenches do not depend 
SUPERIOR upon mere bulk and weight for their 





strength. They have been especially designed 
for valve tappet adjustment service and are 
made of high grade Alloy Steel, the best ob- 
tainable for the purpose, heat treated and 
hardened. The handles are black lacquered— 
heads bright. Size of openings stamped on 
heads. When specified, nickel-plated wrenches 
will be furnished. 

The heads are very thin, with narrow, 
tapered jaws to permit operating nuts, etc., 
where the clearance about them is extremely 
limited. 

In fact, for all general adjustment service 
in close quarters, where extreme strength is 
not necessary, Williams’ Tappet Wrenches are 
most convenient and efficient. They are the 
best that skill and the experience of nearly 
half a century in making Superior Drop- 
lorged Wrenches can produce. 

J. H. WILLIAMS & CO. 


“The Wrench People” 


Brooklyn Buffalo Chicago 
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On pulleys over 6-8 inches in diameter use double belts 
for heavy work. For pulleys under this size use extra 
heavy single, or light double belting. 

5. <A belt should not be subjected to a rapidly alternat- 
ing light and heavy load; to wet and dry conditions, or 
to run on pulleys too small for weight of belt, or be 
neglected and allowed to deteriorate for lack of care: and 
dressing. Don’t let leather belts run in steam or moisture 
unless treated with preservatives. 

6. If good results cannot be secured by keeping belts 
at proper tension and using proper kind of dressing, the 
helt is not heavy or wide enough or else the pulleys are 
too small. 

Sooner or later every belt is bound to break or else 
stretch to the extent that it will require relacing. The 
breaks will generally occur at a busy time, and hence it 
is important that both the material and skill for making 
repairs be at hand. There are numerous ways of lacing 
belts—many of which are faulty. For the mill or fac- 
tory the repair or lacing of a belt must be accomplished as 
rapidly as possible—hence patented fasteners are used. 
Under other conditions, however, recourse may be had to 
hand lacing. The farmer in particular should know one 
good method for making the various kinds of lacings. 

The selection, installation, and care of pulleys is almost 
as important as that of the belt itself. The pulley does 
half of the job—hence it cannot be overlooked. Wherever 
possible use fairly large pulleys which do not bend the 
belt excessively. The smaller the pulley, the greater the 
power wasted in bending the belt about the pulley. A large 
pulley has less slippage than a small pulley. A pulley 
should be at least one-half inch wider than the belt, and 
have a slight crown, preferable oval instead of a sharp 
crown, equal to approximately 1/50 of width. Only in 
case of necessity should idler and flange pulleys be used. 
Flange pulleys are hard on the edges of a belt, and should 
be fully two inches wider than the belt. The idler pul- 
lev when used is placed on slack side of belt, about one 
fourth distance from driver—and automatically tightens 
belt by a spring or weight. Pulleys out of line or im- 
properly crowned will make a good belt flop and run off. 

Don't use too thick a belt for pulley diameter. Every 
helt should have at least 2 inch pulley diameter for each 
ply—and a single ply leather belt is equivalent to a 4 ply 
fabric belt. Hence less than 8 inch pulley is seldom 
justifiable except for a light, narrow belt. A heavier 
belt is desirable with a stepped or flanged pulley, since it 
will be less likely to climb and will not be injured by 
shifting. Pulleys should always be as large as condi- 
tions will permit. More power is transmitted and the 
life of the belt is prolonged thereby. 

tor 
JOHN CLARENCE WEAVER DEAD 
Was a Founder and President of Successful Mill Supply House 
, and a Leader in Southwestern Machinery 

John Clarence Weaver, a founder and president of 
the Briggs-Weaver Machinery Company, Dallas, Texas, 
died Wednesday, December 6, at his home, 3715 Craig 
mont avenue, Dallas. Mr. Weaver was born in Mary- 
land in 1857, and moved to Texas from Baltimore in 
1890. He was a_pioneer in the building of cottonseed 
mills and for several years was engineer and special rep 
resentative of companies specializing in this type of in 
dustrial construction. In 1896, with the late C. H. 
Briggs, Mr. Weaver organized the Briggs-Weaver Ma- 
chinery Company. The company was successful from 
the start. Besides making a success of his own business, 
Mr. Weaver is credited with having initiated the move 
ment which resulted in placing Dallas well up in the list 





of the leading machinery distributing centers of this 
country. ‘Phe company which he founded was incor- 
porated in 1904, and has a capital of $750,000. 

Mr. Weaver is survived by his widow, four daugh 
ters, Mrs. R. L. Hostetler, San Antonio, Mrs. L. N. 
Sims, Houston, Mrs. A. N. Shannon, Dallas, and Mrs. 
A. A. Winston, Dallas; one son, A. S. Weaver; and a 
stepson, James S. Love. 

It is anticipated that there will be no material change 
in the Briggs-Weaver Machinery Company. Mr. Weay 
er’s success in building up an efficient organization was 
very marked, and it is probable that this organization 
will remain intact. J. B. Dale is now vice-president of 
the company and W. D. Trotter, secretary and treasurer. 
Election of officers will be held in February. 


ter 


EXPECT BRIGHTER CONDITIONS 


Kingsville Lumber Company Elected Officers and Left Plans for 
Expansion Up to Management 

The Kingsville Lumber Co., Kingsville, Texas, 
dealer in mill, steam and plumbing supplies, machin- 
ery, hardware and metals, held its annual stockhold 
ers’ meeting in January and elected the following offi 
cers for the ensuing vear: president, Robert J. Kle 
berg; vice-president and treasurer, Edwin F. Flato; 
secretary, Caesar Kleberg; assistant treasurer, J]. D. 
Gibbs; manager, W. A. Clampitt. 

At the meeting, the details of a program for ex 
panding the company’s business were left to Vice 
President Flato and Manager Clampitt to work out, 
with authority to make such changes as they deem 
conditions to warrant. Following the meeting, Man- 
ager Clampitt sent the following statement to MILL 
SUPPLIES: 

“Our business conditions have not been just the 
brightest we could possibly expect, but we are hoping 
for a brighter 1923, and that we will be in the market 
for a large quantity of material later on.” 


—+teor 


Change in Minneapolis Co. 

Vhe Manufacturers Supply Company, 2407 Univer- 
sity avenue, Minneapolis, Minn., has been taken over 
by B. W. & Leo Harris Company and will henceforth 
be operated under the name of the latter company 
The company’s business is mainly purchasing and 
liquidating plants, surplus materials and merchandise, 
machinery and equipment. The business will be con 
tinued as before at the same address. The officers of 
the company are: President, B. W. Harris: vice 
president, Abraham Harris; secretary and treasurer, 
Leo B. Harris. 

<-> 


Cleveland Stone Acquisition 


The Cleveland Stone Company, Cleveland, Ohio, 
has purchased the plant and equipment of The Ster 
ling Grinding Wheel Company, Tiffin, Ohio, and will 
immediately actively enter the field of artificial ab 
rasives. The Cleveland Stone Company is one of the 
oldest producers of natural abrasives in this country. 
The long experience gained in the latter line will he 
applied to the development of the artificial abrasives. 
The company announced that it has added a staff of 
service men and ceramic engineers to its organization. 
preparatory to taking a large part in the development 
of grinding with the artificial product as it did in thi 
development with natural stones. 

















‘‘Moncrieff’s 


for 
Mine” 
—Says the 
Wise Jobber 
“Why ?P— 
Because my trade know that 


“Moncrieff’s Genuine Scotch 
Gauge Glasses withstand 
the highest temperatures 
under the most unfavorable 
conditions. 


“Moncrieff has been making 
gauge glasses for nearly 60 
years. Scotch sand and 
Scotch brains is a combina- 
tion that can’t be beaten.” 
Perth Brand for steam pres 
sure up to 200 Ibs. Unific 
Brand for steam pressure up 
to 400 Ibs. 


H. A. Rogers Co. 


87 Walker St., New York 











Malleable 


Melting Ladles 


ARREN Melting Ladles are made of 

Certified Malleable Iron—the most prac- 
tical and enduring material for a melting ladle, 
hecause it resists burning out and breaking off. 
Your customers will appreciate the superior 
quality of these ladles. Double-lipped, 9 to 
1414 inches long. Folder on request. 

Inset shows a Warren Malleable Ladk 

bent cold, for pouring difficult plumbing 


joints Warren Ladles may be bent into 
iny desired shape without injury. 


The Warren Tool & Forge Co. 


258 Griswold St. Warren, Ohio 











Roller Bearings 
End Bearing Troubles 


They are the ideal transmission 
bearing because they— 


reduce friction, thereby saving 
power; 

prevent wearing or scoring of 
shafting ; 

reduce the cost of lubrication; 

do not drip or throw oil; 

can be used in all standard 

hangers; 

can be installed over night 
without removing hang- 
ers, shafting or pulleys. 


Our Sales Department 


is well organized to cooperate with 
our jobbers in the sale of Bond 
Roller Bearings and other Bond 
Power Transmission Appliances. 
If you appreciate a profitable, sure 
selling line, that needs no introduc- 
tion to your trade, write for our job- 
ber proposition. Let Bond help 
boost your 1923 sales. 


Bond Foundry & Machine Co. 
Manheim, Lancaster Co., Pa. 

















“Be sure it’s a ‘Bond’ with Electrically Welded 
Steel Collars” 





Be cae ae 








BOND POWER TRANSMISSION 


Known and Used the World Over 
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Inside Man’s Point of View 


Link Between Outside Salesman and Customer of Real Value to House 


T. H. PLATHER* 
Flack-Pennell Supply Company, Saginaw, Mich. 








My twelve years’ experience has convinced me that a 
mill supply house needs as good an inside man as you 
can possibly get, as he has to be the missing link to fill 
in between the outside salesman and his customer. I 
have found that a customer prefers to do business with 
a company which has someone on the phone who can 
give him information quickly and to the point, one who 
can suggest something that will be of assistance to him 
in case of breakdown. We as jobbers are the go- 
hetweens of the manufacturers and consumers. We 
should see that the manufacturer is properly represented, 
and as we practically depend on the consumer to make 
our business a success, we should see that he receives 
value for his money. 

What kind of a man do you need? I have found it 
requires even temperament, patience, tact, sales ability 
and courtesy at all times. I have always tried to leave 
the impression with customers over the phone that they 
are getting just as much attention as if we were calling 
on them personally. 

How can you, as salesmen, help to make this end of 
the business the success you want it to be? Cut out 
giving verbal orders, write out prospects or new custom- 
ers, write down information regarding complaints from 
customers, be ready to offer suggestions even if you do 
refer a customer to your competitor. , 

As you want your customer properly taken care of, 
especially in your absence, I have found that one must 
have full co-operation in everything in order to come 
near 100 per cent. One of the outstanding features of 
our business is service. My idea has always been that 
we are here to serve in order to be a success to our- 
selves as well as others. 

I understand you are all anxious to make the inside 
selling end of this business a vital part and make use of 
the phone in following up inquiries and quotations and 
going after new business. This, of course, takes time, 
and in order to get this going we must have some as- 
sistance from all the salesmen. On city deliveries, work 
close with the man who gets out the orders. On rush 
orders, always try and find out from the customer how 
long he can actually wait. I have found that at times 
three to five customers will phone in rush orders for 
delivery inside of half an hour. Where you cannot wait 
to talk on personal long distance calls, leave all informa- 
tion in writing. 

Keep us informed on your out-of-town trips. Often 
a customer from the locality you are in will phone in 
for information. Returned goods should be delivered to 
the receiving man with full information. Give all in- 
formation on order for repairs—take data off name 
plates. Draw a rough sketch if the name plate is lost. 
If you make special terms, mark it on orders. If your 
customer prefers a certain shipping route, mark it on the 
order. If you make your customer a certain price or 
discount, mark it on the order. 
own discretion. If you see us busy on the phone or 
Waiting on a customer in the store, wait on customers. 
Who knows, they may be large purchasers some. day. 


*From talk at recent weekly sales meeting. 


Otherwise, we use our 


Don’t leave returned goods in the office or in the store. 
It takes up valuable time to locate this material. 

We all make mistakes, even we people on the inside. 
\Vhen you find a mistake, give us a chance to locate it 
and explain it to the customer. Keep us posted on all 
details where you know your customer will likely call 
on us while you are absent. 

Consigned stocks entail a lot of extra detail work. 
Help us by marking numbers or brands when you make 
a personal sale. The catalog file is a ready reference for 
us all to use. If you are compelled to give the catalog 
away, report it so that we can write for another. A 
little more thought for us on the inside will go a long 
way to make us strive to be as near that efficient 100 
per cent as possible, and give better service to cus- 
tomers. 

Why am I striving to be 100 per cent for the Flack- 
Pennell Supply Co.? Because they believe the lines they 
handle to be the best obtainable for their customers. 
They feel that their customers’ problems are theirs also. 
They endeavor to keep in touch with those who work for 
them and with them. Cooperation spells success. 


PAID SUBSTANTIAL DIVIDEND 


L. G. Isaacson Reports That His Company Had Very Satisfactory 
Year—Organization Remains Unchanged 

L.. G. Isaacson Company, Aberdeen, Wash., jobber of 
mill, loggers’ and contractors’ supplies and heavy hard- 
ware, held its annual stockholders’ meeting at the com- 
pany’s offices, Newell and Wishkah streets, on January 9. 
Following the meeting, L. G. Isaacson, president and 
treasurer of the company made the following statement : 

“It was our pleasure to review the records of a very 
satisfactory year, and to declare a substantial dividend. 
The meeting was closed without making any changes in 
the administration or management, so that all of our 
organization remains the same as the last several years. 
The branch house at Raymond, Washington, did not 
show as good progress as the parent house, but this con- 
dition is owing to the fact that Raymond is in a young 
and small territory. Raymond has, however, a good 
future before it when it is further developed.” 

The L. G. Isaacson Company was incorporated in 1911 
with a capital of $25,000. Its territory comprises south- 
western Washington, where it operates under the slogan, 


“We supply everything but the steam.” The average 


value of the supplies carried in stock is $50,000. The 
cfficers, in addition to Mr. Isaacson, are: Vice-president, 
John H. Wilson; secretary, William C. Wilson. 


Mr. 
Isaacson acts as business manager and buyer. C. EF. 
Messenger is manager of the branch at Raymond. 

—tor 


Annual Meeting at Casper 
Casper Supply Company, Casper, Wyoming, dealers 
in machinery, scales and automotive supplies, held its 
annual meeting for the election of officers on January 2, 
and elected officers as follows: President, J. T. Gratiot ; 
vice-president, T. J. O'Connor; secretary, treasurer and 
general manager, T. C. Tonkin. No radical changes in 

the policy of the company have been made. 
























































































Why people speak of the 
“Old” Miller Extinguishers 
and Peerless Safety Cans 

















know they can count 
Miller-Peer- 
less Fire Prevention 
Fighting 
Equipment to quickly 
and effectively meet 
the emergency when 
the need arises. Others 
have come and 
but Miller-Peerless has 


on “Old” 


and 


Fire 


been meeting the 


quirements of its 


friends since 1887. 





Absolutel 





Sells whe 
gasoline 7. 


Four size 


onstruct 





rever 


gone, 


Known to 
be the 

equal and 
better than 


most—for feed. Refilled without 


protection removing bottle. Any 


of life and 
property. 


Old customers speak of 
the Miller fire extin- 
guishers and Peerless 
safety gasoline cans 
very much as_ they 
speak of old and valued 
friends, with whom 
they have been through 
many experiences, both 
in the full years and in 
the lean years. They 
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To Get the Right Start 








Equip With Miller-Peerless 


Dealers and Jobbers—Every article 
we build is reliable, warranted, 


and carries the 


“approved” label. 


Our new plant is well equipped for 


quantity production. 


You cannot 


stock a better known, better sell- 
ing or more profitable line than 
the Miller-Peerless. 


ene Manufacturing Co. 


25 


9 N. Curtis St.. 


Safety Can & vier Mf 


Engin 


Chicago 


Co, and Miller Chemical 
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MILLER-PEERLESS 


Enemies 


of Fire for 


Thirty-five Years 














| GAUGE GLA 


Safety 
Always 





That is the absolute assurance you have 
with Libbey Gauge Glasses. Safety is guar- 
anteed in every process of manufacture, 


proved by test. 


Libbey Standard Gauge Glasses are guar- 
anteed unconditionally for pressures up 
to 200 lbs.; absolute uniformity of size 
and permanent crystal clearness. 


Libbey High Pressure Gauge Glasses are 
guaranteed for pressures up to 400 Ibs. 
They are made with fused ends. Uniform 


in size. 


Libbey Gauge Glasses have passed every 
conceivable test of laboratory and in ac- 


tual service. 


We welcome inquiries 


LIBBEY GLASS MANUFACTURING CO. 
TOLEDO, OHIO 


LAG 
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New Products and Improvements of Interest 


Announcement of Invention of Safety Device for loundries, 
Iinproved Hack Saw Machine and Methods of Annealing Glass 


he Medart Co., St. Louis, announces that it will soon 
place on the market a new safety invention which re 
moves hazards from cupola tending in foundries. ‘The 
device is a safety tapper and stopper, and does not re- 
quire any change in existing foundry equipment. The 
mechanism is simple. .\ special composition ball, with 
bolt head in the center, fits against the breast of the 
cupola when the flow is stopped. The ball is bolted to 
a cup which is threaded to a piston by means of a piston 
rod. This piston moves backward and forward into a 













\ 


. 


sleeve and frame, and is attached with a pin and link at 
the rear to a lever shaft, which carries the operating 
lever. On the lever shaft is mounted a counterweight. 
Provisions are made so that extensions may be added to 
the lever so that the operator may be located at what- 
ever point is convenient in the foundry, at any distance 
in front or at the side of the cupola that may be desired. 
To install the tapper and stopper, lugs are provided. 

Kk. ©. Atkins & Co., Indianapolis, have placed on the 
market a new improved hack saw machine which con- 
tains several features. “The machine has a solid cabinet 





base which contains the settling tank compound reser- 
voir and plunge pump. It has an automatically adjusted 
stroke according to the size of the material in the vise, 
giving the saw a greater blade travel per minute. The 
saw frame travels on a “T” bar and can be kept in ad- 
justment by means of screws so that it will always be 
traveling in a straight line. “A gauge on the blade holder 


shows whether the blade is adjusted perpendicularly to 
the bottom of the vise and to the side. In addition, 
there is a blade guide on top of the blade to prevent the 
latter from running sidewise in the cut. The machine 
is carefully balanced to reduce vibration. Oil cups and 
oil holes are provided for lubricating moving parts. Link 
blocks are of bronze. The feed is controlled by a hy 
draulic dash pot, and greater or less feed can be secured 
by turning a by-pass cock. The dash pot also acts as a 
cushion to the raising device. 

Penberthy Injector Co., Detroit, manufacturer of 
steam specialties and lubricating devices, has completed 
plans for increasing production of its standard lines of 
injectors, ejectors, cellar drainers and other products, 
and in addition has established two new departments 
of manufacturing, one allied to the automotive and 
the other to the radio industry. The company’s engineer- 
ing department has developed a new method of annealing 
glass which almost entirely eliminates the internal stresses 
commonly set up in cooling. This new process is being 
used in connection with the manufacture of automobile 
head lights, spot lights and tail lights. It is said that it 
has resulted in a product which will withstand an ab- 
normal amount of abuse without breaking. The radio 
department is manufacturing a high-grade crystal set 
complete with two sets of 2,000 ohm phones. This set 
has many novel features, among which are a multi-point 
detector to take the place of the single ‘“cat-whisker” 
tvpe, and turning slides which are operated by means of 
a dial similar to the type you find on more expensive 
sets. The phones are also of novel construction, due to 
the fact that the poles are of the spool type instead of the 
rectangular, as found in most phones of like resistance. 
The advantage of the latter is said to be that a greater 
number of ampere turns can be used in this construc- 
tion as opposed to the rectangular type, giving greater 
power, 

<> 
WYLIE K. LEE HAS RETURNED 
President of Clipper Belt Lacer Company Has Been Resident of 
Europe for Past Eight Years 

Wylie K. Lee, who for the last cight years has re- 
sided in Europe and was interested solely in develop 
ing the Clipper Belt Lacer Company’s foreign busi 
ness, has returned to this country and will now make 
his home here. At the annual meeting of the com 
pany’s directors, held on January 8, Mr. Lee was 
elected president and treasurer. The other officers 
elected are: James K. Diamond, vice-president, and 
kugene F. Mayer, secretary and assistant treasurer. 
Joseph C. Conn, Boonton, N. J., the inventor of the 
Clipper carded hook, will continue as a member of the 
board of directors. 

Mr. Diamond, who has been solely responsible for 
designing and producing all of the company’s belt 
lacing machines, will continue to fill the position © 
general superintendent, in addition to his duties: as 
vice-president. Mr. Mayer, in connection with his 
duties as secretary and assistant treasurer, will head 
the accounting and credit department. 
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Less Trouble and Expense 
Greafer Service and Satisfaction 


HiLaB Transmission Belting 


Backed by more than 50 years’ experience in manufacturing 
high-grade leather belting, our brands deserve your most care- 
ful attention. We stand back of them unconditionally. Our three 

leaders possess these important points of superiority: 


ADHESO Leather Belting is steam and water-proof, most dur- 
able and adhesive. VOLT Leather Belting is used in thousands 
of factories under the most trying conditions. OLD FAITHFUL 


Water-Proof Transmission Belting will stand up under water, acid 
and steam. 











Write today for catalog and prices of our various belting in 
all widths and weights. 




















Hide, Leather & Belting Co. 


Established 1870 
INDIANAPOLIS 
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You Would Be Using 
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——— If You Knew —— 

“Detroit” is the only machine closed wire lacing 

taking a perfectly staggered grip on the belt. 

Opposite points give this perfectly staggered grip. 

Opposite points hold 50% more load. 

“‘Detroit’’ 12” sections cut to any length without waste. 

“‘Detroit”” Closing Machines close from both sides. 


“Detroit”? Closing Machines completely embed hooks. 
Write for 1923 Bulletin and there is a 




























No. 6 Closing Machine gives 


‘ifovibentmue, Ween FREE SAMPLE WAITING  “9f.¥s5tochonrsigany 


vise. Weight only 24 ozs. 


DETROIT BELT LACER CO., DETROIT, MICH. 


BULL DOG LACER CO., HAMILTON, ONT., CAN. Branch Offices in large cities NICHELSON CLIPPER CO., MANCHESTER, ENG. 
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Advantages of Jobber System of Distribution 


Prominent Boston Mill Supply Distributor Points Out to Its 
Customers the Benefits Derived From Jobbing House Service 


The January issue of the house organ of the Chandler 
& Farquhar Company, Boston, contains a very interest- 
ing article under the caption, “What the Mill Supply 
Jobber Means to You.” It points out concisely the ben- 
efits which accrue from dealer distribution, outlining the 
service to both manufacturers and customers which the 
system makes possible. The article, which was published 
with the idea of enlightening the company’s customers on 
the subject of the necessity of the jobber, follows: 

Every littke while some manufacturer or repair man 
who has had an unfortunate experience with a jobber, or 
a jobber salesman, comes to the conclusion that the sal- 
vation of business lies in obtaining his goods direct from 
the manufacturers. 

Some consumers, on the other hand, think the ideal 
way would be to buy direct from the jobber, cutting out 
the retailer, or, preferably, from the manufacturer, cut- 
ting them both out. 

Experience has proven, in.all but a few highly perish- 
able lines like milk and meat, or in goods that require 
instruction and service, like cash registers, typewriters, 
and calculating machines, that the notions of such con- 
sumers are impracticable. 

Even when the jobber and dealer are eliminated, the 
manufacturer is forced to maintain departments corre- 
sponding to the jobber and the retailer. The meat pack- 
ers have wholesale houses in every city, corresponding 
to the jobber, and every one of those branches has to 
show a profit on the product handled. 

The cash register and the calculating machine people 
have retail stores or offices in the principal cities, corre- 
sponding to the retailer. Even the mail order, or cata- 
logue houses, have distributing depots sprinkled around 
the country for ease in handling orders and _ saving 
freight charges. 

The truth of the matter is that no one has yet devised 
a method of merchandising that will allow the elimina- 
tion of the jobber and the retailer, or some arrangement 
that is similar. 

The advantage of the jobber system of merchandising 
is so obvious to most retailers that it seems unnecessary 
to repeat them, but because of the occasional man who 
thinks it would be advantageous to buy direct, it is well 
to review conditions as they are and as they would be 
under the direct buying system. 

Practically every supply jobber in the United States, 
not only has a lively interest in the success of his cus- 
tomers, but many of them are of the greatest assistance 
in devising means of improving the customer’s efficiency. 
Some of them give invaluable advice to the beginner, and 
are frequently consulted by old timers when special prob- 
lems arise. 

The manufacturer would be delighted to render such 
service if he could, but unless he maintained an office 
at the point where the jobber has his place of business, 


he would not be sufficiently well acquainted with local. 


conditions to give the best advice or aid. 

The supply jobber is near at hand, the local customer 
can get at him, personally, in most concerns. At most 
he is but an hour or so distant. 

He carries the stock. Customers can buy “one-twelfth 
of a dozen assorted,” if they so desire. Think of the 


enormous stocks, in warehouses all over the United 
States and Canada each manufacturer would have to 
carry, to give that service. It could not be done, except 
at prohibitive prices to the retailer and the consumer. 

Think of the army of office employees, salesmen, ship- 
ping clerks, delivery cars, etc., that each would have to 
maintain, to say nothing of executives, credit men, ac- 
countants, etc. It would be out of the question eco- 
nomically. 

Quick delivery is possible. The supply jobber a few 
hours distant can certainly supply needed goods much 
more rapidly than the manufacturer in a distant section 
could, unless the manufacturer maintained a_ supply 
depot at the point where the jobber is located. Here 
again, expense would prohibit such a course. 

The jobber extends credit. He knows his “neck of 
the woods,” and iS better able to know who should be 
given accommodation, than could the manufacturer who 
has no local representative. 

The supply jobber, because he has many items to 
offer, can afford to send out salesmen to call upon the 
trade frequently. This gives the customer a chance 
to order at short intervals and be reasonably sure of 
receiving the goods quickly. 

If the manufacturer had to send salesmen to each 
dealer and mill and shop in the country the cost would 
be prohibitive, because it would add so greatly to the 
selling price that no one could afford to buy. 

Imagine the flock of manufacturers’ representatives 
that would besiege the retailer and consumer. If he had 
to see and discuss items with representatives of every 
company whose goods he carried, he would have time 
for nothing else. 

The supply jobber advances credit, carries stock, makes 
quick deliveries, advises of favorable opportunities to 
buy, and gives information regarding new and improved 
tools, also issuing and distributing a catalogue so com- 
plete that it is also a handbook to the trade, and in many 
other ways renders service that would be very much 
more expensive if supplied in any other way. 

~<o > 


KLINGER-DILLS EXPANSION 


Dayton Mill Supply Jobber Doubles Floor Space in Order to 
Accommodate Increasing Business 

The Klinger-Dills Company, 129 North Jefferson 
street, Dayton, Ohio, jobber of mill supplies and man- 
ufacturer of belting, has recently doubled its floor 
space by taking over the entire building in which the 
business is located. The additional space will be used 
exclusively for the company’s belt shop to take care of 
manufacturing and repairing. The concentration of 
this end of the business in the newly acquired quar- 
ters will in turn give the company more space for ex- 
ecutive offices and additional room to handle the com- 
pany’s increasing business in mill supplies. 

The Klinger-Dills Company was incorporated in 
1919 with a capital of $15,000, and carries a stock of 
mill supplies and belting representing an average 
value of $25,000. The officers of the company are: 
president, P. W. Klinger; vice-president and man- 
ager, R. T. Dills; secretary-treasurer, S. D. Klinger. 




















LONG ISLAND BROOMS 


will keep your accounts ‘Sold”’ 





The dependability built into 
them is a safeguard against 
those trivial complaints which 
so often send a good account 
“wandering”. 


LONG ISLAND BROOM WORKS 


Long Island City New York 
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Nationally Advertised 


Alligator Steel Belt Lacing is adver- 
tised in over forty publications. 

We are telling practically every belt 
user in America why Alligator Steel Belt 
Lacing is best for his use. We are fast 
making Alligator a self-seller. 


Write today for our illustrated text 
book, FREE. Also, if you carry Alli- 
gator in stock, ask for metal counter 
display card. 

If you are not handling Alligator 
Steel Belt Lacing, ask your jobber for 
it. 

Flexible Steel Lacing Co. 
4633 Lexington St., Chicago, Ill. 


In England at 135 Finsbury Pavement, 
London E. C., 2. 











THE JOHNSON FRICTION CLUTCH 


It’s a Johnson Line Shaft Drive 


A Battery of Twelve Light Presses all on a Bench about 
=» 30 x5’. Johnson Friction Clutches 
within Circles. 





Iilustration by courtesy of New Departure Mfg. Ce show- 
bench presses in peration at their Elmwood plant 


Johnson clutches are especially made for medium 
and light power. ef 

All working 
parts are en- 
closed. 

No protruding parts 
to catch and cause 
accidents. 






Dealers wanted in 
some of the large 
cities. 


Write for Catalog D-R Single Clutch Broken 


Away 


THE CARLYLE JOHNSON MACHINE CO. mancuester conn 








Endorsed by Health Officials 


Insist on BLUE GRASS 














For Blue Grass Sanitary Wipers are safe for 
handling—they’re washed in pure boiling water 
and disinfected and sterilized in powerful chem- 
icals. That’s the big point. 


Mill Supply and Hardware Jobbers, write us for 
special proposition on this high grade line of 
Sanitary Wiping Cloths. 


Jobbers have our full co-operation. 


LOUISVILLE SANITARY WIPERS CO., Inc. 


Manufacturers 
Louisville, Kentucky 
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Important Decree on Association Activities 


Federal Judge Defines Acts Which Trade Organizations Are 
Prohibited From Doing as Well as Those Which Are Permissible 


In a consent decree handed down by Judge John C. 
Knox in the federal court in New York January 3, a 
code of principles for the guidance of trade associations 
is presented. The decree was entered in a suit brought 
by the federal government against the Gypsum Indus- 
tries Association, including all important gypsum manu- 
facturing companies in the United States. It makes 
clear that trade associations are forbidden by the Sher- 
man law to fix prices or keep them uniform, to divide 
up the territory, curtail production or blacklist dealers. 
Here are the specific acts that the association in this 
case is enjoined from doing: 

Agreeing to fix or establish among themselves 
the prices to be charged for gypsum products. 

Agreeing among themselves in any manner whatsoever 
to charge purchasers of gypsum products uniform prices, 
or doing by agreement any act or acts which will result 
in maintaining uniform prices. 

Agreeing among themselves in any manner whatsoever 
to advance or decrease prices for their products to pur 
chasers thereof. 

Agreeing among themselves in any manner whatso- 
ever to advise or communicate with one another as to 
proposed advances or decreases in prices for their prod- 
ucts to purchasers thereof, or agreeing among themselves 
in any manner whatsoever to circulate among themselves, 
in any way, information concerning or relating to such 
proposed advances or decreases, or to the prices charged 
or to be charged. 

Doing any act or acts by agreement among themselves 
which will result in advising or communicating with one 
another as to proposed advances or decreases in prices 
for their products to purchasers thereof, or in circulat- 
ing by agreement among themselves information con- 
cerning or relating to such proposed advances or de- 
creases. 

Agreeing among themselves in any manner whatso- 
ever to limit, curtail, restrict, or otherwise control the 
amount of said product to be produced for manufacture 
at any time by any or all of the defendants, or by doing 
by agreement among themselves any act or acts which 
will limit, curtail, restrict or otherwise control the pro- 
duction or manufacture of said products by any or all 
of the said defendants, such as the withdrawal of sales- 
men from a certain territory over stipulated periods. 

Agreeing among themselves in any manner whatso- 
ever as to the territory in which any or all the defend- 
ants may sell or otherwise dispose of their products. 

\greeing among themselves in any manner whatso- 
ever to effect any discrimination of any character, 
whether in prices charged or otherwise in favor of or 
against any purchaser of their products by reason of the 
fact that such purchaser is a mail order house, purchas- 
ing agency, co-operative buying association or so-called 
“dealer,” or for any other reason, or doing any act by 
agreement among themselves to effectuate any such dis- 
crimination in favor of or against any purchaser for any 
reason, except of course that each defendant may inde- 
pendently of other defendants select his or its own cus- 
tomers and dispose of his or its products to such persons 
and on such terms as he or it may choose. 

Agreeing among themselves to use a published credit 
list and credit information for the purpose of blacklist- 


ing an undesirable purchaser or for the purpose of put- 
ting the name of the purchaser on such list with the in- 
tent of the manufacturer who submits the name reserv- 
ing the purchaser’s business for himself. 

Agreeing to fix, establish, or maintain by agreement 
among themselves the terms, differentials, discounts or 
prices which should be followed by a dealer, jobber, or 
other middleman upon his resale to a consumer or by 
any such agreement the uniform discounts which should 
be subtracted by each manufacturer, as an inducement 
for cash payment. 

Agreeing among themselves to adopt or follow any 
price list, published or compiled, by themselves or by any 
newspaper, trade paper or periodical as a fixed price. 

Agreeing among themselves to enforce any arbitrary 
freight rates in excess of those lawfully made. 

\greeing among themselves to enforce that certain in- 
dividual manufacturers engage in the manufacture of a 
certain gypsum product of a certain definite composition, 
and that all other manufacturers desist from manufac- 
turing a product of such composition. 

Aiding or abetting or assisting individually or collec- 
tively others to do all or any of the matters herein set 
forth and enjoined and restrained herein. 

In addition to setting forth the above fourteen prohi- 
bitions, the decree lists the following activities of trade 
associations as lawful and permissible: 

To advance or promote the use of products by all legi- 
timate and lawful means, including research, publicity, 
advertisement and any other activities of this character. 

To deal with engineering and trade problems pertinent 
to the industry for the purpose of advancing the use of 
the products. 

To carry on educational work pertinent to the industry 
by fellowships in various schools and colleges for re- 
search; experimental and research work in and through 
institutions of learning, scientific bureaus and societies; 
and to provide for lectures and the writing and reading 
of papers upon subjects pertaining to the industry. 

To maintain a traffic bureau to furnish traffic informa- 
tion upon specific requests in each case from published 
freight tariffs lawfully issued by the carriers and to as- 
sist the industry in transportation questions before fed- 
eral and state commissions and other bodies dealing with 
questions of transportation and with common carriers. 

To deal with improved methods of plant and mine op- 
eration, including sanitation, safety appliances, accident 
prevention, labor, plant and mine development, housing 
conditions, insurance and methods of accounting. 

To maintain a credit bureau for the sole purpose of 
furnishing credit information. 


oh aa 


Power Pump Industry Figures 

Manufacturers of steam and power pumps in the 
United States had a total production in 1921 valued at 
$47,239,000, according to census bureau reports. The 
cost of materials used in this manufacturing was $18, 
676,000. The industry employed 11,409 persons. The 
census listed 136 establishments engaged in this field. 
The reports show an increase of 23 in the number of 
companies over the year 1919. 
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{MR. SUPPLY DEALER—We have been engaged in the ni 
Pulley business for 40 years, and we know a great deal more 
about making good pulleys than many other concerns. 
TOUR POLICY in building Wood Split Pulleys is: Cheap- in 
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Clutches 


This split-steel sleeve which covers the places The Business Builders 
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In covering the hills and gullies, this sleeve also prevents future wear on rofits are made b 
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the shaft, which, as you know, is softer steel the Dealer when he 
This split-steel sleeve advantage alone (and there are seven others) has ° e : ° 
influenced thousands ie coment to adopt "Sells Roller earings. a yb we a. _ name Moore a ae 
A few installations oroug y reliable goods. a synonym 
Millers Milling Company Borden Condensed Milk Company Friction Clutches play an wares. In fact, some of 
Aunt Jemima Mille Company Dodge Brothers important part in the our Clutches have been 
rench, Scnr rner . . ° 
United Shoe Machinery Company Sere" cawin Compuay business of the Mill Sup- ae for df .* 25 
Zaswtaae fateaiiores Cheaties Thornhill Weses Company ply Dealer. And it is = and are still holding 
Co. (25 plants) The American Fo oe Co. a very easy matter to ° ' 
Babcock & Wilcox Mfg. Company Macwhyte Company handl yoy 4 h h Now Mr. Mill Supply Deal- 
andle utches that have th xt tim ou get out 
Wouldn’t the fact that these nationally-known conoerns have installed ra . er, e next ey g 
Sells Roller Bearings cause you to look into them—talk to our ae gained a reputation for amongst i‘ cade, at oe a 
But let’s get things started now—today, for the longer you put it 5 <a specia effort to *‘Moore- 
the greater hole is friction digging into your onal pile, or the more ay and dependabil Whiteize” those prospective 
kilowatt consumption is being piled on your power bill. ity. Clutch users whom you meet. 
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Catalogs and House Organs 


Valuable Information For Distributors in Current Trade Litcrature 


W. A. Jones Foundry & Machine Company, Chicago, 
now has ready for distribution a new spur gear speed 
reducer catalog, No. 26, containing information of ex- 
ceptional yalue to engineers, master mechanics, superin- 
tendents, jobbers and all others interested in mechanical 
drives for factories, mills or mines. The catalog con- 
tains a treatise on speed reduction drives, embodying 
both technical and practical information, descriptive mat- 
ter and illustrations of typical drives. It also contains 
reproductions of photographs showing reducer drives in 
many large industrial plants. Dimensions, weights and 
horsepower ratings for complete speed reduction sets are 
shown. The company will send copies of the new catalog 
to readers of Mitt Supriirs who request them. Re- 
quests should be made on business stationery, giving 
name and title of individual to facilitate delivery. 

National Tube Company, Pittsburgh, has published an 
interesting bulletin on “The Protection of Pipe Against 
Internal Corrosion.” The bulletin deals chiefly with a 
discussion of the dominating influence of oxygen as a 
cause of corrosion, and the results obtained from de- 
activating of water and de-aerating. The bulletin draws 
the conclusion that while the laws underlying corrosion 
are now fairly well established, the economic application 
of these laws requires a detailed knowledge of existing 
conditions interpreted in the light of previous experience 
as in all engineering development. Much vet remains to 
be done in perfecting details, but the results already ob- 
tained are sufficient to indicate the permanent benefits 
to be derived through the application of these principles. 

Indianapolis Brush & Broom Mfg. Company, Indianap- 
olis, has been distributing a striking two-color circular 
announcing the beginning of an advertising campaign 
designed to build up the business of the company through 
its jobbers. Five business papers, MILL Suppcies in- 
cluded, will be used each month to carry the story of 
Capital brooms and brushes. The company stresses the 
point that during the campaign it will never make a bid 
for direct sales, but all inquiries resulting from adver- 
tising will be forwarded to the jobbers nearest the pros- 
pective buyers. The company will also follow the in- 
quiry by mail, and so endeavor to make it easier for the 
jobber’s salesman to close the order when he follows up 
the lead. 

The Eastern Machine Screw Corporation, New Ha- 
ven, Conn., manufacturer of self opening die heads, 
announces the publication of a pocket size edition of the 
company’s 96 page catalog of self-opening die heads. 
The book contains 56 illustrations and describes in 
an interesting manner the design, workmanship and 
adaptability of the die heads. It also contains infor- 
mation and tables of value to persons interested in cut- 
ting threads. 

The Alexander Milburn Company, Baltimore, has 
published a 24-page miniature catalog of its line of 
welding and cutting apparatus. Copies will be sup- 
plied to readers of MILL Suppiits on request. 

The Walworth Manufacturing Company’s house or- 
gan devoted its January issue largely to a study of the 
shoe industry. It contains, however, several short ar- 
ticles of general interest, among them one which de- 
scribes in a most illuminative manner just what sur- 
plus means in business, and why so many corporations 


are issuing stock dividends to distribute surplus carn- 
ings. 

The Bristol Company, Waterbury, Conn., has issued 
two new bulletins, No. 713 and No. 811. The first is 
on the company’s steel belt lacing, and is an illustrated 
story on first aid to a broken belt. The other de- 
scribes and illustrates the company’s patented safety 
set screws. The company has also published a new 
catalog, No. 712, on its complete line of belt fasteners, 
belt hooks and rivet extractors. It contains 40 pages 
of illustrations, descriptions and price lists. 

to 


SOME REAL ENCOURAGEMENT 


Jobbers Express Appreciation of Good Work Which Is Being Done 


By “Mill Supplies” in Their Behalf. 

Expressions of appreciation of the work being done 
by Mitt Supptits in spreading the message of jobber 
distribution, have recently been received in encourag- 
ing numbers. As all of these complimentary remarks 
were entirely voluntary, they constitute genuine tes- 
timonials to the standing of MILL Supplies in its par- 
ticular field. 

“We appreciate the aid vou have rendered the job- 
bers throughout the country in the past,” one big In- 
diana jobber writes, “and wish you ‘more power’ in 
the future.” 

From Georgia came the following pleasant message 
of cheer: “I wish to commend vour efforts to aid the 
jobber by impressing the manufacturer with the value 
of mill supply distributors. This is fine work any way 
you view it.” 

“MILL SUPPLIES is passed around to every executive 
in our company and is very thoroughly enjoyed,” is 
the tribute from a Florida jobber. 

A prominent Detroit jobber stated: “Our copy of 
MIL Suppuires is read by at least eight persons in our 
organization. When the magazine arrives, it is read 
by myself and then passed from one to another.” 

The above are but a few of the many statements of 
similar import received in letter from jobbers during 
the past few weeks. Many manufacturers, too, have 
voluntarily expressed opinions about the paper. Here 
are specimens of the “bouquets” received, one from a 
Baltimore manufacturer and the other from a promi- 
nent Philadelphia company : 

“Tl have only the highest praise for your journal and 
think it very interesting.” 

“Your publication is always very attractively 
printed, and we are very well pleased with its general 
appearance and contents.” 

tor 
New Territory and Salesman 

Sterling Machinery Co., Tacoma, Wash., distribu- 
tor of sawmill and mining machinery, machine tools 
and mill supplies, held its annual meeting in January 
and re-elected all its old officers. The company has 
extended its territory into southwestern Washington 
and has added an extra salesman to its organization 
this section. The officers re-elected are: 
president, B. R. Lewis: secretary and treasurer, L. L. 
Schauble. The company was organized in 1914 and 
incorporated in 1916. It is capitalized at $100,000, 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 








The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 


weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 
removed in an instant. 


The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 





JOS. A. VOGEL COMPANY 


Wilmington, Delaware 
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Our Specialties are sold to Jobbers only 


Hanna “Ball Joint” 
Pipe Hanger 


is the : 


Gime © T 
tronges 


hanger ever made. 


Crescent Universal 
Woodworkers 


you do not have to cut the price 
to get orders for CRESCENT machines. 
CRESCENT prices are made at the factory, 
and are as low as is consistent with building 
strictly high grade wood working equip- 
ment. Your customers want CRESCENT 
quality and are willing to pay for it. Send us 
more orders and we will show you that the 
machines make good. 


a UNXEENEYASUCANIT LERTUEATASTILITY UNREAL LUTEEAEAT OUT UAAYAAESAIES AN 17 UE UXUXETEILI AEREAEELALEIIIIY 


Send today for catalog giving complete description of our band 


if = saws, saw tables, jointers, shapers, planers, borers, planer and 
qN ote the ball ana . | matchers, swing saws, disk grinder, cut off table, hollow chisel 
socket joint. mortiser, variety wood worker, universal wood workers. | 


@Hanger can swing in 
any direction. 

QNot necessary to re- 
move hanger to raise 
or lower pipe. | 







Crescent Machine Co. 
96 Columbia Street 


LEETONIA OHIO 


RRLULULEEEAAAEAE CURE EAEE AEE AE AE AEA EAAAAE SEE EAE SEERA ECE LEAECEEE UAE EEE LELIEELE AR) 


Write for 
*“‘Our Silent Salesman” 


The Penn Engineering Co. 
Philadelphia, Pa. i 


a 
Cinna ] 




















When writing to Advertisers please mention Mitt Supp.ies 
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INTENSIVE SALES CAMPAIGN 
Miami Jobber Has Laid Plans for Making 1923 the Banner Year 
in the Company’s History 

J. T. Weathers Co., Inc., Miami, Fla., jobber of mill 
and factory supplies, petroleum products and mechan- 
ical rubber goods, at its annual meeting January 8 
made plans for a very intensive selling campaign dur- 
ing the succeeding months of 1923. The old officers 
of the company were all re-elected as follows: 


presi- 
dent and general manager, W. R. Hutchison; vice- 
president, J. L. Boring; secretary-treasurer, Paul L. 


Robertson. 

In announcing the decision to make 1923 a banner 
one in the company’s history, President Hutchison 
states: “Our mechanical rubber goods and mill sup- 
ply department will hereafter be directed by D. EF. 
MeMann, formerly of the Goodyear Tire & Rubber 
Company, Inc., and for the past two years in our em 
ploy as a salesman. We have promoted Mr. McMann 
because he has made good in his two years with us. 

“The commercial truck tire department will be in 
charge of our vice-president, J. L. Boring. Accounts, 
credits and collections will be handled by Paul L. 
With a well or 
ganized sales force we believe that this year will prove 
the best in our history. We intend to push the follow- 
ing lines this vear: Veedol lubricants, Tiolene motor 
oils, Triplexd gasoline hose, Goodyear mechanical rub 
ber goods, Promet bearing metal, Alligator steel lace, 
Chicago Rawhide lacing, Royal cotton waste, together 
with a complete line of the smaller items in brass 
goods, asbestos gaskets and similar products. It may 
interest you to know that MILL Suppiirs is passed 
around to every executive in our company and is thor- 
oughly enjoyed.” 

J. T. Weathers Co. was established in 1913 and two 
years ago was incorporated as J. T. Weathers Co., 
Inc. The company’s address is 36 N. W. First strect, 
Miami. Its territory takes in Florida from Ft. Pierce 
to Key West. The company is capitalized at $50,000. 


ee 


DECISION ON WHOLESALER’S RIGHT 


Fernley Supply & 


{ssociation of Important Ruling 


Robertson, secretary and treasurer. 


Secretary Advises Members of National 


Machinery Dealers’ 
Copies of a recent decision of the United States 
court of appeals, holding that a wholesaler has a legal 
right to refuse to buy from a manufacturer who sells 
to classes of trade not approved by the wholesaler, 
have been distributed to members of the National Sup- 
ply and Machinery Dealers’ Association. Secretary 
Thomas A. Fernley made the following statement to 
members relative to the decision: 

“Numerous legal decisions in recent years concern- 
ing the relations between manufacturers, wholesalers, 
retailers, collective buying syndicates and others have 
served to confuse, in the minds of many, the rights of 
buyer and seller. , 

“There are two points which are generally consid 
ered as being indisputable. First, a seller has the right 
to sell or to refuse to sell as he may sce fit. Second, 
the buyer has likewise the right to buy or not to buy 
as he chooses. : , 

“In a case decided a few months ago, the United 
States circuit court of appeals held that the individual 
wholesaler has a legal right to buy from a manufac 
turer, because of the fact that the manufacturer sells 


collective buying houses, or chain stores or other 


classes Of trade not approved by the individual whole- 
saler. ; 

“All recent decisions indicate that individually the 
manufacturer, the wholesaler and the retailer have the 
right to buy or not to buy, to sell or not to sell as they 
may see fit. It should be borne in mind, however, 
that the law specifically forbids two or more firms or 
corporations co-operating in any manner which has 
the effect of restraining the free flow of merchandise. 

“Numerous decisions have held that what is law 
ful when done by one party, is often illegal when two 
or more act in concert. Decisions on this point em- 
phasize that two or more cannot lawfully combine on 
price or in an effort to prevent another from obtain- 
ing merchandise.” 

tee 


IS MERELY CHANGE OF NAME 


Simonds Saw and Steel Company Organized and Has Taken Over 
All Assets of Simonds Mfg. Co. 

The Simonds Saw and Steel Company, Fitchburg, 
Mass., a new corporation organized under the laws of the 
state of Massachusetts, has acquired all the assets of the 
Simonds Manufacturing Company, including the capital 
stock of its several subsidiary companies. The latter will 
be continued as in the past as separate organizations. 
Alvan T. Simonds is president of the new corporation, 
and Harlan K. Simonds is treasurer. 

The company issued the following statement in con- 
nection with the change: ‘‘The name of the new cor- 
poration gives a better idea of the nature of the busi- 
ness conducted, and is also less liable to be confused with 
somewhat similar names of other companies in the gen- 
eral field. Personnel, officers, factories, and 
branch houses will continue to operate for the Simonds 
Saw and Steel Company as they have in the past for 
Simonds Manufacturing Company.” 


business 


The Simonds Saw and Steel Company operates fac- 
tories at Fitchburg and Chicago, and a steel mill at Lock- 
port, N. Y.; branch houses at New York, Detroit, Mem- 
phis, San Francisco, Portland, Ore., Seattle ; the Simonds 
Manufacturing Company, Limited, New Orleans; 
Simonds File Company, Fitchburg; the Simonds Can- 
ada Saw Company, Limited, with factory at Montreal; 
and branch houses at Vancouver, B. C., and St. John, 
N. B. It also operates Simonds Saws, Limited, London, 
england. 

The Simonds business was established in 1832 at Fitch- 
burg. In 1864 it was organized as Simonds Bros. Com- 
pany, and in 1868 was incorporated as the Simonds Man- 
ufacturing Company, under which name it has con- 
tinued until the present change. The company’s prod- 
ucts include saws, machine knives, files, hack saw blades, 
sheet and bar steel, tool holder bits and other products. 

~+o> 


Gear Manufacturers Convene 

The seventh annual meeting of the American Gear 
Manufacturers’ Association will be held at Hotel 
Cleveland, Cleveland, Ohio, April 19, 20 and 21. The 
detailed program for this meeting is being prepared 
by a committee and will be announced as soon as it 
is completed. At a recent meeting of the executive 
committee of the association, A. W. Copeland, presi 
dent of the Detroit Gear and Machine Company, was 
elected to fill the vacancy on the committee caused by 
the death of John B. Foote, president of the Foote 
Brothers Gear and Machine Company, Chicago. 
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We have customers who have been buying from 
us for thirty-five years. Better join our family. 


The next time you need any Engine and Boiler Trimmings, Plumbers’ 
Supplies, Water Gauges, Gauge Cocks, Air Cocks, Steam and Gas Serv- 


ice Cocks, Bibbs, Basin Cocks, Brass Fittings, etc.. mail your order to 


THE McRAE & ROBERTS CO. DETROIT, MICHIGAN 


Long Distance Phone-—Cedar 74 











Cover Removed 


The Pickering Governor 


ADAPTED TO GAS ENGINE CONTROL 


To meet the growing demand for equipment that will properly regulate 
Gasoline Engines, we have worked out a Governor that is giving excellent satisfac- 
tion and with marked operating economies. 


For Stationary service, the open type is thoroughly practical; while for outdoor 
work or where Power Plant operates in a dusty place, it would be better to recom- 
mend Governor with Hood to protect revolving parts—as illustrated herewith. 


Write for booklet and further information, as 
these Governors are creating great demand. 


a The Pickering Governor Co. Portland, Conn. 
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EVERY process in the manufacture of 
Alexander Belt, from the green hide 
to the finished belt, is especially de- 
signed for the production of belting of 
the highest quality. The processes of 
tanning, currying and belt makingcon- | 


sume approximately one year. 


Alexander Belt has been GOOD FOR FIFTY YEARS, 
and is now “BETTER THAN EVER” 


Alexander Brothers 


414 N. Third Street - Philadelphia, Pa. 


BRANCH OFFICES 


Chicago Detroit Grand Rapids 
Charlotte, N. C. Greenville, S.C. 
New Haven New York 


Distributors in all Principal Cities 
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ORGANIZED SW ARTWOUT COMPANY 


To Take Over Lines Formerly Produced by Ohio Body & Blower 


Co.,—-Latter to Make Auto Bodies Only 


The Swartwout Co., Cleveland, has been organized by 
D. K. Swartwout, formerly president of the Ohio Body 
& Blower Co., that city, and has taken over all the lines 
of the latter company with the exception of automobile 
bodies. The equipment used in the manufacture of the 
lines taken over has also been acquired., The Swartwout 





D. K. SWARTWOCT 


Co. has established a factory in the building on Euclid 
avenue formerly occupied by the Cleveland Milling 
Machine Co. It has also acquired the Orrville plant of 
the Ohio Body & Blower Co., and will operate this in 
addition to the Cleveland plant. The products of the 
company will include ventilators, core ovens, enameling 
ovens, steam specialties, exhaust heads, steam and oil 
separators, steam traps and feed water heaters. 

The officers of the Swartwout Co. are: President, 
D. K. Swartwout; vice-presidents, W. M. Pattison, 
president, W. M. Pattison Supply Co., and D. K. Swart- 
wout, Jr.; secretary and treasurer, W. E. Clement, for- 
merly secretary of the Ohio Body & Blower Co. The 
company’s capital stock will consist of $500,000 of 
8 per cent preferred stock and 50,000 shares of com- 
mon stock of no par value. The company will also issue 
$200,000 in 3-year debenture notes. 

The lines taken over by the new organization were de- 
veloped and manufactured for vears by the Ohio Blower 
Co. under the management of Mr. Swartwout. A few 
years ago the company was reorganized as the Ohio 
Body & Blower Co., automobile bodies being added to 
the products. The latest move is merely a friendly sep- 
aration of the two divisions. Practically all of the 
specialties were invented or developed by Mr. Swartwout. 


- —or 


New Senator Started Well 

Burton K. Wheeler, new United States Senator-elect 
from Montana, is a former emplove of the Chandler & 
Farquhar Company, Boston. He is a native of Massa- 
chusetts, and after completing a business training course 
entered the mill supply field. Later he decided to study 
law, was admitted to the bar of Montana, and has been 
a practicing lawyer in Butte since 1905. 


RECOGNIZE FAITHFUL SERVICE 


Arkansas Mill Supply Co. Increases Its Capital Stock to Allow 
Two Employes to Acquire Interest 

Increases in capital stock out of surplus earnings are 
common enough these days, when from all sections of 
the United States corporations are doubling, tripling, 
quadrupling, and even multiplying to the nth degree their 
capitalization. It remained for a mill supply house to 
furnish a different motive for an increase than the usual 
activating reason in present vogue. The Arkansas Mill 
Supply Co., Inc., Pine Bluff, Ark., is the company in 
question. The increase authorized is 10 per cent, and 
the reason is to allow two of the company’s employes 
to acquire an interest in the business in recognition of 
their faithful and efficient services. The beneficiaries of 
this recognition are J. W. Chidester, traveling salesman, 
and Lev H. Goodrich, secretary. 

The authorization of this increase of capital was 
granted at the annual meeting of the company held on 
Saturday, January 6. In addition to taking this action, 
the stockholders reelected all the old officers of the com- 
pany to serve during the present year. The company 
declared its usual dividend and added a_ substantial 
amount to its undivided profits account. 

Following the meeting William W. Taylor, president 
of the company, notified MILL Suppiires of the increase 
of capital and the reasons therefor, and made the follow- 
ing statement about his business: “Last year our sales 
showed an increase of 36 per cent, indicating a turnover 
of capital stock of about four and one half times, and 
inventory stock nearly three times. The accounts 
charged off as uncollectible, equal one half of one per 
cent of sales. The indications among the industrial con- 
cerns of Arkansas are for an increase over any period 
since the close of the war.” 

Arkansas Mill Supply Co., was incorporated in 1912. 
Its capital stock was $60,000. The company carries a 
complete line of mill, factory and railroad supplies and 
machinery, its territory comprising southern Arkansas, 
northern Louisiana and eastern Okahloma. It has an 
average stock of supplies valued at $100,000, and employs 
two outside salesmen. The officers of the company are: 
president, William W. Taylor; vice-president, S. G. 
Seabrook ; secretary-treasurer, Lev H. Goodrich; busi- 
ness manager and buyer, L. T. Rucks. 

HO 
NEW LIST PRICES ON VALVES 
Changes Announced to the Trade Became Effective January 1 and 
Were Made to Correct Inequalities 

New list prices on radiator valves and elbows became 
effective January 1, 1923, according to notices distrib- 
uted to the trade. The changes in the old lists are said 
to have been made in order to correct inequalities which 
for some time have existed among the several sizes and 
groups of this line. The old price lists were established 
many years ago, and have not taken account of the 
changed conditions in the industry. Practically all man- 
ufacturers of radiator valves are concurring in the adop- 
tion and distribution of the new lists. The new prices: 

Steam radiator valve, angle type with union, composition disc— 
1%”, $3.70 each; 34”, $4.30; 1”, $5.10; 114”, $6.40; 11%4”, $8.40; 
2”’, $13.60. 

Steam radiator valve, corner type, with union, composition 
disc—4", $4.10; 34”, $4.75; 1”, $5.60; 134”, $7.05: 114”, $9.25; 
2”, $15.00. 

Hot water radiator valve, angle type, with union—™%”, $3.25; 

4, $o.703 1”, $4.50; 134", $5.75; 132", $7.30; 2 , SIZ00. 

Union elbows—%4”, $1.75; 34”, $2.00; 1”, $2.50; 114”, 
134%, $4.25; 2°, $7.20. 


$3.30; 
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Released Sections 


Types of Drives 
Rules and Ratings 
Care and Operation 


Care and Operation— 


(Contd. ) 
V and Round Belting 


Operating Costs of 
Belts 


Selecting the Right Belt 


























A Handy Handbook 


you buy belting, if you have belting to care for, 
if you want to know more about belting, if you 
come into contact with belting problems in 


any form you will want a copy of Schieren’s Belting 
Handbook. 


This booket will be sent free to all who are inter- 
ested in the subject of belting and its application for 
power transmission. 


Seven sections, covering the subjects listed are now 
available together with a loose leaf cover. Write and 
ask for them. Your name will then be put on our 
mailing list to receive subsequent sections as soon as 
they are released. 






Address 
,/ 9° TANNERS 
BELT MANUFACTURERS 
Main Office and Factory: Tanneries: 


42 Ferry St., New York Bristol, Tenn. 


Distributing Branches and Dealers in All Leading Citirs 

















When writing to Advertisers please mention Mitt Surriies 














HAUL, 


SUPPLIES 














@? ri By. 


SUPP LIE 
© 








PERSONALS 
G. M. Horton has resigned as general manager of the 
Cisco Machine Tool Co., Cincinnati, a position he has held 


since the incorporation of the company. 

Frederick E. Brown, 
Cube Co., Pittsburgh, 
president of the 


National 
and vice- 


assistant to vice-president, 
has been elected a director 
Pittsburgh Knife & aes ge Co. 
Howard Evans, formerly associated with Whitney & Ford, 
Chicago, has been elected vice-president of George B. Lim- 
bert & Co., that city, dealers in pipe and fittings. 

kdward DP. Welles, president, Charles H. Besly & Co., 
Chicago, distributor of mill, machinery and railroad supplies, 
is a director of the Chicago Association of Commerce for 
1923. 

Ralph L. 
the Warner 
late H. L. 


ritory : 


Glaser is now New 
& Swasey Co., 
Kinsley, under 


England district manager of 
Cleveland. He succeeded the 
whom he served in the same ter- 


George D. 
and Supplies 
trip to South 
March 

Kk. H. Warner, formerly connected with the Fairbanks Co., 
has been appointed manager of the New York office of the 
Foster Machine Co., Elkhart, Ind. His headquarters are at 
30 Church street. 

Jules N. 


Mellvaine, secretary-treasurer, The National Pipe 
\ssociation, Pittsburgh, leaves February 3 on a 
\merica. He expects to return the latter part of 


Winsten has been appointed a representative of 


the Consolidated Tool Works, Ine., New York, and will 
travel in Middle Western territory for that company He 
was formerly with the Bancroft Corporation, Worcester, 
Mass. 

Fitch S. Bosworth, formerly manager of the St. Louis 
office of the Chain Belt Co., Milwaukee, has been appointed 
manager of the company’s Chicago office. He is succeeded 


in St. Louis by Thomas F. Scannell, formerly of the Chicago 


office. 

L. R. Phillips, formerly 
Co. in St. 
office of 
Detroit 
Chicago. 

Carl A. Johnson, 
Wis., was recently 
Manufacturers’ Association. 
dent, Fairbanks, Morse 
organization. 


National Tube 
with the Chicago 
sales manager of the 
with headquarters in 


associated with the 
Louis territory and previously 
that company, is now district 
Seamless Steel Tubes Co., 


president, Gisholt 
re-clected 


Machine Co., 
president of the 
George B. Ingersoll, 
& Co., Beloit, is 


Madison, 
Wisconsin 
vice-presi- 
treasurer of the 


H. S. Huncke has been appointed representative in middle 
west territory for the Union Mfg. Co., New Britain, 
His headquarters will be at 25 South Jefferson 
cago. The late Marcellus L. Burley formerly 
territory direct from the factory. 


Conn. 
street, Chi- 
covered this 
R. R. Gore, formerly connected with the Fairbanks Co., 
Baltimore, as manager of the supply department, 
ized the Sales & Engineering Co., 
South Broadway, Baltimore. 


has organ- 
with headquarters at 14 
The company will act as Balti- 


more and Washington agent for several manufacturers, 
including the New Process Twist Drill Co., Taunton, Mass. 

P. I. Rhoades, for 20 years connected with the Bourne- 
Fuller Co., Cleveland, has been appointed Cleveland district 
sales manager of the Williamsport Wire Rope Co., which 
has opened a sales office and warchouse at 1535 East Fifty- 
fifth street. Harry C. Williamson, formerly with the Betz- 
Pierce Steel Co., Cleveland, will be associated with Mr. 


Rhoades in the territory. 
William P. 


ning, Maxwell 


Bradbury, who has been 
& Moore, Inc., for 


associated with Man- 
over 20 vears, has been 


appointed sales manager of the company’s affiliated brass 
“oods industries, the Ashcroft Manufacturing Co., The Con- 
solidated Safety Valve Co., The Hancock Inspirator Co., 
and The Hayden & Derby Manufacturing Co. His head- 
quarters will be at the company’s New York offices. 

M. W. Zeman, formerly European sales director of the 
Osborn Mfg. Co., Cleveland, has been appointed sales man- 
ager of the company’s molding machine division, succeeding 
H. R. Atwater. The latter resigned because of ill health 
and will take a rest to recuperate. He will, however, continue 
as vice-president of the company, and later hopes to be able 
to take charge of the Pacific coast sales. Mr. Zeman has 
been connected with the Osborn Mfg. Co. since 1912, and 
has been in Europe for the past three years. 


FACTORY ADDITIONS 


The town of Trenton, Mo., plans waterw orks improvements 
at an estimated cost of $175,000. 
Lubricating Co., Vittsbureh, has ac- 
plant extensions. 


The Pennsylvania 
quired property for 
The United States Can Co., 


Cincinnati, is building a three- 


story addition at an estimated cost of $100,000. 
Elliott Addressing Machine Co., Cambridge, Mass., has 


awarded a contract for a four-story plant addition. 

The Oak Cliff Paper Mills, Inc., Dallas, Texas, plans to 
build an addition to its plant at an estimated cost of $150,000 

The Jamestown Metal Desk Co., Jamestown, a a 
building a one-story addition at an estimated cost of $50,000 

The Rice Box & Basket Co., English, Ind., plans to rebuild 
its plant at an estimated cost of $100,000, including machin- 
ery. 

The Jamestown Iron Works, Jamestown, N. Y., plans to 
rebuild its machine shop and foundry recently destroyed by 
iire. 

The Virginia Polytechnic Institute, Blacksburg, Va., will 
build a central power house addition at an estimated cost ot 
$50,000. 

The Marion Construction Co., Fairview, W. Va., plans to 
rebuild its planing mill recently destroyed with loss estimated 
at $60,000. 

The Ozark Stave & Timber Co., Star 
rebuild its mill recently destroyed by fire 
at $75,000. 

The Western Clock Co., La Salle, 
story and basement plant at Peru, 
of $250,000. 

The Chicago Nipple Mfg. Co., Chicago, 
sidering plans for a one-story 
branch plant. 

The Sheldon Axle & Spring Co., Wilkesbarre, VPa., wi!l 
build a one-story plant at Edwardsville, Ill, at an estimated 
cost of $35,000. 

The Western Electric Co., Hawthorne, Ill, plans to build 
a one-story machine shop addition to its plant at an estimated 


City, Ark., plans to 
with loss estimated 


Ill., will build a two- 
Ill., at an estimated cost 


is said to be con- 
addition to its Baltimore 


cost of $100,000. 
The Hanson Clutch & Machinery Co., Tiffin, Ohio, manu- 


facturer of friction clutch appliances, is building a new addi- 
tion to its factory. 

C. Deutermann & Son Ice Co., White Plains, N. Y., 
build an addition to its ice manufacturing plant at an 
mated cost of $60,000. 


will 


esti- 


The Southern Paper Co., Moss Point, Miss., will build a 
new pulp and paper mill unit at its plant to increase its out 
put by 100 tons a day. 
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Above illustrations show comparative sises of an 800 page 714x10}%-inch New (National Standard) size catalog 


as against a 1200 page 6x9-inch former size. 


This new size, on which we are now offering service, allows the 


listing to better advantage of more goods in one-third less pages at a lower cost than the smaller size, and there- 


SERVICE 


Our Service consists of making your layout, securing the data and cuts, doing 
the compiling, setting the type, submitting proofs of same to you as well as the 
manufacturer for OK, printing and binding the catalogs. This Service also 
includes keeping your salesmen’s loose leaf catalogs continuously up-to-date by 
revising your pages immediately upon receipt of new data from manufacturers or 
information from our clients. This Service eliminates all your catalog troubles. 


fore, has proved of greater value. 


NATIONAL STANDARD SIZES 
We build to your individual requirements, Mill 
Supply, Machinery and Automotive Equipment Cata- 
logs in National Standard Sizes, of which the outside 
measurements are 714x10% inches, (type measure 
614x9 inches); also Hardware Catalogs in 8%4x11 


inches. 
UNIT SYSTEM 

Our Units consist of whole and half pages as well 
as Units of four to eight items to a page, from which 
you may build your entire layout as per your ideas 
and selection, enabling you to place in the hands of 
your clients an individual catalog illustrating the 
lines you handle exclusively. 





COMPILING STAFF 


We have associated with us experienced compilers 
in every line, one of whom, especially efficient in 
the lines you handle, will be placed at your disposal 
to make your layout and thereafter confine his efforts 
strictly to your work until your catalog is completed. 


INQUIRY INVITED 


We shall be very glad to write you more fully 
about our Service, mail samples of our work and 
furnish estimates, or—if preferred—have one of our 
representatives call ready to lay out your catalog. 
This places you under no obligation whatever. 








Cuneo-Henneberry Service Company 


451-455 W. Twenty-Second St. 


CHICAGO 
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The Evans Lead Co., Charleston, W. Va., is considering 
plans for the erection of two additional plant units at an 
estimated cost of $45,000. 

Burnham Mfg. Co., Charles City, Iowa, manufacturer of 
vehicles for children, plans to build a one and _ three-story 
addition at a cost of $55,000. 

The Standard Seamless Tube Co., 313 Sixth avenue, [itts- 
burgh, plans to build an addition to its Ambridge plant at 
an estimated cost of $75,000. 

Chevrolet Motor Co., Flint, Mich., is building a two-story 
addition to be used as an assembling plant. The estimated 
cost of the work is $950,000. 

The Mount Vernon Car Mig. Co., 
building a one-story addition at 
$250,000, including machinery. 


Mount Vernon, Mich., 
an estimated 


is cost of 

The American Metal Hose Co., 67 Jewelry street, Water- 
bury, Conn., is planning to build a three-story addition at 
an estimated cost of $150,000. 

The National Ice Co., San Francisco, will build a two- 
story addition to its plant on Fourth street, San Rafael, Cal., 
at an estimated cost of $100,000. 

The Public Service Electric Co., Newark, N. J., will build 
a three-story addition to its power plant at Point-No-Point 
at an estimated cost of $1,000,000, 

Dodge Brothers, Inc., Detroit, plans to build two large 
plant additions, one to be used as a parts department, the 
other for general operating service. 

Suburban Ice Co., Berwyn, Va., is building a two-story 
service and machine repair shop for company trucks and 
cars at an estimated cost of $55,000. 

The Studebaker Corporation, South Bend, reported to 
have mapped out a construction program for this year that 
will entail expenditures of $7,000,000. 

The George C. Whitney Co., Worcester, Mass., manutac- 
turer of paper products, will build a six-story addition to its 
plant at an estimated cost of $50,000. 

T. L. Smith Co., 1125 Thirty-second street, 
manufacturer of concrete mixers, is building a 
addition at an estimated cost of $40,000. 

The American Rule & Block Co., Menominee, Mich., is 
planning to rebuild the portion of its plant destroyed by 
recent fire with loss estimated at $100,000. 


Is 


Milwaukee, 
two-story 


Seyler Mfg. Co., Pittsburgh, manufacturer of brackets and 
other specialties, is building a plant addition which will add 
a total of 15,000 square feet of floor space. 

The Bangor & Aroostock Railroad Co., Bangor, Me., plans 
to build a one-story car construction and repair 
Houlton, Me., at an estimated cost of $60,000. 

The Holland Mfg. Co., Baltimore, manufacturer of tacks 
and nails, will soon begin construction of a four-story addi- 
tion to its plant at an estimated cost of $40,000. 

The Standard Electric Time Co., 81 Logan street, Spring- 
field, Mass., self-winding clock manufacturer, plans to build 
additions to its plant at an estimated cost of $100,000. 

The Fuller & Warren Co., Troy, N. Y., manufacturer of 
stoves and ranges, plans to rebuild the portion of its plant 
recently destroyed by fire with loss estimated at $60,000. 

The American Kardex Co., Main street, Tonawanda, N. Y., 
manufacturer of office filing devices, has received bids for a 
two-story addition to its plant at an estimated cost of $70,000. 


shop at 


The Sieg Co., Davenport, Iowa, manufacturer of pumping 
machinery and parts, plans to build a two-story and base- 
ment branch factory at Cedar Rapids at an estimated cost 
of $75,000. 

The C. J. Litscher Electric Co., 41 Market avenue, Grand 
Rapids, Mich., plans to rebuild its factory at a cost of $150,- 
000. The new structure will replace the building destroyed 
by recent fire. 

John Maneely, 247 West Twelfth street, Philadelphia, 
manufacturer of pipe and fittings, whose plant was partially 
destroyed by fire on January 7 with loss estimated at $100,- 
000, plans to rebuild. 

The Menlei Furniture Co., : 
Grand Rapids, Mich., plans to build a four-story plant 
adjoining its present factory. It will contain approximately 
20,000 square feet of floor space. 


600 Monroe street, N. W. 


The Empire Tinware Co., 333 South Fifth street, Brooklyn, 
will soon start construction of a factory addition which, it is 
estimated, will cost $35,000. The company is also planning 
improvements in its present works. 


Wilson Foundry & Machine Co., Pontiac, Mich., plans to 
rebuild the portion of its plant destroyed by recent fire which 
also damaged the adjoining plant owned by the Michigan 
Drop Forge Co. Total damage was estimated at $75,000. 

The Berkshire Products Co., Vittsfield, Mass., plans to 
build an addition to the J. & B. Co. plant which was acquired 
in the recent merger that company and the Berkshire 
Magneto Co. The estimated cost of the addition is $75,000. 

The Wico Electric Co., Liberty street, Springfield, Mass., 
manufacturer of magnetos and other electrical equipment, 
will build plant additions this spring. The company expects 
to occupy its first unit, now construction, about 
March 1. 

The Spillman Engineering Co., North Tonawanda, N. Y., 
manufacturer of caterpillar amusement machinery, is build- 
ing a one-story addition which will double its present floor 
area. The new section will be devoted primarily to machine 
shop work. 


of 


under 


The board of education, Newark, N. J., plans to expend 
$142,000 for additional equipment for the Seymour vocational 
school. Originally it was planned to expend a fund of 
$250,000, and of the original amount $108,000 has already 
been used. 


The Pittsburgh Plate Glass Co., Pittsburgh, which has a 
new branch factory at 213 Lake street, Milwaukee, plans to 
start a second unit this spring. Additional units which the 
company intends to ultimately build will bring the total cost 
of the improvements to $5,000,000. 

The Lexington Refrigerating & Storage Co., Baltimore, 
will remodel and install additional equipment in a plant 
recently purchased by the company at 516 West Lexington 
street. The estimated cost of the plant and additions is 
$350,000. The company is a recently organized one. 

NEW FACTORIES 

Mill City, Pa., is planning the erection of a new vocational 
school at an estimated cost of $60,000. 

The E. Nelson Mfg. Co., Waco, Texas, will 


build a 
planing mill at an estimated cost of $100,000. 


new 

The Hammond Lumber Co., Astoria, Ore., plans to erect a 
new mill at an estimated cost of $1,000,000. 

A. 1. Mathies, Springfield, IIl., plans to build a new ice-manu- 
facturing plant at an estimated cost of $75,000. 

The United Paper Co., Atlanta, plans to build a new five- 
story building at an estimated cost of $200,000. 

Great Bend, Kansas, will build a new high and manual 
training school at an estimated cost of $250,000. 

The Stonewall Ice Co., Greenville, S. C., will build a new ice- 
manufacturing plant at an estimated cost of $45,000. 

George Williams, Denver, plans to build a six-story automobile 
service and repair station at an estimated cost of $100,000. 

The Hopper Paper Co., Taylorville, Ill., a new company, will 
soon build a two-story mill at an estimated cost of $80,000. 

The Columbia River Paper Mills, Inc., Vancouver, Wash., 
plans to build a new plant at an estimated cost of $200,000. 

The National Cast Iron Pipe Co., Tarrant City, Ala., is build- 
ing a new one-story foundry at an estimated cost of $200,000. 

The McCormick-Armstrong Press, Wichita, Kansas, will 
build a new printing plant at an estimated cost of $100,000. 

Enola, Pa., also plans to install a manual training depart- 
ment in its new high school which, it is estimated, will cost 
$75,000. 

Ely, Minn., will install a vocational department in the new 


high school which to be built at an estimated cost of 
$600,000. 


is 


Swift & Co., Chicago, plan to build a new ice and cold 
storage plant at Clarinda, Iowa, at an estimated cost of 
$125,000. 

The Chicago and Eastern Illinois Railroad Co. plans to build 
a repair shop and roundhouse at Evansville, Ind., at a cost of 
$3,000,000. 

R. E. Wallace, 33 South State street, Wilkesbarre, Pa., 
planning to build a new two-story plant for manufacturing auto- 
mobile bodies. 


1s 


The Jointless Fire Brick Co., 1130 Clay street, Chicago, will 
build a new refractory plant at Trenton, N. J., at an estimated 
cost of $75,000. 


\ 
' 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 











Known the World Over as the 


“V-B” Belt 


For 
Transmission, Conveying and 
Elevating 
the Very Best Balata Belt Obtainable. 
We also Manufacture 
Special and Ampere Canvas Stitched Belt- 


ing and the Victor Endless Thresher and 
Tractor Belts 


Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 
167 N. Market st. Factories: Easton, Pa. 





MANUFACTURERS OF 


ASBESTOS CEMENT 


We offer to the trade at attractive prices, 
asbestos cements of the higher quality, which 
are efficient insulators and have large cover- 
ing capacities. 

Prompt shipments—car load or less—from 
our Chicago factory. 

Asbestos Paper, Millboard, Fibres, etc. 


WE CATER TO THE JOBBING TRADE 
Asbestos Products Company 


220 South State St. Chicago, Il. 








NON-SLIP PULLEY COVERING 





100% profit to the Jobber in distributing 
CAMPBELL’S Chicago Line Pulley Cover- 
ing. No trouble to apply and a ready seller. 
A liquid in connection with fabric. 


Write for Sales Proposition. 


CHICAGO PULLEY & SHAFTING CO. 
40 So. Clinton St., Chicago, Ill. 





Sweetland Chuck Service 


which we offer you provides 
for all chi k needs and is 
e height of offic iency. 







TTL 


HARDENED STEEL: f 
iatenag 5 4 


THE HOGGSON & PETTIS MFG. CO. 
NEW HAVEN, CONN. 





“The Strongest For Stopped Up or Frozen Plumbing 


Solvent Made” HERCULES 













KE macuse 92 © “4 

SS Drain Pipe Solvent 

| HERCULES | serves the purpose BEST. Stronger than any other 

\h ——— solvent made, it gives quicker and more came 

t action on the most difficult job. Backed b 

| qualified guarantee—SATISFACTION or Yur 

Money Back. HERCULES is in DEM . 
Progressive plumbers throughout the countr who 

| Raw preg souvett have found HERCULES “best by test’ wfll use 

S —_ no substitute. Supply this demand in yoy terri 


25% St oe tory. HERCULES is backed by natio 
"No man tising to the plumbing trade and sale 
ees ‘: . jobber helps. \ 
bees = 2 cold Cash in NOW on this established sales seryicf to the trade. 
wees Drop us a line today for our interesting j r proposition. 
HERCULES CHEMICAL CO., 440 Washington St.. New York 
Canadian Distributor: 
W. H. Cunningham & Hill, Ltd., 209 Riehmond st., Toronto, Ont. 


creating 


MANUFACTURERS OF 


OAK TANNED 
WATER PROOF, CHROME 
= 


AND 


LEATHER BELTING 





TAY ‘“AYLOR BELTING oviatenad 


iPatobt-Set- ole) bt mame bolo bt- tote t 











We Manufacture for the Jobbing Trade 





Flue Scrapers Flue Brushes 
Flue Cleaners 
Hot Water Heater Cleaners 
Wire Brushes Wire Brooms 


Send for OUR catalogue 





Pilley Packing & Flue Brush Mfg. Co. 


608 S. Third St. St. Louis, Mo. 





=e «= NXTE- 


ms 
a. « Ah 


(Gee) | UNYTE 


— CEMENT in PASTE FORM 

ms Jobbers of Plumb- 

4 = = pA? ing, Heating and 

| |. wHITLAM MFG. co. \ Mill Supplies every- 
}__-—»-: WADSWORTH, OHIO, U-5-A- a 

na where sell it exclu- 


~ satel sively. 
4. WHITLAM MFG. CO. 


Sole makers of “TYTE-UNYTE” 
WADSWORTH, OHIO, U. S. A. 
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The United Butchers’ Packing Co., 1152 Fulton street, Chi- 
cago, is building a four-story packing plant at an estimated 
cost of $125,000. 

The Keystone Macaroni Co., Lebanon, Pa., will build a one- 
story power plant in connection with its new factory at Eighth 
and Water streets. 

The Georgia Railway & Power Co., Atlanta, Ga., is plan- 
ning a number of power plant improvements at an estimated 
cost of $6,500,000. 

The Glosser Motor Car Co., Williamsport, Va., plans to 
build a new three-story machine shop and service station at 
a cost of $50,000. 

The International Railway Co., 
shops destroyed by recent fire. 
buildings is $250,000. 


Butfalo, will rebuild its car 
The estimated cost of the new 


The town of Jersey Shore, Pa., will install a manual train- 
ing department in the new high school which is to be built 
at a cost of $150,000. 

The New State Ice Co., Oklahoma City, Mo., plans to build 
a new ice-manufacturing and cold storage plant at an esti- 
mated cost of $50,000. 

The E. V. Stratton Motors Co., Albany, N. Y., plans to 
Inild a new seven-story service and repair building at an esti- 
mated cost of $250,000. 

The Electric Machinery & Mfg. Co., 
strects, N. E Minneapolis, 
its proposed new plant. 


Thirteenth and Tyler 
Minn., will call for new bids for 


The Brown Shoe Co., 1700 Washington avenue, St. Louis, 
plans to build a new branch plant at Umon City, Tenn., at an 
estimated cost of $200,000. 

The American Bag & Paper Co., 
hew seven-story 


Philadelphia, will build a 
plant at South and Bainbridge streets. Bids 
have already been received. 

The Watkins Mfg. Co., Wichita, Kansas, manufacturer of 
wireless equipment, plans to build a two-story factory at an 
estimated cost of $50,000. 

The Le Grand Mine Drill Works, Wilkes-Barre, Va., is 
building a new one-story plant at Edwardsville, Pa., at an 
estimated cost of $35,000. 

The Hannibal Garage & Machine Co., 106 Center street, 
Hannibal, Mo., is planning to build a two-story building at 
an estimated cost of $60,000. 

Louisiana State University, Baton Rouge, plans to build a 
new engineering and mechanical shop and power house at 
an estimated cost of $180,000. 

The Missouri-Kansas-Texas Railroad Co., St. Louis, will 
build a new engine house and repair shop at Franklin, Mo., 
at an estimated cost of $90,000. 

Oclwein, Iowa, is another community soon to have a new 
vocational high school, plans being prepared for a building 
at an estimated cost of $200,000. 

The Pressed Steel Mfg. Co., 20 West Jackson boulevard, 
Chicago, plans to build a new two-story factory at East Chi- 
cavo, Ind., at a cost of $700,000. 

The American National Co., Toledo, Ohio, manufacturer 
of vehicles for children, is building a new three-story factory 
at an estimated cost of $125,000. 

The Margerum Motor Co., York road, Vhiladelphia, is 
building a service and repair plant at Broad street and Sixty- 
fifth avenue at a cost of $80,000. 

The Maine Central Railroad Co., Portland, Maine, plans 
to build new car and locomotive shops in South Portland 
at an estimated cost of $1,000,000. 

The Tasty Baking Co., Philadelphia, will build a five-story 
plant at Hunting Park avenue and Twenty-eighth streets, that 
city, at an estimated cost of $100,000. 

The Superior Auto Accessories Co., 1342 Forbes street, 
Pittsburgh, is building a new one-story plant on Baum boule- 
vard at an estimated cost of $55,000. 

The Stationers’ Engraving Co., 319 North Albany avenue, 
Chicago, will build a new two-story factory at 3115 Carroll 
avenue at an estimated cost of $100,000. 

The Madras Marble Co., Sylacauga, Ala., plans to build a new 
finishing mill at an estimated cost of $55,000, including the cost 
of grinding, polishing and other machinery. 

The Bernard Gloekler Co., 1127 Penn avenue, Pittsburgh, 
manufacturer of refrigerating machinery, is building a new one- 
story plant in Erie, Pa., at a cost of $55,000. 


S. Kardon, Second and Vine streets, Philadelphia, manu- 
facturer of paper products, plans to build a new factory on 
South street at an estimated cost of $500,000. 

The Big Four Fluorspar & Ore Co., Farmers’ Bank build- 
ing, Pittsburgh, will build a mining and milling plant near 
Marion, Ky., at an estimated cost of $100,000. 

Abraham I, Epstein, 712 West Madison street, Chicago, 
plans to build an automobile service station at Morgan and 
Madison streets at an estimated cost of $150,000. 

The American Can Co., 120 Broadway, New York, is build- 
ing a four-story and basement branch plant at Indianapolis 
at an estimated cost of $300,000, including machinery. 

The Summers-Hermann Co., 906 South Third street, Louis- 
ville, Ky., plans to build a new automobile repair plant at Third 
and Breckenridge streets at an estimated cost of $120,000. 

The Lester Lumber Co., Martinsville, W. Va., plans to 
build a new plant to replace its works destroyed by fire. The 
estimated cost of the replacement program is $250,000. 

The Service Caster & Truck Co., Albion, Mich., manufac- 
turer of factory trucks and handling equipment, is building 
a new one-story factory at an estimated cost of $45,000. 

The Appalachian Flooring Co., Knoxville, Tenn., plans to 
build a new mill, to be electrically operated throughout. The 
company was recently organized with a capital of $150,000. 

The Layne & Bowler Pump Co., Chelsea avenue, Mem- 
phis, Tenn., manufacturer of pumping and screening equip- 
ment, will build a one-story branch plant at Linden, N. J. 

N. A. Strand & Co., 631 West Jackson boulevard, Chicago, 
manufacturers of vibrators, will build a two-story factory at 
\rgyle and Lincoln streets at an estimated cost of $50,000. 

The Air Reduction Co., New York City, plans to start soon 
on the construction of its new branch plant at Fayette and 
Eleventh streets, Baltimore, at an estimated cost of $150,000. 

The Guy A. Willey Motor Co., Broad and Vine streets, 
Philadelphia, will soon build a four-story service works at 
Thirticth and Market streets at an estimated cost of $150,000 

The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
is building a six-story branch plant at Jones avenue and 
Marietta street, Atlanta, Ga., at an estimated cost of $350,000. 

The John S. Gregory Ice & Coal Co., 159 Ridge street, Ke- 
nosha, Wis., is considering plans for the erection of an ice-manu- 
facturing and cold storage plant at an estimated cost of $90,000. 

Collier-Adams Co., Fourth street and Mitchell avenue, St. 
Joseph, Mo., manufacturer of millwork products, plans to 
build a new four-story factory at an estimated cost of $100,- 
O00. 

The Union Pacific Railroad Co., Omaha, Neb., will soon 
receive bids for the erection of new locomotive repair shops at 
Los Angeles. The estimated cost of the proposed structures is 
$700,000. 

The Electric Storage Battery Co., 1619 Walnut street, 
Kansas City, Mo., will soon build a one-story plant at Bel- 
mont boulevard and Anderson street at an estimated cost 
of $100,000. 

The H. M. Wade Mfg. Co., South Graham street, Char- 
lotte, N. C., manufacturer of store fixtures and show cases, 
plans to build a new four-story factory at an estimated cost 
of $150,000. 

The Brooklyn Edison Co., 360 Pearl street, Brooklyn, will 
soon decide on bids on contracts for a new power plant at 
Marshall street and Hudson avenue, which, it is estimated, 
will cost $10,000,000. 

The Baltimore Ice Mfg. Co., Lewis and Lexington streets, 
Baltimore, plans to erect a new one-story plant at an esti- 
mated cost of $130,000, including machinery. The company 
was recently organized. 

Henry Heide, 313 Greenwich street, New York, candy 
manufacturer, plans to build a new ten-story factory for the 
manufacture of licorice. It is estimated that the cost will 
be in excess of $400,000. 

The Bates Expanded Steel Truss Co., 208 South La Salle 
street, Chicago, manufacturer of steel poles for light and 
power wires, plans to erect a new factory at East Chicago, 
Ind., at a cost of $100,000. 

The Philadelphia & Reading Coal & Iron Co., Reading 
terminal, Philadelphia, plans to build a number of steam- 
operated power plants near Pottsville, Pa. 
will be started in the near future. 

The F. L. Smithe Machine Co., Eleventh avenue and 
Twenty-first street, New York, manufacturer of paper work- 


\t least five units 
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LUE RIBBO 
ELT DRESSING 


is sold only to the jobbing trade. Many of the best mill 
supply houses have sold it for years. Machine operators 
like it because it speeds up production. 


BLUE RIBBON is made in one-pound bars, packed in 
attractive cartons of 6, 12, 25, 50 or 72 pounds. Con- 
venient to stock. Every buyer of leather, rubber or can- 
vas belting is a prospective user. Blue Ribbon fulders 
with your imprint will help you sell. Write for jobbers’ 
prices. 


JOBBERS MANUFACTURING CO. 
950 Webster Bldg. Chicago 








STOCK 


SKINNER PIPE 
JOINT CLAMPS 


When you sell a joint clamp 
to a customer, you do him a 
great favor, for you save him 
time—you make a lasting friend, 
for you save him money. 


M. B. SKINNER CO., MFRS. 


562 Washington Boul. Chicago 





DAISY SPRAY NOZZLE 


THE MOST POPULAR GARDEN HOSE 
NOZZLE ON THE MARKET! 
Made from Solid Brass Rod Guaranteed Leak Proof 





Write for a Sample and Prices 


SCHLANGEN BROS. CO. 
2435 Irving Park Blvd. Chicago, U. S. A. 


DAVIS Vv 


STEAM -SAVERS SINCE o—— 


SPECIALTIES 


Pressure Regulators Float Valves 

Back Pressure Valves Steam Traps 
Stop and Check Valves Flow Regulators 

Exhaust Relief Valves Special Valves 


Write to the G. M. Davis Regulator Co. 
411 Milwaukee Avenue, Chicago 


for details of money-back 
guarantee. 








“BLUENOSE” 


Pressed Steel 


Hand Trucks 
“BRUTE” 


Pressed Steel 
Trailers 


Write for specifications and Prices 


Sharon Pressed Steel Co. 


Sharon, Pa. 











AJAX Bibb Reseater— maa in two styles—sin- 


gle or double threaded 
cone. Fits any faucet. 4 
hardened steel cutters 
with each tool. A good 
selling proposition. 


COLLINS Self Feeding Boiler Tube Expander 


the finest expander 
made. In sizes from 
%” O. D. up to 5”. 
These tools “pring in 
repeat orders. Write 
for prices, etc. 
ESTABLISHED 1876 


AJAX MFG. CO., PITTSBURGH, PA. 


We can furnish expanders for any size poral 
ie”, 5%”, %” etc. up to 6” 














SEND FOR OUR REVISED PRICE LIST OF 
STANDARD IRON and STEEL STUDS 





We recently acquired the entire equipment of one of the best equipped 
shops for the manufacture of studs and threaded rods. 
We Also Manufacture a Line of 

apeahte and ane Ferged Thumb Huntington Pattern Emery Whee! 

Screws and Nut Oressers and Cutters 
Victor Small Screw Clamps Victor Gas Solder Iron Furnaces 
Malleable Carriage Clamps Victor Soft Metal Face Hammers 
Special Studs and Screw Machine Products made to Individual requirements 


VICTOR PRODUCTS CORP. 


Offic 


4 e Factory 
560 Van Buren St. CHICAGO 2631 Belmont Ave. 











The Best and Most Powerful 
Car-Mover Made 


In strength, power and push the ATLAS Car-Mover 
is without an equal. The unique design and con- 
struction of the spurs make slipping impossible. 


One man with the ATLAS can easily move a loaded 
car, while 12 men without it can hardly budge an 
empty car. 







Let us tell you all abont its many fea- 
tures. Write for literature and prices re 


Appleton 
Car-Mover Co. 


Appleton, Wis. 








Double Spurs A 
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ing machinery, plans to build a new 
Twelfth avenue and Forty-fourth street. 

The Fairfield Engineering Co., Marion, Ohio, is building 
a new plant for manufacturing conveying equipment. The 
company was formerly located at Lancaster. It been 
incorporated with capital stock of $150,000. 

Beith & Reilly, 2475 Third avenue, New York, plumbing, 
heating and mill supplies, are planning to start construction 
work soon on a new three-story building at Lincoln avenue 
and 137th street at an estimated cost of $120,000. 

The Texas-Oklahoma Phonograph Co., Dallas, Texas, 
plans to build a new three-story factory on McKinney av- 
enue for the manufacture of phonographs and parts. The 
estimated cost of the proposed building is $50,000. 

The Schlorer Delicatessen Co., Philadelphia, plans to build 
a new four-story and basement factory at Water and Mifflin 
streets at an estimated cost of $200,000. Motors, conveying 
machinery and the latest handling devices will be installed. 

The Twin Piston Ring Corporation, West Orange, N. J., will 
remove to a new location at 227 High street, Newark, where 
property has been leased for a new plant. The corporation was 
recently organized. Robert A. Bachman, formerly general man- 
ager, Edison Storage Battery Co., is president of the new com- 
pany. 


five-story plant at 


has 


INCREASED CAPITAL 


The Ashland Steel Co., Boyd, Ky., has 
stock from $100,000 to $1,000,000. 

The Chicago Metal Covering Co., Chicago, has increased its 
capital stock from $2,500 to $50,000. 

The Reliance Die & Stamping Co., Chicago, has increased its 
capital stock from $30,000 to $100,000 

The Johnson Automobile Lock Co., Chicago, has increased its 
capital stock from $100,000 to $125,000 

\W. A. Jones Foundry & Machine Co., Chicago, has increased 
its capital stock from $100,000 to $400,000. 

The Hamilton Emery & Corundum Co., Chester, Mass., has 
increased its capital stock from $40,000 to $200,000. 

The Townsend Furnace & Machine Shop Co., Albany, N. Y., 
has increased its capital stock from $80,000 to $300,000. 

Kk. C. Atkins & Co., Indianapolis, manufacturers of saws, have 
increased their capital stock from $600,000 to $3,000,000. 

The Superior Iron Works, Superior, Wis., has increased its 
capital stock from $70,000 to $120,000, and plans to enlarge its 
plant and to install new equipment. 

The Stott Briquette Co., Superior, Wis., has increased its 
capital stock from $100,000 to $300,000, part of the proceeds to 
be used to finance development work. 


increased its capital 


The Aluminum Specialty Co., Manitowoc, Wis., increased its 
capital stock on January 1 from $250,000 to $600,000, and is 
planning a number of improvements on its plant. 

K. Smolka Plumbing Supply Co., 231 East Thirty-third street, 
New York, has increased its capitalization from $15,000 to $100,- 
000. The company is also building a new warehouse. 


NEW CORPORATIONS 


The Simmons Machine Tool Corp, Albany, N. Y., $1,000,000; 
incorporators: W. V., C. A. and J. R. Simmons. 

The Atlas Engineering Works, Galveston, Texas, $50,000; in- 
corporators: A, A. Sangster, W. H. Lovell and others 

The Economy Bottle Washing Machine Co., New Haven, 
Conn., $50,000; incorporators: John E. Ayners and others 

Tire Gauge Valve Corp, Charleston, W. Va., $200,000; in- 
corporators: H. D. Everett, C. S. Munroe and L. Voelker. 

The Lester Car Pedestal Co., Jacksonville, Fla., $50,000; incor- 
porators: Raymond Lester, S. H. W. Hornibrook and others 


The Brooklyn Metal Ceiling Co., 287 Greene avenue, Brook 
lyn, $100,000; incorporators: C. A. Woolson and F. K. Randall. 

The Hennett Metal Treading Co., West Hartford, Conn., 
$50,000; incorporators: A. J. German: and others, Waterbury, 
Conn 

The Stanworth Tool Mfg. Co., Indianapolis, $50,000, to manu- 
facture boring tools; incorporators: Arthur Stanworth and 
others. 


Johnson & Bassett, Worcester, Mass., $225,000, to manufacture 
wool spinning machinery; incorporators: George M 
others 


Bassett and 


New England Metal Barrel Corp., Danbury, Conn., $75,000; 
incorporators: Granville Whittlesey, I. M. Crowe and Harry 
E. Pulver. 

The Southern New England Electric Co., New Haven, Conn., 
$50,000; incorporators: Milton J. Warner, Branford, Conn., 
and others. 

The Zellner Foundry Co., Cleveland, $60,000; incorporators : 
Karl J. Zellner, W. R. Brower, R. E. Sheal, M. E. Mullin and 
L. C. Steen. 

G. W. Watterson, Inc, 37 West Broadway, New York, $100,- 
000, to manufacture heating equipment and distribute general 
plumbing supplies. 

The Schlarp Carburetor Co., 2151 
cago, $125,000; incorporators: 
and Arthur Bauer. 

The Morrison Metal Stamping Co., Jackson, Mich., $250,- 
000; incorporators: Clarence B. Hayes, William D. Brundage 
and C. Stanley Porter. 

F. C. Hersee Co., Boston, $100,000, to manufacture machinery 
and motors; incorporators: Frederick C. Hersee, David Havi- 
land and R. S. Haviland. 

Toledo Metal Furniture Co. of New England, Boston, $50,000; 
incorporators: Homer Morrison, Newton, Mass.; Danforth W. 
Comins and M. B. Palmer. 


Belmont avenue, Chi- 
John Schmit, August Schlarp 


Signet Auto Appliance Co., New York, $60,000; incorporators : 
H. H. Holmes, J. G. Muth and J. E. Scott; representative, Wal- 
lace & Kroyer, 156 Broadway. 

The Tad Buckle & Mfg. Co., Cleveland, $50,000; incorpora- 
tors: D. D. Hurlbut, Allison M. Gibbons, William G. Benedict, 
Edward H. Tracy and others. 

The National Pipe & Nipple Co., Inc., 62 Whitridge avenue, 
Baltimore, to manufacture pipe and fittings; incorporators: J. S. 
Clark, A. A. Clark and others. 

The Danbury Unbreakable Tool Corp., 
$50,000, to manufacture tools; incorporators: 
Fred A. Stolle and A. Casassa. 

The Brantford Brass Foundry Co., Ltd., Brantford, Ontario, 
$100,000; incorporators: David L. Webster, Henry W. Bennett, 
Thomas E. Hutton and others. 

The Caddell Dry Dock & Repair Co., Staten Island, N. Y., 
$250,000, to operate a shipbuilding and repair plant; incorpora- 
tors: J. B. and L. W. Caddell. 

Bronson & Townsend Co., New Haven, Conn., $600,000, to 
manufacture hardware; incorporators: William A. Watts, Lewis 
H. Bronson and Earle B. Seeley. 

The United Mfg. Co., Norwalk, Conn., $50,000, to manufac- 
ture iron and brass products; incorporators: John H. Richter, 
Frank Fox and George O. Dufault. 

The Livingood Mfg. Corporation, Lebanon, Pa., $50,000, to 
manufacture camping stoves and other metal goods; incorpora- 
tors: William A, Forry and others. 

Trimont Mfg. Co., Roxbury, Mass., $450,000, to acquire Maine 
corporation of same name; incorporators: Robert P. Hains, 
Charles C. Ely, Rutherford E. Smith. 

The Hydraulic Hoist & Body Co., Pittsburgh, $50,000; in- 
corporators: H. R. Dailey, Chicago; David McRoberts, and A 
I, Bowden, the last two of Pittsburgh. 

Ltd., Elmira, Ontario, $120,000, to 
tools; incorporators: Peter F. 


Danbury, Conn., 


John W. Stolle, 


Pistons, 
pistons and 


Superior 
facture 


manu- 
Stumpf, 


Christian Dreisinger and George Klinck. 
The Searles Electric Welding Works, Inc., 817 West Wash- 


ington boulevard, Chicago, $50,000; 
Searles, M. J. Searles and E. S. Peacock. 


incorporators: A. M 


Channing Smith Textile Corp., Leicester, Mass., $1,000,000, to 
build textile machinery; incorporators: Channing Smith, L. W. 
Everett and George H. Mirick of Worcester. 

Goss & DeLeeuw Machine Co., New Britain, Conn., $100,000, 
to do general machine and tool work; incorporators: Stanley T. 
Goss, John S. Black and Adolph L. DeLeeuw 

The Seamless Ribbed Tube Co., Akron, 
manufacture automobile tires; incorporators: 
George H. Field, William Bradfield and others. 

The Davey Hardware Co., St. Thomas, Ontario, $200,000, to 
manufacture hardware products; incorporators: George W. 
Davey, Russell G. Buttery and Ernest E. Davey. 

The C. A. Maynard Co., Northampton, Mass., 
operate a machine shop and foundry; incorporators: 
B. Swift, Maynard Swift, A. M. Swift and M 


Ohio, 
John A. 


$500,000, to 
Elden, 


$50,000, to 
Champion 
H. Swift. 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








MASON 


Reducing Valves 
ARE STANDARD 


Do You Carry 
Them in Stock? 


MASON REGULATOR CO. 


BOSTON, MASS. 











TOLMAN BRUSHES 


ny = hi 9 





“Adjustable” 


THUMBN 


It is clearly a fact that our adjustable wire form sup- 
ports the bristles, and therefore makes an altogether 
superior brush. Tolman Brushes outwear by far, 
ordinary brushes. 

Brushes for all classes of sweeping 


TOLMAN MFG. CO., MILWAUKEE, WIS. 





Increase Your Income and 


Build Customer Good Will 
: by Selling 


“*RACINE”’ 
HIGH SPEED 
METAL CUTTING 
MACHINES 


Write for Catalog 
and Prices 










“Racine” 
Junior 
Patented 

July 13, 1909, 
and Feb. 24 
1914 


STANLEY 


A Profitable Jobbing Belt 


A solid woven cotton belt of such serviceable quality that it holds 
its own in successful competition with every other type and make 
of belt. 


Our Jobbers recommend it without 
hesitation in most installations and 
enjoy a growing repeat business. 
Investigate: Prices, discounts 
samples and literature on request. 


STANLEY BELTING CORPORATION 
36° South Clinton Street, 
Chicago, Hlinois 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, — boiler 
makers, ete. The No. 401 Forge 
has not only been adopted by this 
class of trade in the United States, 


but also throughout the entire 
world. 

Carried in stock by all the lead- 
ing mill supply jobbers, 


Write for catalog and price sheet. 


Champion Blower & Forge Co. 


Lancaster, Pa. 












“Quality 
Protects 


Profits” 


All Our 
Distributors 
Successfully 

Selling 


Reg. U. S. Pat. Off. 


OUR LINE INCLUDES 
Complete Welding, Cutting, Brazing, Lead Burn- 
ing and Decarbonizing equipments. Non-Flash 
Torches, Gas Regulators, Acetylene Generators, 
Cylinder Trucks, Welding Rods, Fluxes and Accessories. 


Write for “Torchweld Equipment Co. 
our Sales 
Proposition FULTON & CARPENTER STS., CHICAGO 








° Water and Oil Proof 


Manufactured by a new process. 
Superior in every way to all other 
Paper Pulleys. Will not fray at 
the edges. In all standard sizes 
from 114 inches up—special sizes 
furnished on short notice. 





Distributed through Mill Supply Houses. Ask for Folder. 


COMPOSITION WOOD PRODUCTS CO. 


10 South La Salle St., Chicago 





Made in a num- 
ber of sizes and 
models for han- 
dling various 
sizes of work 
and for special 
purposes. Sold 
by heavy hard- 
ware and _ tool 
supply houses 
everywhere. The 
name Porter is 
on every tool 
ag - 


A tool for cut- 
ting bolts, rods, 
and wires. Orig- 
inally perfected 
for the _ black- 


smith and car- 
riage - building 
trade, now used 
all over the 
world in shops, 
factories and on 
construction. 
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The American Steam Specialty Co., Boston, $75,000, to 
make steam apparatus; incorporators: Joseph E. Swende- 
man, John W. Coughlin and John J. Heffernon, Framingham, 
Mass. 

The Huggins Tool Co., 246 Congress street, Detroit, $90,000, 
to manufacture tools and special machinery, superseding a former 
partnership; incorporators: William M. Huggins and Edward J. 
Ruelle. 

The Steel Furniture Co. of 
$100,000, to manufacture 
\. Rosenfeld, and P. 
Broadway, New York. 


New York, Inc., New York City, 
steel office equipment; incorporators: 
Bender; attorney, A. S. Goldberg, 1540 





The Beebe-Tunnell Corporation, New York, $150,000, to manu- 
facture aluminum and other metal products; incorporators: H. 
E. Tunnell, H. Beebe and B. Simon. 
a plant at 525 West Forty-fifth street. 

The Morrison & Risman Co., Buffalo, $500,000, to manufacture 
and distribute railway track cquipment and railroad supplies; 
othicers: president, S. Morrison; vice-president, S. Risman; treas- 
L. Morrison; secretary, S. H. Risman 

Keller Mechanical Engraving Corporation, 70 Washington 
street, Brooklyn, N. Y., $500,000, to continue business of manu- 
facturing machinery and dies; incorporators: J. F. 
L. Tanzer, the latter being the company’s attorney. 


York, $500,000, 


The company has acquired 


urer, I. 


Keller and 


Doyle-Brown Motor Plane Corporation, New 
to manufacture acroplanes and motors; incorporators: EA. 
Kelly, k. E. Tuttle and Herbert C. Doyle. The address of the 
last named incorporator is 2 Rector street, New York. 

Standard Turbine Co., Wellsville, N. Y., $125,000, to manu- 
facture turbines; incorporators: J. Y. Dahlstrand, EK. C. Brown 
and others. The company has leased a machine shop for the 
present, but expects to build a new plant in the near future. 

Hammer Blow Tool Co., Wausau, Wis., $109,000, to 
facture power hammers and special machine shop tools; incor- 
porators: Thomas H. Jacolb and others. The company will be 
located in the former plant of the Danielson Tool Co. in Wausau. 

The E. P. 153 West Twenty-sixth street, New 
York, $750,000, to manufacture machinery and parts; incorpora- 
tors: A J. Johnston, A. Skilman and FE. Mellett, all of whom 
were interested in the business, which was established 40 years 
ago. 


manu 


Lawson Co, 


Chicago Extruded Metals Co., Chicago, Tl., $500,000, to manu- 


facture brass rods and tubes by the extruding process; incor- 
porators Claude L. Huck, John Henley, Samuel Anderson, 
George Rahr and Arthur Haas. A plant will be established at 


( “ick TO, Ill. 


GENERAL NEWS FROM THE FIELD 


The National Screw & Tack Co., Cleveland, has chaneed its 
corporate name to the National Screw & Mfg. Co. 
The Rockford Milling Machine Co., Rockford, T1., has 


appointed Manning, Maxwell & Moore, Inc., as sales agent. 

Great Western Supply Co., San Francisco, jobber of mill, mine, 
plumbing and heating supplies, has removed from 549 Howard 
street to 948 Folsom street. 

The Central Foundry Co., Holt, Ala., will install a department 
for manufacturing high pressure cast iron water pipe and will 
also increase its production of pipe and fittings. 

The Flexo Supply Co., St. Louis, manufacturer of 
couplings, has changed its offices from the National 
Commerce building to 102 Merchants Exchange. 

JamesT. Goodwin, a memher of the New York sales organi- 
zation of the National Tube Co. for the past 12 years, died Jan- 
uary 6 in that city following a two weeks’ illness. 

Hedges-Atkins Supply Co., Denver, has purchased the former 
plant of the Capital Ice Co., at 1826 Blake street, and will 
remodel it to accommodate the company’s expanding husiness. 

Barbour, Love & Woodward, Inc., New York City, dealers in 
metal working machinery, have removed their offices from 45 
West Eighteenth street to the Grand Central Terminal building. 

The Globe Steel Tubes Co., 


flexible 
Bank of 


Milwaukee, has opened a district 


sales office in Baltimore, and has appointed R. R. Lally, for- 
merly with the National Tube Co., Pittsburgh, district sales 
manager. 

Faget Engineering Co., San Francisco, manufacturer of valves 


and fittings, and dealers in machinery, pumps, pipe, steam and 
refrigerating supplics, has removed from 545 Howard street to 
410 Peach street. 

The new common stock of Hibbard, Spencer, Bartlett & Co., 
Chicago wholesale hardware dealers, was listed on the Chicago 





steck exchange during the past month. There are 200,000 shares 
with par value $25. 

Joseph T. Ryerson & Son, Chicago, held a banquet for its 
ollicers and employees at the La Salle Hotel, Chicago, on the 
evening of December 28 to celebrate the 80th anniversary of the 
founding of the company. 

Frederick E. Walden, Worcester, Mass., founder of the Wal- 
den Mfg. Co. and prominent figure in the wrench manufactur- 
ing industry, died of heart trouble at his home in Worcester on 
January 10 at the age of 56. 

Crane Co., Chicago, has a new three-story branch oflice build- 
ing at 738 West Bay street, Jacksonville, Fla. The trade in 
Florida and Southern Georgia will be covered from this branch. 
P. Z. Huddleston is manager. 

\merican Abrasive Co., Westfield, Mass., recently elected 
officers for the current follows: president, Louis M. 
Fuller; vice-president, E. A. Scheibe; treasurer, Harry E. Will- 
cut; secretary, H. B. Putnam. 


year as 


Riley & Foster, manufacturers’ agents, whose headquarters are 
in Baltimore and Richmond, have been appointed Southern rep- 
resentatives of the Dolman Manufacturing Co., Inc., Springfield, 
Mass., manufacturer of screw drivers. 


Stewart Bros. Co., Portland, Oregon, distributor of sawmill 
loggers’ and contractors’ supplies and machinery, will hold its 
annual meeting in February, having postponed it for a month 
owing to the absence of several stockholders from the city. 


The Ek. L. Essley Machinery Co., 551 West Washington boule- 
vard, Chicago, has opened a branch store at 78 West Water 
street, Milwaukee, under the management of J. R. MeDonald. 
New machine tools and used machinery are carried in stock. 


The Oxweld Acetylene Co. has moved its western department 
offices from 1077 Mission street, San Francisco, to a new address, 
1050 Mission street, where the company occupies an entire two- 
story and basement building with increased 
housing. 





facilities for ware- 


John Jordan, formerly president of the Willams Tool Co., 
from which he retired after its mer with the Williams Tool 
Corporation, died in his home in Erie, Pa., on January 11. He 
was 58 vears old and had been prominent in Erie’s industrial life 
1902. 


as 





SINC( 

The Central Supply Association will hold its winter mecting 
at the Drake hotel, Chicago, on Wednesday and Thursday, Feb- 
ruary 21 and 22. The program for the two days’ session is 
nearly completed, according to Paul Blatchford, secretary of th. 
association, 

H. H. Kress, 1718 Sansom street, Philadelphia, has disccn- 
tinued the name, “Hauck Burner Service Station,” and is now 
conducting his business under his own name, dealing in kerosene 
and gasoline torches, oil burners, fuel and crude oil forges and 
furnace equipment. 

\merican Swiss File & Tool Co. has sent notices to its trade 
requesting that henceforth all communications be addressed to 
the company at its factory, 410 to 416 Trumbull street, Eliza- 
heth, N. J. The company states that this will greatly facilitate 
the handling of its business. 


\nnouncement has leen made that on January 2, the Wal- 


worth Company of Oregon was dissolved and henceforth the 
Portland, Oregon, house will be operated as a direct branch of 
the Walworth Manufacturing Company, Boston. There is no 
change in personnel in the branch organization. 

The Uehling Instrument Company, Paterson, N. J., manufac- 
turer of power plant recording instruments, has appointed the 
Mine & Smelter Supply Co., El Paso, Texas, as its exclusive 
representative for recording equipment in the States of Arizona 
and New Mexico, West Texas, and in Mexico, north of Mexico 
City. 

James A. Condon, Inc., a newly organized company, has taken 
over the business formerly conducted by Howard W. Read at 
Third and Arch streets, Philadelphia, and will specialize in steam, 
electrical and contractors’ equipment. James A. Condon, for- 
merly connected with Frank Toomey, Inc., heads the company. 
\ warehouse has been acquired at 1114 Frankford avenue. 


Edward Knight Morris, president, FE. Kk. Morris & Co., Cin- 
cinnati, wholesale jobbers of iron and steel, died at his home 
in that city on January 2 at the age of 63. The company of 
which he had heen head and with which he had been connected 
all his business life, was established by his father in 1849.) Mr. 
Morris was unmarried. He is survived by three brothers. 


Lincoln Products Corporation, Newark, N. J., jobber of mull 
supplies and industrial transportation equipment, held its annual 
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Be it a small or large size for low or high pressures and 
temperatures, there is a Lunkenheimer Valve especially 
suited to the purpose. Every type is designed to give 
maximum service under extreme operating conditions, and, 
with the line complete, standardization with its manifold 
advantages is easily accomplished. 


With the seating surfaces regrindable and all parts made 
to gauge and renewable, the installation of Lunkenheimer 
valves means permanence in the line with minimum main- 
tenance expense. 

Bring these facts to the attention of your customers,— 
emphasize the good service and the satisfaction Lunken- 
heimer valves give. The results will prove to you that it 


pays to concentrate on LUNKENHEIMER PRODUCTS. 


re LUNKENHEIMER ce. 
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meeting at its offices, 320 Market street, on Saturday, January 6, 
and re-elected all of its officers as follows: president, T. P. 
Cunningham; vice-president, A. J. Schamehorn; secretary and 
treasurer, William F. Myer. Mr. Cunningham is business man- 
ager and buyer. 


The American Plumbers Supply Company, Toledo, jobbers of 
plumbing and steamfitters’ supplies, held its annual meeting on 
Saturday, January 6, and re-elected its old officers as follows: 
president, H. A. Schlingman; vice-president, F. W. Terwilliger ; 
secretary, K. Schlingman. Following the meeting, the company 
announced that it had had a business last year and is 
expecting a much better business this year. 

Mahr Mfg. Co., Minneapolis, manufacturer of oil furnaces, 
has appointed W. S. Murrian Co., Knoxville, Tenn., as field 
representative for southeastern United States. The Murrian 
organization is headed by W. S. Murrian, formerly a member 
of the U. S. labor adjustment board. At the close of the war, 
Mr. Murrian with his two sons, James A. and John H. Murrian, 
formed a company to deal in railroad and mill supplies. 


re od 


Thomas J. Ray, 45, vice-president of The Peck, Stow & Wil- 
cox Co., Southington, Conn., and Cleveland, died a a hospital in 
Cleveland December 23 from pneumonia contracted following an 
abdominal operation. Mr. Ray had been connected with the 
company for 25 years and had been vice-president and general 
manager since Jan. 1, 1920. Previous to joining the Peck, Stow 
& Wilcox organization, he had been connected with the W. Bing- 
ham Co., Cleveland, wholesale hardware dealer. 

The Turner & Seymour Mig. Co., Torrington, Conn., manu- 
facturer of hardware, has been acquired by interests headed hy 
W. R. Bassick, formerly general manager of the Co. 
Bridgeport, manufacturer of casters. The officers of the new 
organization, in addition to Mr. Bassick, who is president, are: 
H. L. Sutton, formerly general manager of the American Tube 
& Stamping Co., vice-president, and W. L. Case, formerly treas- 
urer of Yale & Towne Mfg. Co., secretary-treasurer. 

Blackmer Rotary Pump Co., Petoskey, Michigan, manufacturer 
of solid and lined rotary pumps, has dissolved its old corpora- 
tion, and will be operated as a partnership composed of the same 
individuals who were stockholders in it. A consent decree was 
entered in a friendly dissolution suit in Emmet county, Michi- 
gan, on 25, and January 20, 1923, was set as a date 


Bassick 


November 2 
for public auction of all assets and property of the corporation. 
The sale is understood to have been a formality to comply with 
the law. 

The William E. Quinn Co., Northampton, Mass., manufacturer 
of saws, has reorganized and will enlarge its operations, engaging 
in the business of distributing sawmill machinery in addition to 
expanding its present manufacturing lines. The new company 
has a capital stock of $50,000. William E. Quinn remains as 
president and manager. Associated with him are William M. 
Cordes, treasurer of the Florence Manufacturing Co., Florence, 
Mass.; D. W. Long, lumber manufacturer, Shelburne, Mass., 
and Albert Beckmann, a Northampton business man. 

Bay Verte Machinery Co., Green Bay, Wis., jobber of mill, 
factory, machinists’ and engineers’ supplies, held its annual stock- 
holders’ meeting Wednesday evening, January 24th. The fol- 
lowing officers were elected: Lynn D. Jaseph, president; L. W. 
Whitmore, vice-president; Dr. G. E. Forkin, secretary; D. [. 
Nelson, treasurer; Wm. Hinkel, general manager; Wm. Hoberg, 
director; E. L. Johnson, director. The company’s sales during 
1922 increased 40 per cent over that of 1921. Because of the 
increase in business, the stockholders decided to sell the building 
in which the company is at present located, which belongs to the 
company, and to build larger quarters for the business. They 
also decided that a general catalog would be issued some timc 
this year. 

\. B. Landis, head of the firm of .\. B. Landis & Sons and 
formerly an official of the Landis Tool Co. and the Landis Ma- 
chine Co., Waynesboro, Pa., recently died following an attack 

i disease. He was born in 1854. After learning his 


of heart 
trade, he became a partner in the firm of F. F. & A. B. Landis, 


manufacturing small stationary engines. Later after the busi- 
ness had heen sold to the Geiser Mfg. Co., Waynesboro, Pa., 
Mr. Landis took charge of the latter company’s tool depart- 


ment, and developed the first Landis grinding machine. With 
his brother, Frank F. Landis, he has been a prominent figure in 
the machine tool industry. In 1910 he severed his connection 
with the Landis Toul Co. and the Landis Machine Co., and de- 
voted his time to developing inventions. 

The National Supply and Machinery Dealers’ Association 
has been making a survey of the extent to which its mem- 
bers use direct mail advertising in producing sales results for 
wood and iron working machinery and supplies. <A recent 





bulletin of the association contained extracts from several of 
the replies received from jobbers on this subject. Most of 
the replies indicate that any direct mail advertising of the 
above mentioned products is chiefly to supplement the work 
of the jobbers’ salesmen. The main reliance of the jobbers 
is on their salesmen. This upholds the contention of MILL 
Suppiies that the manufacturer who ties up a group of mill 
supply jobbers to stock his product, immediately secures an 
additional force of salesmen, and does not have to depend 
upon the efforts of his own sales force, backed up by enor- 
mous expenditures for field work, to market his products. 

“Skipper” William J. Dowsell, president of the Chandler & 
larquhar Associates, Boston, landed his party of over one 
hundred members and friends at the Boston Yacht Club Thurs- 
day evening, January 11, for the annual meeting and dinner of 
the Associates. I’. Alexander Chandler, president, Chandler & 
l-arquhar Company, acted as toastmaster of the evening, and in 
addition to special entertainment features, remarks were made 
by Charles S. Farquhar, Judge Arthur. P. Stone of Boston, Miss 
\lice H. Grady and Walter H. Dow. The Associates is a one 
hundred per cent organization of Chandler & Farquhar employes, 
and undertakes social work throughout the store, including the 
maintaining of sickness and life insurance for the members. 
Special committees of the association have charge of sports, rest 
rooms, library, courtesy contributions for floral gifts in times 
of sickness and death, presents for other occasions, and similar 
activities. The new officers of the Associates are: President, 
Samuel V. C. Holt; vice-president, George J. Kruska; treasurer, 
Robert M. Jones; recording secretary, Vera H. Cole; financial 
secretary, Elmer G. Hodsdon; executive committee, the above 
officers and Irving L. Redfield and Frank J. Whidden. 





CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 





SITUATIONS WANTED 
WANTED—Some good manufacturing equipment for a side 
linc, preferably some line pertaining to mill supplies. Address 
No. 738, care Mitt Suppries, 537 S. Dearborn street, Chicago. 
WANTED—Young married traveling man, with fifteen years’ 
experience in general line of mill supplies, desires to make a 
change. Can qualify as an executive or any inside position. Let 











me hear what you have to offer. Address No. 737 care MILL 
Suppiiks, 537 S. Dearborn street, Chicago. 
SALESMAN WANTED 
WANTED—Experienced salesman for old established mill 


supply house close to Chicago. Will pay $50 a week to start and 
privilege to buy stock in company. All replies will be treated 
confidentially. Real opportunity for a live wire. Address No. 
746, care Mitt Suppries, 537 S. Dearborn St., Chicago. 
WANTED—A man to sell a special lubricant to steam plants. 
It has been on the market for a number of years, and when 
given an honest trial always makes good and brings repeat or- 
ders. An efficiency engineer or manufacturer’s agent covering a 
prescribed territory is the man we want. House established 
over fifty years. Commission proposition. State qualifications 


and territory desired. Address No. 739, care Mitt Svuppties, 
537 S. Dearborn. street, Chicago. 

SYSTEMATIZE YOUR STOCK ROOM 
We have over two million printed label |——~3 “a 
cards for all kinds of fittings and supplies |@™ 3X 2a 


for labeling the bins in the stock rooms of  |HExAgONMEAD 

mill, plumbing, electrical, mine, steam, gas, CAP SCREW 
and water supply houses, railroads, shipbuilders, machine 
shops, foundries, oil refineries, coal mining companies, iron 
and steel mills, automobile and truck manufacturers, ma- 
chinery, tools, and agricultural implement manufacturers, 
hardware, etc. Send for catalogue, samples and free copy of 
booklet. How to Systematize the Stock Room; Perpetual In- 
ventories; Numbering and Storing Patterns and Castings in 
Machine Shops and Foundries; How to Cut the Costs in 
Manufacturing by Standardization. Haddon Bin Label Co. 


Haddon Heights, N. J. 
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Fire Extinguishers 


We make a fire extinguisher to meet 
every requirement. 
the soda and acid type, the five gallon 
pump tank type, the regular one quart 





DEPENDABLE 


Buyers of fire protection equip- 
ment have learned that all Diener 
products are dependable. They 
buy them because of that fact. The 
George W. Diener Mfg. Co. recog- 
nizes that the dependability of 
its fire fighting devices is one of 
its greatest business assets. 


Our line includes 


type, and the 








Write for Com- 
plete Catalog 


showing Fire Ex- 
tinguishers, Oily 
Waste Cans, Ex- 
celsior Cans, 
Safety Cans, Shop 
Cans, etc. 


bucket tank type. 
Our experience 
enables us to ad- 
vise jobbers as to 
the kinds which 
they will find 
easiest to sell. 








400-416 Monticello Ave., 


Geo. W. Diener Mfg. Co. 








Chicago 


A Policy in Trade 


V I RY concern 

must have a policy. 

Yours must be to 
sell the goods called for 
when there is a choice— 
or when you discover a 
good line offering you 
special inducements, such 
as Quality combined with 
Price—to push it. 

Our Policy is one of 
Trade Protection. It is 
coincident with yours. It’s 
reciprocating. It works both ways—both for 
your interests and our own. 





lo warrant your continued help and 
confidence, we do several things—make our 
goods as good as they can possibly be made 
—advertise them to the consuming trade, 
create a demand and depend on you entirely 
to support it. 

We want your Trade and in return for it 
we give you a GOOD product, behind which stands 
our willingness to co-operate with you in further- 
ing its sale, and last, but not least, our Square Deal 
Policy towers above anything else. Even that alone 
should interest YOU. 


The D. T. Williams Valve Co., 


Cincinnati, O. 














Leather Belting 
Waterproof 


Bears one of the oldest and best 


known trade marks. 


All mill men 


know Turtle Belting favorably. 


Backed by 75 years’ successful man- 
ufacturing experience. 


Edward R. Ladew Co., 


Incorporated 


428 Broadway, 


New York 








MYERS 


Self-Oiling 


Deep Well Working Heads 


Different in design, different in construction, they offer 
different pumping service from old type working heads. 
The climination of exposed gears a 

and other working parts, a positive 
sclf-lubricating system, improved 























method of power application, in- 
creased capacity, are features of 
merit that compel 


the attention of 
anyone who is inter- 
ested in power pumping 
equipment. MYERS 
SELF-OILING POWER 


PUMPS for shallow 
pumping have all the Other 
above features, and Myers 


their successful opera- 
tion under many condi- 
tions prove their real 





worth as economical Pumps 
pumpers of water. for 
Every 
Purpose 
rine 


Hay Tools 
Door Hangers 





If you are not 
already acquainted 
with Myers Self-Oil- 
ing Power Pumps, 
and desire informa- 
tion and literature, 
without obligation 
to purchase, write 
us for it. 


The 
F. E. MYERS & 


BRO. CO. 
Ashland, Ohio 
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ACCESSORIES, AUTOMOBILE BELTING, LEATHER 
Detroit Brass & Malleable Works. General Asbestos & Rubber Co. 
General Asbestos & Rubber Co. Chicago Belting Co. $RASS GOODS, STEA\ 
The Lunkenheimer Co. Chicago Rawhide Mfg. Co. ; I RASS ™ DS, STEAM 
The Wm, Powell Co. Hide, Leather & Belting Co. tates Injector Co. 
: —— Edward R, Ladew Co., Ine. rane Uo. 

APRONS, LEATHER Chas a Suntarca Co. Detroit Brass & Malleable Works 
Chicago Belting Co “Shield’”—McCauley Belting Co. The Lunkenheimer Co. 
Chicago Rawhide Mfg. Co. “Sterling’—Chas. Bond & Co., Philadelphia McRae & Roberts Co. 

; Taylor Belting Company Sherwood Manufacturing Co. 

ASBESTOS MATERIALS 7 

Asbestos Products Company 


BRAKE LINING 
Alexander Brothers 





Il. B. Williams & Sons The Wm. Powell Co. 
ears ms a Sterling & Skinner Mfg. Co. 
General Asbestos & Rubber Co. BELTING, LINK The D. T. Williams Valve Co. 
° H. W. Caldwell & Son Co. — > 
BABBITT LINED BEARINGS Chas. A. Schieren Co. BRICKS, ABRASIVE 
Johnson Bronze Company BELTING, ROUND The Cleveland Stone Co. 
BABBITT METALS Chicago Belting Co. BRONZE 
Gates Sales & Engineering Co. Chicago Rawhide Mfg. Co. Johnson Bronze Company 
A. Jones Foundry & Machine Co. Chas. A. Schieren Co. BRONZE BUSHINGS AND BARS 
a Medart Company I. B. Williams & Sons NZE : NGS AND Al 
<= sie BELTING, RUBBER Johnson Bronze Company 
BARRELS, TUMBLING Hiniwond Rabber Ge tas Sherwood Manufacturing Co. 
Royersford Foundry & Machine Co. New York Belting & Packing a: Stewart Manufacturing Corp. 
BEARINGS, BRONZE BELTING, THRESHER BROOMS, FACTORY, WAREHOUSE AND 
Johnson Bronze Company Gandy Belting Co. RAILROAD 


Sherwood Manufacturing Co. New York Belting & Packing Co. Indianapolis Brush & Broom Mfg. Co. 
Stewart Manufacturing Corp. I. B. Williams & Sons Long Island Broom Works 


Tolman Mfg. Co. 

BROOMS, STREET AND PLATFORM 
Long Island Broom Works 

BRUSHES, BENCH, FLOOR, ETC, 
Indianapolis Brush & Broom Mfg. Co. 


Victor Balata & Textile Belting Co. 
BELTING, TRACTOR 

Rtepublie Belting Co, 

Victor Balata & Textile Belting Co. 
BELTING, TWISTED 


BEARINGS, ROLLER 
Bond Foundry & Machine Co. 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 

BEARINGS, SHAFT 
Bond Foundry & Engineering Co. 


id 





The Hill Clutch Co. 
Ww 


A. 


The Medart Company 
Royersford Foundry & Machine Co. 
’'. B. Wood’s Sons Co. 


Chicag 
Hide I 


Skayet 


Alexander Brothers 
“Beltex’’—Chicago Belting Co. 


Chicag 
Gandy 
Joseph 


Manufacturing Corporation 


Jones Foundry & Machine Co. 


Gandy 
Hide, 
BEARINGS, SHAFT, BALL 


o Pulley & Shafting Co. Chas. 


wather & Belting Co, Turtle 


BELTING, WATERPROOF 


Alexander Brothers 
Chicago Belting Co. 
Chicago Rawhile Mfg. 


Co. 


Belting Company 


Leather 


A. Schieren Co. 


—Edward R, Ladew Co., 


Ball Bearing Co I. B. Williams & Sons 


‘ Victor 
BELT DRESSING 
Victor 
o Rawhide Mfg. Co. 
Belting Co., The 
Dixon Crucible Co. 


Jobbers Mfg, Co. 


Richmond Belt Dressing Mfg. Co., Inc. 


W. A. 


Standard 


Balata & Textile 
BELTS, WELL 


& Belting Co. 
“Marine "—-McCauley Belting Co. 


3alata & Textile Belting 


BENCH LEGS 


Jones Foundry & Machine Co. 
Pressed Steel 


Ind 


Belting Co 
DRILLING 
Co. 

BENCHES (WORK), JEWELERS 
Leiman Bros. 


Chicago Rawhide Mfg. Co. Long Island Broom Works 


Tolman Mfg. Co. 
BRUSHES, FLUE AND HEATE RK 
Pilley Packing & Flue Brush Mfg. Co. 
BRUSHES, PAINT 

Long Island Broom Works 

BUCKETS, ELEVATOR 
H. W. Caldwell & Son Co. 
W. A. ‘ham Fdy. & Machine Co. 


’ 


“Salem’’—Mullins Body Corporation 
CANS, EXCELSIOR 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
Miller Peerless Mfg. Co. 
CANS, SAFETY, GASOLINE 


. a Ri . Co. Geo. W. Diener Mfg. Co. 
Chas. A. Schieren Co. ue —s Miller Peerless Mfg. Co. 

BELT FASTENERS ——— rrr CAR-MOVERS 
Detroit Belt Lacer Co. : : ; Appleton Car-Mover Co. 
Flexible Steel Lacing Co. BENDERS, PIPE CASING, WELL 
The Bristol Company M. B. Skinner Co. 


Alexander Brothers 


BELT LACINGS, LEATHER 


Chicago Belting Co. 


Chicago Rawhide Mfg. Co. 
“Cocheco’—I. B. Williams & Sons 


sond 


BLOCKS, CHAIN 


Wright Mfg. Co. 
BLOCKS, PILLOW 


Foundry & Machine Co. 


Chicago Pulley & Shafting Co. 


National Tube Co. 
CASTINGS, BRASS, BRONZE AND 
ALUMINUM 
Sherwood Manufacturing Company 
CASTERS, TRUCK 


BELT LACINGS, METALLIC Dodge Manufacturing Corporation Bond Foundry & Machine Co. 
Detroit Belt Lacer Co W. A. Jones Foundry & Machine Co. CASTINGS, GRAY AND MALLEABLE 
Flexible Steel Lacing Co The Medart ee ae pes es Detroit Brass & Malleable Works 
The Bristol Company The Carlyle Johnson Machine Co. Illinois Malleable Iron Co. 

: Royersford Foundry & Machine Co. Sherwood Manufacturing Co 
BELT TIGHTENERS Standard Pressed Steel Co. ic tes OS sid 

Dodge Sales & Engineering Co. T. B. Wood's Sons Co CATALOGS, SUPPLY HOUSE 
The Hill Clutch Co. 7 " Cuneo-Henneberry Service Co. 
W. A. Jones Foundry & Machine Co. BLOWERS R. R. Donnelley & Sons Co. 


The Medart Company 
a. 


B. 


Wood's Sons Co. 


BELTING, BALATA 


BLOWERS, 


Champion Blower & Forge Co. 
Leiman Bros. 


FLUE 


Wynkoop Hallenbeck Crawford Co. 


CEMENT, ASBESTOS 
Asbestos Products Company 


Victor Balata & Textile Belting Co. Sherwood Manufacturing Co. CEMENT, LEATHER BELT 
aIMING ‘ANVAS @Ping BLOWERS, HAND, ELECTRIC Alexander Brothers 
BELTING, CANVAS STITCHED Sette tiiiee Gaia Gees ee ‘hicago Belting Co. 
Federal Belting Co. CS ee cere ‘hicago Rawhide Mfg. Co. 


“Gandy’’—The Gandy 


Belting Co. 


BLOWERS, SANDBLAST 


( 
( 
Cocheco—I. B. Williams & Sons 
( 


Victor Balata & Textile Belting Co. Leiman Bros. thas. A. Schieren Co. 
Te . NT > ~raN 
BELTING, CONVEYOR 7 BOILER TUBES a CEMENT, PIPE JOINT 

The Diamond Rubber Co., Ine. E. F. Keating Co, oa Whitlam Mfg. Co. 


Gandy 


New York 
Stanley Belting 


Victor 


Belting Co. 

selting & Packing Co. H 
Corporation 

Balata & Textile Belting Co. 


I< 


BELTING, COTTON, SOLID WOVEN 


Stanley 


Victor 


BELTING, IMPREGNATED, BLACK 


BOLT CUTTERS 


P orter —‘*Easy,”’ 
Randall.’ 


BOLTS, NUTS AND SCREWS 


“New E 


basy,”’ 


The National Acme Company 


selting Corporation 
Zalata & Textile Belting Co. 


Standard 


Pressed Steel Co. 
BRACKETS, WALL 


CHAIN BELTS 
Hi. W, Caldwell & Son Co. 

W. A. Jones Foundry & Machine Co. 
CHUCKS, LATHE 
“Sweetland’—The Hoggson & Pettis Mfg. Co. 
CLAMPS, BELT 
The Hoggson & Pettis Mfg. Co. 

z. 


B. Wood's Sons Co 


3ond Foundry & Machine Co. ‘ oo 
Federal Belting Co. W. A. Jones Foundry & Machine Co. CLAMPS, “< 


Gandy 


Belting Company The Medart Company 


Armstrong Bros. Tool Co. 








When writing to Advertisers please mention Mitt 
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CLAMPS, PIPE AN 
“<< wae oe 4 AND PIPE JOINT — PLINGS, SHAF’, FRICTION CUT 
ES Rea gaa The Carlyle J : ee ‘ ‘UT-OFF ial ? 
siiccisaile € LEANERS, CLOSET BOWL Mdaorsenit ge sc nat Machine Co. ™ EXTINGUISHERS, FIRE 
cules Chemical Co., Inc The Hill Clute ~—" Co., The bs o. W. Diener Mfg. Co. 
iy se Ms : , > 40. Miller-Peerless ig lata 
Pilley CLEANERS, FLUE The — Jones Foundry & Machine Co ne we oe wn 
, ang Packing & Flue Brush Mfg. Co Tr. BO =e ly ompany : a FASTENERS, BELT 
CLEANERS, SEWER AN od’s Sons Co. The Bristol Company 
° pa bane ND DRAIN PIPE cov v4 Flexible Steel Lacing C 
CHEMICAL ’ VERING, PULLEY : ‘ sacing Co. 
Hercules Chemical Co . Chicago Pulley & Shatfti ‘ FEED WATER SOFTEN 7 ; 
potenti .. Inc. y & Shafting Co. SOFTENER AND PURIFIER 
EANERS, SEWER AND DRAIN PIPE The Warr CROW BARS Dodge Manufacturing Corporation 
Hercules Cl a ; ; arren Tool & Forge Co FILES 
cules Chemical Co., Ine CUP : ; : : oa 
” . , LEA . American Swiss File & T . , 
CLIPPERS, I = Chicago Belting C CATHERS diemakers’ iss I ile & _ Tool Co. (Precision, 
I 7 = , BOLT nie ha g& Co. akers’, toolmakers jewelers’ 
1, K. Porter Chicago Rawhide Mfg. Co ists’. welers’, machin- 
en EP UPS gPsaee Delta File Works 
CLOSETS, FROST PROOF it —-o"™-,-— a 
Jos. A. Vogel Co. Crane "Gia Injector Co. FILES, ABRASIVE, “STERBON” 
“ > oO. —,T aes : , ’ D 
CLUTCHES, FRICTION Detroit Lubricator Co She Cleveland Meus Ce. 
Bond Foundry & Machi . The Lunkenheimer Co. FIRE FIGHTING DEVICES—UN 
H. W. Caldwe Machine Co. Penbesthe tadecer Ge WRITERS’ AI iS—UNDER- 
Chicag Caldwell & Son Co. The W iy Injector Co. ‘ WRITERS’ APPROVED 
ee Pulley & Shafting Co. cise cies Powell Co. Geo. W. Diener Mfg. Co. 
E ah Manufacturing Corporation D. T od Manufacturing Company Miller-Peerless Mfg, Co 
dgemont Machine Co., The . . Williams Valve Co FIRE PREVENT Sees 
The Hill Clutch C ; peahisiet 3 . SVENTING EQUIPMENT—UNI 
“Lemley”—W = CUPS, PRIMING WRITERS’ APPROV! NDER- 
The Medar “yf A. Jones Fdy. & Mach, Co The Lunkenheimer Co : Geo. W. D -.sgh gatas 
Medart Company . . ’ ERS : rate . Diener Mfg. Co. 
oe so vee Ue: H = ‘ue BOLT, RIVET AND WIRE Miller-Peerless Mfg. Co. 
e Reeves’’—Reeves Pulley C ee shasta j FITTINGS, GAS FIXTU 
T. B. Wood's Sons Co. _ - . CUTTERS, GASKET AND WASHER Detroit Brass & i Pras — 
ia M. B. Ski ae ae “s ‘ , I ass & Malleable Works 
American Inj Rg KS, AIR BnnGe (CX FITTINGS vei, team 
é ije - Cc wh » ™ 7 “y+ JLE y 
Crane Co. cia ia Toledo Pipe ean : —? — Crane Co. _ = LE 
Detroit Brass & M: - reading Machine Co Detroit Bre a , ‘ 
srass Malleable Works iis : ass & Malleable Works 
The Lunkenheimer Cc —— CUTTERS, STORAGE " Illinois Malleable Ir : ss 
McRae & Roberts C = H. K. Porter iE BATTERY Walworth Mfg. C or 
. Co Mfg. Co 
The Wm. Powell C . CUTTING LS ' 
7 oO. NG DIES FOR LEAT FLOC STANDS 
= Sterling & Skinner Mfg. Co. ; a ee HER, PAPER AND pond Foundry mm rANDS 
1e D. T. Williams Valve Co The Hoggson & Pettis Mfg. C Dodg Manuf: : a 
stasis : aie ‘ s Mfg. Co. ba acturing Corporation 
COCKS, BALI CYLINDERS, W The Hill C . : 
= a ’ ALL ; alt cRS, ATE : s Clutch Co. 
Mohae ype ene Co. National Tube Co Pn Fey yet ae 8 *, Foundry & Machine Co 
Rae & Ro verts Co. CYLINDERS bien The Medart Company are , 
The Sterling & Skinner Mfg. Co. ERS, ee eee AND BRASS r. B. Wood's Sons Co. 
Crane Co COCKS, CORPORATION F. E, Myers & Bro. Co. Pilley ee BRUSH AND CLEANER 
‘ ' . le ey Pack r& KF > amed ger a 
he Lanskenhatmer Co - : DIES, BOLT THREADING 3 1 ing & Vin Brush Mfg. Co. 
The Wm. Powell] Co. The National Acme Company ned cl > ee 
a 7 _ 1icago Solder Co 
COCKS, GAGE DIES, BRASS AND STEEI : ately a 
oon os Injector Co. T) PRINTING ee — I) ee a 
ae “a ne eae rT we & Pettis Mfg. Co. ee ee Corporation 
Feuhiue i Malleabl orks : IES, PIP ca ; c 0. 
—'s Arent r ba Oster Mfg. Co S Se The — ee a wantry & Meckhwe Ce. 
= Lunkenheimer Co. ole etc a 3 > Medar Sompany 
agg waa iia. diease Co yledo Pipe Threading Machine Co T. B. Wood’s Sons Co 
hag m. Powell Co. : DOGS, LA’ , o KS : va 
Sherwood Manufacturing Company Armstrong Bros Tool — Char ananage- BLACKSMITH 
he D. T. Williams Valve Co. — J. H. Williams & Co ; ss ampion Blower & Forge Co. 
ene atts ; : ; FORGES, RIVE’ 
Paee — KS, STEAM AND SERVICE DRAIN PIPE SOLVENT Champion Blower & wens — 
ine o ™ i" 
“ a Hercules Chemical C - F aS , 
The "Tnanemmeln ge eee DRAIN ager Bond Foundry ie oe 
sia >. AINERS, CE " ~ _ > Co. 
McRae & Roberts Cc P ERS, CELLAR Dodge Manufacturing Corporati 
The W : >. enberthy Injector Cc Ww. A. Jc a poration 
ae Te oe sins ‘ a oe 
alworth Mfg So. DRILLING eas 4 ’ ae P 1 ompany . 
The D. T. Williams Valve Co i iadiclaii: taaie a “ G POSTS T. B. Wood's Sons Co. 
’ . : . ‘os. Tool Co > 7 . 
COLL: — : FRICTION CLUTC . 
Bond Foundry & ana Pa DRILLS, CONCRETE, PORTABLE (See “Clutches, Friction”) 
Fone a ge ey 4 .. Shafting Co The Pneumelectric Corporation i ee PAPER COMPOSITION 
Sales - Enginee s . . ipositi y or . ‘ 
The Siti he _ ering Co. pi aide DRILLS, ELECTRIC I - ; ood Produ ts Co. 
WS A. Jouke Woundey & Machi “ten Black & Decker Mfg. Co. : ; URNACES, SOLDERING 
Fo Medart Company sia alii The Perens Rss Electric Co. Geo. W. Diener Mfg. Co. 
Royersford Foundry & Machine C U. s SUN EICCLES, COT PEration GAGE GLASSES, PRIS , 
Standard Press a Steel a 1ine Co. . Electrical Tool Co. bic oc Ma — cs, PRISMATIC 
3 00d’s Sons Co DRILLS, POST : 
. ee —_ . GAGES, WATER 
: COMPOUND, PIPE JOINT Lager Blower & Forge Co American Injector Co 
enter Pan Crucible Co. ee ae one = . 
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VW. A. Jones Foundry & Machine Co 1e D. T. Williams Valve Co. GEARS, RAWHIDE 
. 7} 
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KESTER 


Acid Gre WIRE SOLDER 

















HE daily need for solder is 

! apparent the year ’roundonthe 
average farm, but its neglected 

use is due to the messy method of 


using ordinary solder and flux, 
which has little appeal for the busy 


SHEDITE 


Waterproof and Steamproof Belting. For 
every drive where it’s damp or steamy. 


farmer. 
N oak tanned belt of highest quality, with all the a 
A good points of such belting and, in addition, the Your next call for either solder or 
special value of being absolutely inpervious to e . 
moisture or steam, It will give the same perfect flux is your chance to make a satis- 
service on drives ir et places that o Cocheco Bel 4 
mii ohne Meee fied and permanent customer. Take 
Shedite is not an experiment an uncertainty, It has a spool or carton of Kester Acid 
been tested out for a number of years and we know of Core Wire Solder and say to him 
no single instance where it has failed; to the contrary, “ . * F 
we have scores of highly complimentary letters from this solder requires only heat to do 
present users, copies of which we will be glad to furnish neat rapid and permanent work ” 
on request, ’ j 
May we quote you? Explain also, how the extensive use of solder 


prolongs the utility of various equipment. 
I. B. WILLIAMS & SONS 
Dover, N. H. 


71-73 Murray St. 14-16 N. Franklin St 157 Summer St. 
New York Chicago, Hl. Boston, Mass. 


Then show him how this solder contains , 
tiny pockets, which supply the flux at the % 
proper time. 





pound cartons or on one-pound spools, but 
it is more economical to buy it on the five 
or ten pound spools.” 


When he has indicated his choice, then 
you’ve made a “Kester Sale” —clean, quick 
and profitable. 
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Tell him, ‘‘Kester comes coiled in one- \ 
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For cleaning and polishing 
there is nothing better than 
FIDELITY Cotton Waste 


Fifty-two Years of sin- 
cere effort to furnish 
the highest quality of 
material and service to 





®W w 
; LHAGYW. the Mill Supply Trade. 








Cleaning and Polishing Textiles 
Cotton Waste and Linters 
Wiping Rags, Cheese Cloth 
Prepared Wool and Grease 


un 


M. S.-2-23 








CHICAGO SOLDER 
COMPANY 
4215 Wrightwood Ave., Chicago, Il. 


Please send me a sample of Kester Acid Core Solder, no charges, 
postage prepaid. 


The J. Milton Hagy Waste Works Name 
Fidelity Mills 


Philadelphia, U. S. A. 


Address 


Supply House 
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PULL QuPPLLES 
GRINDERS, BENCH AND FLOOR LIQUID SOAP) DISPENSEKS NUTS AND SCREWS 
Chicago Pulley & Shafting Co Chas. Morrill The National Acme Co 
TI eland Stone Co sta me " _ woe. Nation: Acmi 7 
TI Miactsicas Saat (oO he mg — s, agg sachs ROLLER BEARING NUTS, THUMB 
> — oI KOCPrEe sone “oundry & Machine Co. Victor Products C 7 
GRINDERS, ELECTRIC lkioyersford Foundry & Machine Co or eee i MY oo 
Black & Decker Mfg. Co. ate aiiaee OLL WELL ACCESSORIES 
; : te LUBRICATOR GLASSES aa . . 
Clark, Jr., Electric Co a. re ec The Wm, Powell Co. 
L. S. Electrical Tool Co i Oi it _ ‘ . 
4 yaw i OLLING DEVICES 
GRINDERS, TOOL, ROLLER BEARING _ EUBRICATORS Menendeank Makentes en 
Chicago Pulley & Shafting Co American Injector Co Cranc Co, i 
GRINDERS, VALVE Detroit Lubricator Co. The Lunkenheimer Co. 
fhe Lunkenheimer Co " , > ‘ 
The Black & Decker Mfg. Co McRae & Roberts Co rhe Wm. Powell Co, 
GRIN DSTONES Wi Siknte actus ak et) ae Sherwood Manufacturing Company 
n ; Phe Pickering Governor Co. The D Williams Valve C€ 
The Cleveland Stone Co The Wm. Powell Co. eee Se 
GUARDS, ELECTRIC LAMP Sherwood Manufacturing Company OLLSTONES 
Flexible Steel Lacing Co. The D. Williams Valve Co, The Cleveland Stone Co, 
GUNS, OIL AND GREASE MACHINE TOOLS PACKING, AMMONIA 
Bond Foundry & Machine Co Somers, Fitler & Todd Co Diamond Rubber Co., Ine. 
Royersford Foundry & Machine Co The John Steptoe Company New York Belting & Packing Co. 
: —_— HAND MACHINERY CLUTCHES PACKING, HYDRAULIC 
The Warren = - i a 3 The Carlyle Johnson Machine Co. Fo erecta Rio + gy Co 
HANGERS, DOOR Chicago Pulley & Shafting Co. Dismond Ttubber Co ioe ; 
F. E. Myers & Bro. Co Dodge Manufacturing Corporation General Asbestos & “‘}tubber Co. 
HANGERS, PIPE agg yr agra Co., Inc. New York Belting & Packing Co. 
ie ! ‘cl « oO 
“Ball Joint’—The Penn Engineering Co Jones Foundry & Machine Co PACKING, LEATHER 
HANGERS, SHAFT T. B. Wood's Sons Co. Chicago selting Co. 
Bond Foundry & Machine Co MACHINES, CLEANING, METAL PARTS ()C!80 gene a oe 
Chicago Pulley & Shafting Co The Black & Decker Mfg, Co i 9 PS 
Dodge Manufacturing Corporation ; . : Sr. ere ce ' : PACKING, PISTON 
The Hill Clute} Co MACHINERY, COAL HANDLING ‘ 
he ! os : ? ‘ Dinmond Rubber Co., Ine. 
W. A. Jones Foundry & Machine Co Dodge Manufacturing Corporation General Asbestos & Rubber Co 
The Medart Company \ ‘HINERY, CONVEYING AN SLEVATING 0 laste as 
Royersford Foundry & Machine (Co MAC nepteetniy o- pata AND ELEVATING PACKING, KING 
Standard Pressed Steel Co H. W. Caldwell & Son Co. A Diamond Rubber Co., Inc. 
T. B. Wood's Sons Co. Snags A pp erage agg Corporation General Asbestos & Rubber Co. 
= . 1e ! jutch Co. Ne York Belt ry & Pack yr OC 
HOISTS, CHAIN W. A. Jones Foundry & Machine Co. Ww ol é , de di icking ¢ = 
Wright Mfg. Co. PACKING, RUBBER 


HOLDERS, TOOL 


Armstrong Bros. Tool Co 
J. H. Williams & Co 
HOOKS, BELT 
Bristol Company 


, 
Flexible 


Steel Lacing Co 

HOSE FIPTINGs 
Schlangen Bros. Co 

HOSE, COTTON 
Diamond Rubber Co., In¢ 
New York Belting & Packing Co 

HOSE, FIRE 

Diamond Rubber Co., Ine. 
New York Belting & Packing Co 

HOSE, RUBBER 
Diamond Rubber Co., Ine. 





MACHINES, GRINDING AND POLISHING 


Jas. Clark, Jr., Electric Co. 

Royersford Foundry & Machine Co. 

United States Electrica] Tool Co. 
MACHINES, MARKING 

The Hoggson & Pettis Mfg. Co. 

MACHINES, PIPE CUTTING AND 
THREADING 

The Oster Még, Co. 

Toledo Pipe Threading Machine 'o. 

MACHINES, PUNCHING AND SHEARING 


Royersford Foundry & Machine Co. 
MACHINES, WOOD BORING 
Ajax Mfg 
MACHINERY, 
The Cresce 


Somers, 


WOODWORKING 
Machine 
& Todd 


Co. 
Co. 





Rubber 
Asbestos & 


Diamond 
General 


Co., Inc. 


Rubber Co. 


New York Belting & Packing Co. 
PACKING, SHEET 
Diamond Rubber Co., Ine. 


General 
“Jenkins 
New York 


Asbestos & Rubber Co. 
*96"’—-Jenkins Bros. 
Belting & Packing Co. 
PACKING, VALVE STEM 
Rubber Co., 
Asbestos & 
York Belting & 
PAINT, 


Diamond 
General 
New 


Ine. 
Rubber Co. 
Packing Co. 
SILICA-GRAPHITE 
Dixon Crucible Co. 
Flake Graphite Co. 

PAPER, ASBESTOS 


Products Company 


Joseph 
Superior 


Asbestos 








a Cee ee S eee oe MALLETS AND HAMMERS, RAWHIDE PASTE, SOLDERING 
HOSE, STEAM Chieago Rawhide Mfg. Co. Chicago Solder Co, 

New York Belting & Packing Co MATS AND MATTING, RUBBER PEGS OR PINS, RAWHIDE 

: | . a ss = iia Dhiamond Rubber Co., Inc. Chicago Rawhide Mfg. Co. 

rm Png on Sa New York Belting & Packing Co PICKS 

hicago tawhide Mfg. oO 7 ‘ : sen gt wR 7" , 

Chas. A. Schieren Co MERCHANDISE CONVEYORS rhe Warren Tool & Forge Co. 

INDEX CENTERS F. E. Myers & Bro. Co. PIPE CLAMPS 

The John Steptoe Company METAL, BEARING M. B. Skinner Co, “Emergency” 
INJECTORS Dhodge Manufacturing Corporation PIPE SADDLES 

American Injector Co. The Medart Company M. B. Skinner Co, ‘Skinner’ 

The Lunkenheimer Co. Reeves Pulley Co. mae ani i aa 

Penberthy Injector Co, Stewart Manufacturing Corp. PIPE THREADING TOOLS 

Sherwood Manufacturing Company MILL BRONZE (‘rane Co. 

The Wm. Powell Co . a : The Oster Mfg. Co. 

LACE LEATHER Johnson Bronze Company Toledo Pipe Threading Machine Co 
siidaciies tialcoacee ae MILL LEATHERS, ALL KINDS PIPE, STEEL 
Chicago Rawhide Mfg. Co Chas Bond Co., Philadelph a National Tube Co. 

Chas. A. Schieren Co Chicago selting Co. Crane Co 
> Alliiams & Sons The Chicago Rawhide Mfg. Cc . 
ears LACING, BEI T, METALLIC Chas Schieren Co. PIPE, WROUGHT TRON 
Detroit Belt Lacer Co MILL SUPPLIES 2 '- onan Co 
Flexible Steel Lacing Co. Somers, Fitler & Todd Co. Somers Fitler & Toda Co 
Bristol Company MILL SUPPLY CATALOGS PLATES, BASE 
LADLES AND KETTLES, MELTING Cuneo-Henneberry Service Co. Bond Foundry & Machine Co. 
Mullins Body Corporation Ik. R. Donnelley & Sons Co lodge Manufacturing Corporation 

LAMP GUARDS Wynkesp Malenaeck Crawford Ce PLATES, FLOOR AND CEILING 

Siexibid: Steet Lacing Co. MILLBOARD, ASBESTOS peer 
LEATHER BELTING Kebestos MrCausrs 0. The Penn Engineering Co. 
(jae “Melting Seather’) MILLING MACHINES PLUGS, BRASS AND FUSIBLE 

LATHES, ENGINE The John Steptoe Company American Injector Co. 

The John Steptoe Co. MOTORS, AUTOMOBILE The Wm. Powell Co. 
LATHES, SPEED Iteeves Pulley Co. ile * greg oe Company 
’ 4 x ° ams alve Co 
Leiman Bros. MOTORS AND DYNAMOS . oy Maa - 
LEAD BURNING EQUIPMENT tan. CES. be. Maaeie- Go ” en TUBULAR STEEL 
Torchweld Equipment Co MOVERS, CAR National Tube Company 
Oxweld Acetylene Co hiniisiatinis Cae Miliiaeias POWER TRANSMISSION APPLIANCES 
LEATHER SPECIALTIES ae sia t Ss : Bond Foundry & Machine Co. 
Alexander Brothers MULE STANDS Chicago Pulley & Shafting Co. 
( elting Co Bond Foundry & Machine Co Dodge Manufacturing Corporation 
Cc awhide Mfg. Co leolge Manufacturing Corporation Edgemont Machine Co., The 
prt W. A. Jones Foundry & Machine Co The Carlyle Johnson Machine Co. 
=e SEARS, HAND The Medart Company The Hill Clutch Co. 
Cl icago Belt ng ( 0. : T. B. Wood's Sons Co. W. A. Jones Foundry & Machine Co. 
Chicago Rawhide Mfg. Co NAIL PULLERS The Medart Company : 
LEGS, BENCH Chas. Morrill Sopeaink Maan a” teks © 
" : ns aay 1 oy TK toyersford Foundry & Machine Co. 
\. Jones Foundry & Machine Co NAME PLATES Standard Pressed Steel Co. 
otal rd Pressed Steel Co TI lioggson & Pettis Mfg. Co T. B. Wood’s Sons Co. 
LETTERS AND FIGt eerie STEEL NOZZLES, HOSE PRESSES, DRILL, JEWELERS’ SENSITIVE 
i Hoggson & Pettis Mfg. Co Schlangen Bros, Co Leiman Bros. 
$ When writing to Advertisers please mention Mitt. Suprtuies. 
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a” = @ $400.00 
"Ss 450.00 
With Quick Change Gear 
Box $85.00 Additional 





Send for complete catalogue of our line of Shapers, Millers and Lathes 


STEPTOE Tools will 


satisfy your customers The John Steptoe Co., Cincinnati, Ohio "i & coe at ae 


by 75 years of experience 















SPEED and SATISFACTION 


U. S. Grinders are built in all sizes and types and whether the work 
consists of grinding rough castings or grinding dies, it is done speedily 
and satisfactorily—the latter refers not only 
to the quality of the work but also to the 
saving effected by the increased speed. 


Catalogue 20F, mailed upon request, describes the 
complete line. 


THE UNITED STATES ELECTRICAL TOOL CO., Cincinnati, Ohio 


District sales offices and service stations located in the following cities: 


Boston, Chicago, Cleveland, Detroit, Houston, Kansas City, Mo., Milwaukee, New Orleans, New York City, Philadelphia, Pittsburgh, St. Louis 
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A Hammer * 













A Piece of oft Wood 





Ordinarily it takes special tools in the hands of an experienced shop- 
man to repair broken belts. This is eliminated by the use of 


BRISTOL'S 
Patent Steel Belt Lacing 


Anyone can quickly lace a belt with them. The only tool needed is a hammer. 
There are machine shops near you who still lace belts in the oldfashioned way. 
By selling them Bristol's you will be doing them a favor, making customers and 
making money for yourself. Send for a sample assortment and Catalog 712-H. 


THE BRISTOL COMPANY 
WATERBURY, CONN. 


Branch Offices: 
BOSTON NEw YORK PHILADELPHIA PITTSBURGH DETROIT 
CHICAGO St. Louis SAN FRANCISCO 
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PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRESSES, PAPER BALING 
Fitler & Todd Co. 

PRINTERS AND BINDERS 
Cuneo-Henneberry Service Co. 





Somers, 


R, R. Donnelley & Sons Co. 
Wynkoop Hallenbeck Crawford Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLEY COVERING 
Chicago Rawhide Mfg. Co. 


PULLEYS, CAST IRON 
Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co. 

PULLEYS, PAPER COMPOSITION 

Composition Wood Products 


PULLEYS, CONE 


Birkle 


Co. 


W, A. Jones Foundry & Machine Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYS, CONVEYOR 
The Medart Company 
T. B. Wood's Sons Co. 


PULLEYS, FLANGE 


Dodge Manufacturing Corporation 
The Hill Clutch Co. 
W. A. Jones Foundry & Machine Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Saginaw Mfg. Co. 
T. B. Wood’s Sons Co. 

PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Co. 
The Carlyle-Johnson Machine Co 
WwW, A. Jones Foundry & Machine Co. 
The Medart Company 


The Moore & White Co. 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 


PULLEYS, GROOVED 


Birkle Machine Works 
Dodge Manufacturing Corporation 
W, A. Jones Foundry & Machine Co. 


Reeves Pulley Co. 
The Ohio Valley Pulley Works, Inc. 


Saginaw Mfg. Co. 
The Medart Company 
T. B. Wood’s Sons Co. 

PULLEYS, IRON CENTER 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co 
Saginaw Mfg. Co. 
’. B. Wood's Sons Co. 

PULLEYS, LOOSE 


Chicago Pulley & Shafting Co. 


Dodge Manufacturing Corporation 
The Hill Clutch Co 

W,. A. Jones Foundry & Machine Co. 
The Medart Company 

The Ohio Valley Pulley Works, Inc. 


Reeves Pulley Co 

Saginaw Mfg. Co 

T. B. Wood’s Sons Co. 
PULLEYS, 

Works 


MOTOR 


Birkle Machine 


PUMPS, HAND AND POWER 
Myers & Bro. Co. 
PUMPS, JET 
American Injector Co, 
Sherwood Manufacturing 
PUMPS, MINE 


F. E, 


Company 


F. E. Myers & Bro, Co. 
PUMPS, OIL 

Detroit Lubricator Co. 

Leiman Bros. 

The Lunkenheimer Co. 

The Pickering Governor Co. 


Manufacturing Co. 
PUMPS, TANK 


Sherwood 


EF. E. Myers & Bro, Co. 

PUNCHES AND DIES 
Royersford Foundry & Machine Co. 

PUNCHES, HAND 
Chas. Morrill 

RAILS, ELECTRIC MOTOR 
Birkle Machine Works 
RASPS 
Delta File Works 
RATCHETS 

Armstrong Bros. Tool Co, 

RESEATERS, BIBB 
Ajax Mfg. Co. 

RESEATERS, VALVE 
M. B. Skinner Co. “Skinner” 

ROPE DRIVES 

bodge Manufacturing Corporation 
H. W. Caldwell & Son Co. 
The Hill Clutch Co. 
The Medart Company 


T. B. Wood's Sons Co. 


ROPE, WIRE 


Wickwire Steel Corp 


MECHANICAL 


Inc. 
Rubber Co. 


Spencer 
RUBBER GOODs, 


Rubber Co., 
Asbestos & 


Diamond 
General 


Jenkins Bros. 
New York Belting & Packing Co. 
SAFETY DEVICES 
The Crescent Machine Co. 
Dodge Manufacturing Corporation 
SAND BLAST OUTFITS 
Leiman Bros. 
SAW SETS 
Chas. Morrill 
SAWS, BAND 
The Crescent Machine Co. 


SAWS, HACK (Machines) 


Racine Tool & Machine Co. 
SAWS, SWING, CUT-OFF 

The Crescent Machine Co. 

SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 

SCREW MACHINES, AUTOMATIC 

The National Acme Company 

SCREW MACHINE PRODUCTS 
The National Acme Company 


Pressed Steel Co. 
SCREWS, CAP AND SET 
National Acme 
Carlisle & 
SCREWS, SAFETY SET 
Company 
Acme Company 


Standard 


The 


Strong, 


Company 
Hammond Co. 


The 
The 


Bristol 
National 


The Medart Company 


T. B. Wood’s Sons Co. 
SHINGLES, “FLEX-A-TILE” 
The Richardson Company 
SOAP DISPENSERS 
Chas. Morrill 


SOCKETS, DRILL 

The Whitman & Barnes Mfg, Co. 
SOLDER, BAR AND WIRE 
Solder Company 
COPPERS, FLUX, 

SALTS 
Company 
SPROCKETS 
H. W. Caldwell & Son Co. 
W. A. Jones Foundry & Machine 
The Medart Company 
STEAM SPECIALTIES 
Injector Co. 


Chicago 


SOLDERING PASTE AND 


Chicago Solder 


Co. 


American 
Crane Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
Detroit Brass & Malleable Works 
The Lunkenheimer Co. 
Penberthy Injector Co, 
Sherwood Manufacturing Co. 
Sterling & Skinner Mfg. Co. 
Strong, Carlisle & Hammond Co. 
The McRae & Roberts Co. 
The Pickering Governor Co. 
The Wm. Powell Co. 
H. A. Rogers & Co. 
Walworth Mfg. Co. 
The D. T. Williams Valve 
STEEL STAMPS AND MARKING 
The Hoggson & Pettis Mfg. Co. 
STENCILS, SHIPPING 
Hoggson & Pettis Mfg. Co. 
STOCKS AND DIES 


Co. 


DIES 


The 


Crane Co. 
The Oster Mfg. Co. 

Toledo Pipe Threading Machine Co, 
STRAINERS 
Injector Co. 

STRAPS, 
Chicago Belting Co. 
Chicago Rawhide Mfg, Co. 
STUDS, MILLED 
Corp. 
TANKS, SEAMLESS STEEL 


American 
LEATHER 


Vietor Products 


National Tube Company 
TAPS, COLLAPSING 
The National Acme Co. 
TILING, RUBBER, INTERLOCKING 
New York Belting & Packing Co. 
TIRES, AUTOMOBILE 
Diamond Rubber Co., Inc. 
TOOLS, BORING 


Bros. Tool Co. 


TOOLS, ELECTRICAL 


Armstrong 


Black & Decker Mfg. Co. 
Jas. Clark, Jr., Electric Co. 
tC. S. Electrical Tool Co. 


TOOLS, MACHINISTS’ 
Swiss File & Tool Co, 
Armstrong Bros. Tool Co. 
The Warren Tool & Forge Co. 
TOOLS, PLUMBERS’ AND STEAMFITTERYS’ 


Crane Co. 
The Oster Mfg. Co. 


American 








Composition Wood Products Co. Standard Pressed Steel Co Toledo Pipe Threading : . 
- A a St: arc ssed Stee ‘ pe Threading Machine Co, 
V, A. Jones Foundry & Machine Co. q a “ ‘¢ ie : . Ww . he . 
The Ohio Valley Puiley Works, Inc. Strong, Carlisle & iaggyeconcone Co. Vulworth Mfg. Co. 
Saginaw Mfg. Co. SCREWS, THUMB TOOLS, VALVE RESEATING 
T. B. Wood’s Sons Co. Pi cena i iis Saas 
e cone a 7 Vinten: SSeS se M. B. Skinner Co. “Skinner” 
PULLEYS, STEEL SEPARATORS, OIL AND STEAM : eee 
Dodge Manufacturing Corporation The D, T. Williams Valve Co. TORCHES, BLOW 
PULLEYS, STEEL RIM SHAFTING eS a 
The Medart Company Bond Foundry & Machine Co. ; TORCHES, WELDING 
Hh [ws @rep —— . . Chicago Pulley & Shafting Co. xweld Acetylene Co. 
PULLEYS, STEP AND TAPER CONE Dodge Manufacturing Corporation Torchweld Equipment Co, 
Dodge Manufacturing Corporation The Hill Clutch Co. " > CAM . : . 
a. Suen Poudis & tmachine Co, The Carlyle Johnson Machine Co. TRADE CATALOG PUBLISHERS 
The Medart Company W. A. Jones Foundry & Machine Co. Cuneo-Henneberry Service Co. 
The Ohio Valley Pulley Works, Inc. The Medart Company R. R. Donnelley & Sons Co. 
Reeves Pulley Co. Royersford Foundry & Machine Co. Wynkoop Hallenbeck Crawford Co. 
Saginaw Mfg. Co. Somers, Fitler & Todd Co. 
T. B. Wood's Sons Co. T. B. Wood’s Sons Co. TRAILERS, FACTORY TRUCK 
PULLEYS, WOOD SPLIT SHAFTING, TUBULAR (MATERIAL FOR) Sharon Pressed Steel Co. 
Dodge Manufacturing Corporation ee ne TRANSMISSION, VARIABLE SPEED 
The Medart Company SHAPERS The Moore & White Co. 
The Ohio Valley Pulley Works, Inc. The John Steptoe Company Reeves Pulley Co. 
Reeves Pulley Co S »ENAH NER ‘ 
Saginaw Mfg. Co. ‘me Gna a TRAPS, STEAM 
. 5 . Renee canbe a ‘ ’ G. M. Davis Regulator Co. 
PUMPS, GAS AND VACUUM SHEAVES, MANILA AND WIRE ROPE Sian, Gaskale & tamocnd Go, 
Leiman Bros. The Hill Clutch Co, D. T. Williams Valve Co. 
. When writing to Advertisers please mention Mitt Supp ies. 
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AT 


Will It 
Always 


BELTING 
COMPANY 


Manutacturers of CANVAS BELTING 


FEDERAL Stitched Canvas Belting Work 
IS Better 9 


Our customer writes: af 
FEDERAL belting transmits more power with less slip. : 
Write for exclusive agency proposition. The Best Answer to This Question 5 
Gay & Lombard Sts. BALTIMORE, MD. ; ‘ = 
is our guarantee that every Penberthy Injector = 
is subjected to a rigorous boiler test under 
actual working conditions before leaving our 
factory——from 20 to 170 pounds steam on a 
3-ft. lift. The record of Penberthy success 
e are innumerable reasons why mill supply dates back almost 50 years. 
ouses find satisfaction in selling Johnson Bronze 
Bushings and Babbitt-Lined Bearings. Note—Write for new Booklet 
of Penberthy Specialties. 
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First. Our enormous stocks of practically all sizes 
and types, Quick shipment on your rush orders. 


This Trade 


Second. A product adopted as greene ed many Mak ts PED) Literature 
of the largest automobile and machinery com- PRODUCTS sent on re- 
panies in the country woe a a quest. 


antee. 


Third, Our policy of quantity production You 
can order small quantities at large quantity prices 


Established 1886 


Write for stock list today. Penberthy Injector Co. 


JOHNSON BRONZE COMPANY 1236 Holden Ave., Detroit, Mich. 
New Castle, Pa. Canadian Plant: WINDSOR, ONT. 


TVET 
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SCREW MACHINE PRODUCTS, 


Hi 
| 
i HI MA Hii mn i Anti 
i 1 i Qu 


uN Mi li i | 
i) Hil IK ti HAN 


I) 
a Milled Studs 
HI Binding Posts—three styles 


| /) | | Brass Nute--Milled 
AA fc SPECIALS TO ORDER 


All kinds of milled duplicate parts in 
sizes up to 4” diameter. 
Hardened and Ground work a 
specialty. 

Catalog on requset. 
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STANDARDS IN STOCK 


Cap Screws—U.S.S. and S.A.E. Milled or Upset 
Set Screws—U.S.S. 
Nuts—Plain and Castellated—S.A.E. 
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KILL QUPPLLES 





TRUCKS, HAND — Lerenaee Co. WASHERS, LEATILER 
Sh: . 'ressed Steel Co. he Ohio srass Co. hicagr 3 . . 
Sharon Pre 8 ptr Oo ” ha Win. Pawet Co. pie ago Belting Co. = : 
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It's an advertised article—a 





human one—with a reputa- 
Recommended as a quick, sure cure 
for slipping belts 


tion for quality and de- 
pendability. 


It may be safely used on leather, rub 
. . Have you our latest 


ber, or fabric belts without clogging, catalog? 





hardening or cracking the belt, even after 
years of use. 

If applied sparingly at intervals it will 
preserve the belt and prevent loss of 
power through slipping. There is no 


more popular dressing on the market. 
Write for Circular No. 71-O and sample. 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. 


Established 1827 
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Small AMERICAN SWISS 


ie : /- Size 





The File of Precision, manufactured to a gauge and with 


“ quality first requisite. Used by manufacturers of quality 
BIRK | E; Motor Rails products, tool and die makers, instrument manufacturers, 


machinists, jewelers, and other skilled workers. 





can be installed on any motor in a few minutes. | tees 

They keep the motor anchored on the exact spot where it ! Bath ots 
belongs, 

A turn of the set screw and the motor can be moved back- 
ward or forward to keep the belt at the proper tension. 

We carry a complete stock of Motor Rails from 6” to 32” 
centers, for immediate shipment, 





Catalog, with all the dimensions, will be mailed upon request. } 


Birkle Machine Works, 128 S. Clinton St., Chicago 





Booklet with list of distributors and other interesting data sent 
upon request. Sold by the foremost dealers. 


American Swiss File & Tool Co. 


Sales Office, 26 John Street, N. Y. Factory, Elizabeth, N. J. 
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SUPERFLAKE 


GRAPHITE 


McCAULEY BELTING COMPANY “CRAPHITE 


A E AT eR es EL ¥ i | G Lubricating Graphite Pipe Joint Compound 


Boiler Graphite Graphite Grease Graphite Paint 


412-420 ORLEANS STREET, CHICAGO, ILL. SUPERIOR FLAKE GRAPHITE CO. 
76 West Monroe St., Chicago, III. 














eRe Ra Le 
(== (aia has a balance that none other possesses. This, with its light we:ght, straight arm pull 


and increased fulcrum, pulls out nails twice as fast with half the effort. Try them on 
your particular customers who appreciate good tools. Write in for catalog and prices. 


CHAS. MORRILL, 98 LA FAYETTE ST., NEW YORK 




















Sealed Bid Sale of Navy Surplus 


BY THE 


NAVY CENTRAL SALES OFFICE 


Navy Yard, Washington, D. C. 
On Wednesday, February 14, 1923 


344,311 VALVES 


For high and low pressure, steam, water, and air. 


In 61 lots, consisting of approximately: 


72,784 ANGLE 78,254 CHECK 631 PRESSURE REDUCING 1,190 RADIATOR 
149,539 GLOBE 21,826 GATE 983 PRESSURE RELIEF 19,104 MISC. 

These valves are made in brass, composition and iron, Write for Catalog No. 171-B, giving full description, 
for screw and flange connections. Sizes range from quantities, locations and terms of sale, to any of the 
'¢ inch to 6 inches. following: 

Supply Officer at Navy Yards: 

(1) Boston, Mass. (3) Philadelphia, Pa (5) Mare Island, Calif. 
(2) Norfolk, Va. (4) New York, N. Y. (6) Puget Sound, Wash. 


(7) Naval Training Station, Great Lakes, II]. 
(8) Board of Survey, Appraisal and Sale, Navy Supply 
Depot, S. Brooklyn, N. Y. 


Bids on the above sale should be plainly marked and addressed, and must be actually delivered to the NAVY 
CENTRAL SALES OFFICE, NAVY YARD, WASHINGTON, D. C., prior to 11:00 A. M., on the date of opening, 
where they will be publicly opened at the time designated. 
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World Competition and Diamond Hose 


Why does Australia buy so much Diamond Air Drill Hose? 
Why does South Africa send 9,000 miles for Diamond? 


And why do you find so many thousands of feet of it in 
our western mines? 


Because it’s made to order for the hardest, roughest 
service, and foot for foot costs less in the end! 


Says the General Manager of one great Western property: 


‘“‘We have conducted extensive tests as to the 
relative merits of this hose as compared with 
others, and I think it wise to renew the contract 
for Diamond hose.”’ 


Try it—for efficiency’s sake! 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Diamond 


AIR DRILL HOSE 
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OXY-ACETYLENE--OXY-HYDROGEN © IMPERIAL 
AVOID INTERRUPTION OF YOUR PRODUCTION— 


In an hour or two you can mend the broken part with it and have the 
machine in operation again, at a very small cost for time and materials, 
often saving the entire cost of Imperial Equipment in one day. 


We carry complete outfits in stock. 


Somers, Fitler & Todd Company 


327 Water Street, Engineering Department, Pittsburgh, Pa. 


SAFEITY SET SCREWS 


Best by Test 


Mac-it Safety and Hollow Set 
Screws are proving their tre- 
mendous superiority over the 
ordinary set-screw by actual 
test in use. The specially 
alloyed and specially treated 
steel in Mac-its enables them 
to keep on serving long after 
many others have been 
scrapped. 

Mac-it Hollow Set Screws will 


not split and the wrench will not 
turn and round the corners. 


This means that once your cus- 
tomers have used Mac-its the re- 
orders come in automatically. 


The STRONG, CARLISLE 
& HAMMOND CO. 


Cleveland, O. 
BRANCHES 


Boston Philadelphia Detroit 
New York Chicago 





Make Mac-it Endurance Your Sales Insurance 


PRINTED BY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 





